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Big Year Sighted 
By Suppliers of 
After-Market 


Optimism Pervades 
Pacific Show; Called 
Best Since the War 


By Jack Weed 
Service Editor 


OS ANGELES.—The Pacific 

Automotive Show closed its 
doors last week on what participat- 
ing manufacturers agreed was the 
best after-market exhibition since 
the war. 

Held in the Pan Pacific Audi- 
torium and two circus-tent an- 
nexes, the show may go down in 
history as the turning point in 
the 1958 cycle of automotive busi- 
ness. 

The show resulted in a flood of 
gales to both jobbers and members 
of the retail trade, and manufac- 
turers had lengthy lists of firm 

‘appointments which they were sure 

— into closed sales later this 


WF THERE has been any reces- 
*sion in the automotive service 
business, the Pacific show defi- 
mitely proved that it has run its 
course and that this part of the 
industry is back on the “sales-as- 
usual” track. 
The first two days of the show 
“closed,” and only jobbers 
n the final two days of 


i. 
ye 


For example, Proto Tool Co. had 
bne sample of a “do-it-yourself” 
lool kit on the counter of its ex- 
hibit. A Proto spokesman said that, 

thout any extra effort, more than 

000 sets were sold during the show 

nd that another 6,000 sets would 

sold through contacts made at 


he show. 


y 


> * * 


spirit of optimism over cur- 
rent and future business was 
so high during the show that a 
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j |New Drives Begun 
i Dealers, Makers 
To Steam Up Sales 


Boston Auto Row Digs Out for Big Day— 
Here's Automobile Row, Boston, after 19.6-inch snowfall was cleared to permit the 


annual “open house” of dealers on Washington's birthday. Results were good with | 


record crowds. 


— are fighting the sales 
slump with all sorts of promo- 
tions and gimmicks, ranging from 
Cleveland’s “automobile week” to 
the annual New England open- 
house events on Washington’s 
Birthday. 

Results are mixed across the 
country, an Automotive News sur- 
vey showed last week, but Cleve- 
landers were pleased with auto- 
week crowds and sales. The Boston 
area events drew sizable crowds 
despite some of the worst winter 
weather of. the season. 


Other cities were quiet on the 


Import Cars Up Tenfold Since ‘51 


By Robert M. Lienert 
Associate Editor 
S. REGISTRATIONS of im- 
* ported cars in 1957 ran into 
six figures for the first time and 
were 10 times as high as in 1951. 
The total of 206,827 represented 
3.46 percent of the entire new-car 
market. In 1951, foreign cars ac- 
counted for 20,828 registrations and 
0.41 percent of total sales. 


Volkswagen again was far in 
front of the field, although its 
margin was narrower than it had 
been in previous years. 

VW accounted for 64,242 regis- 
trations last year, or 31.06 percent 

of all imported-car sales. In 1956, 
when Volkswagen's total was 50,011 
units, its share of the foreign-car 
market was 50.93 percent. 

> > * 
| 1957, Volkswagen was outsold 
in the U. S. by only 12 domestic 
makes. It moved up one position 


Car Production Turns Up 
At Chevy, Ford, Plymouth 


By Martin L. Whitmyer 
Staff Writer 
cA SLIGHT resurgence in opera- 
tions at Chevrolet, Ford divi- 
+ sion and Plymouth helped push car 


| assemblies to a two-week high of 


an estimated 92,402 units last week. 

7 Overall production, however, still 
lagged 27.2 percent behind the cor- 

5 responding eight-week period of 


Auto News 


Light trucks seize 52 per- 
cent of ’57 market. Page 17. 
Excise tax cut pushed. 
Page 2. 

Louisiana dealers warned 
against hypochondria. 
Page 3. 

Problems of a free-lance 
inventor. Page 31. 

Truck registrations for all 
of '57. Page 37. 


—a 2.7 percent increase over the 
previous week’s output of 89,977 
cars—represented 72.6 percent of 
Automotive News’ three-year 
index, compared with the 70.7 
percent realized on the previous 
week’s operations. 

Last week’s output, however, was 
34.2 percent below the correspond- 
ing week of 1957, when the manu- 
facturers rolled 140,362 cars from 


PRCeRBASED output at Chevrolet, 
Ford, GMC, International, Mack 
and White helped jump truck as- 
semblies from 17,430 units a week 
earlier to an estimated 18,305 com- 
mercial cars last week. During the 
same week a year ago, however, 
the manufacturers turned out 21,665 
trucks. 
The gain in car production 
brought assemblies for February 
to an estimated 393,039 units—a 
19.7 percent. decline from Janu- 
ary’s output of 489,357 cars and a 
31.1 percent drop from February 
@ year ago, when the makers 
rolled 570,650 cars from the lines. 
Car output for the first two 
months of this year totalled an esti- 
mated 882,396 units, compared with 
the 1,212,241 autos produced during 
(Continued on Page 45, Col. 3) 


from its 1956 standing by outselling 
Studebaker during 1957. 

Volkswagen in 1957 scored a mar- 
ket penetration in the U. 8S. of 1.07 
percent. Never before in history 
had any single foreign make come 
close to claiming as much as one 
percent of U. S. sales. Volkswagen, 
itself, in 1956 had a penetration of 
only 0.84 percent. 


nowhere” in 1956 to rank second 
last year with 22,586 registrations. 

English Ford more than quad- 
rupled 1956 sales of 4,230 to record 
17,062 in 1957 and move into third 
place. MG, which more than dou- 
bled its 1956 total, jumping from 
6,044 units to 13,496, wound up in 
fourth place, compared with third 
place the previous year. 


> > > 
PASTROECLSTAN, in second 
place in 1956 by dint of its 7,145 
registration, increased sales to 
11,791 last year. Despite the hand- 
some increase in unit totals, it was 


pushed down to fifth place last 
year. 


Jaguar, in fifth place in 1956, was 
not in the Top Five in 1957. 

Sales of imported cars was 
more widely distributed among 
the various makes in 1957 than 
they were in 1956. In 1956, the 
Top Five accounted for 72.43 per- 
cent of all import sales, with 63 
different makes sharing the other 
27.57 percent of the total. 

Last year, the Top Five garnered 
only 62.46 percent of the market, 


Foreign-Car 
Registrations 


Final standings for 12 months: 
im = 


Pos. 
1— 4,242 Volkswagen 50,011—1 
2— 22,586 Renault s 
3— 17,062 English Ford 4,230—4 
4— 13496 MG 6,044—3 
5— 11,791 Metropolitan 7,145—2 
* Jaguar 3,685—5S 
77,650 All Others 27,072 
Total All Makes 
206,827 98,187 
* Not im Top Five. 
(See December Sales Box, 
Page 45.) 


with 68 other makes splitting up 
the remaining 37.54 percent. 
> > > 
— following table shows how 
foreign cars have gained in im- 
portance in recent years: 


i 


Total 
tions 


5,982,342 


! 


5 
2 


5,955,248 
7,169,908 
- 5,535,464 
5,738,989 
4,158,394 


ghuseenele 


5,060,903 

6,326,438 
Bill Requiri 
Safety Devices 


To Get Hearing 


By William Uliman 
Washington Correspondent 
Aaron — Hearings are 

expected to be scheduled 
shortly on a bill requiring new cars 
to be equipped with “reasonable 
safety devices” as prescribed by 
the Secretary of Commerce. 


The bill was introduced by 
th A. Roberts, Ala- 


it was indicated that the legisla- 
tion would be considered, in view 
of Roberts’ influential position. 
Terming it “imperative” that the 
factories build a much safer prod- 
uct, the congressman said there 
are many causes of accidents, but 
added that the fact a person dies 
in a crash is not an accident. He 
attributed it to failure to provide 
certain safety features in the de- 
sign of a car which would allow 
passengers to survive most mishaps. 
o . a 
Reems said prior testimony 
before the subcommittee “indi- 
cates that scientists and engineers 
know which structural parts of the 
automobile are causing the greatest 
amount of injury to persons in 
accidents. Action must be taken to 
remove these unnecessary hazards.” 
He said experiments have shown 
that a majority of injuries could 
have been prevented by “proper 
packaging” of the passenger. 
“This is true in 


the case of the interior portions 
(Continued on Page 6, Col. 5) 


promotional front, with several 
paying close attention to the out- 
come of the united Cleveland 
undertaking, which ended Satur- 
day. 

As a Seattle dealer commented, 
“There’s no sense fishing in a 
swimming pool.” 

> * > 
7 a factory executives hit the 
in an effort to buoy up 
the spirits of their dealer organiza- 
tions. 

Buick General Manager Edward 
T. Ragsdale and General Sales 
Manager Edward C. Kennard 
launched a 26-city series of dealer 
meetings designed to bolster dealer 
confidence in the nation’s economy. 

In an appeal to Buick dealers 
to deliver two more new cars in 
F than in January, Rags- 
dale said confidence was lacking, 
rather than funds. 

“If we as a nation are headed 

(Continued on Page 41, Col. 2) 


March Business 
To Tell Story of 
*58 Model Year . 


S MARCH opens, new-car deal- 

ers across the country believe 
the month is at hand which will 
tell the story on sales for ’58 
models. 

The year thus far has shown 
little in the way of sales strength 
or decent profit, except for some 
dealers handling “hot” lines. 

Dealers are not convinced, how- 
ever, that the record in January 
and February represents the pat- 
tern for the year. Gains in March, 
they say, would indicate further 
improvements in the months ahead. 


pac the profit standpoint, 
dealers admittedly are under 
pressure. They say that even if the 
predicted upturn in business de- 
velops in the last half of the year, 
it will come too late to help them. 

A generalization of the new- 
car business is that dealers exist 

(Continued on Page 4, Col. 3) 


Top Cars 


New-car registrations, ten states 
for January: 
1957 
Make Pos. 
Chev. 


1,825— 5 
2,008— 4 
1,264— 6 
867— 8 
1,028— 7 
631— 9 
454—10 


435—12 
323—13 


98—15 
31—16 


FF 
eee sk Sses ee} 


1s— 15 

919 
Total All Makes 
21,345 24,255 


Further details on Page 40. 
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Fear Talk Will Make Buyers Wait... 





‘Go Slow,’ Excise-Cutters Urged 


ASHINGTON. — The campaign 

to repeal or reduce automotive 
excise taxes received something of 
a setback last week as Rep. Thad- 
deus Machrowicz, Michigan Demo- 
crat, reported that a Big Three 
representative had urged him to be 
“discreet” in pushing for the cut. 


cut talk might scare today’s 
buyers out of the market. 
Machrowicz declined to identify 
the representative, saying it might 
be embarrassing to the individual 
or his company. Rep. Charles 
Chamberlain and the office of Sena- 
tor Charles Potter, both Michigan 
Republicans, disclosed the same 
concern had been expressed to 
them. 
+. + . 
LL three have bills before Con- 
gress to reduce or repeal the 


Good-Faith Law 


Faces First Test 


Calif. Dealer Sues 
Chrysler for $480,000 


By Maynard M. Gordon 
News Editor 


E first known coercion and 

bad-faith suit under the Auto- 
mobile Dealer Franchise Act of 
1956 has been filed in San Francisco 
by a Dodge-Plymouth dealer. 

The Federal District Court action 
asks for a treble-damage $480,000 
judgment against Chrysler Corp. 
Plaintiff is Melville McLaren, owner 
of McLaren Motors, Inc., in nearby 
San Leandro. 

McLaren charges that Chrysler 
Corp. shorted him on cars early 
last year and then swamped him 
with new models to a point where 
his floor-plan resources were cut 
off by Commercial Credit. 

McLaren also claims that funds 
due him from the factory have 
been “unreasonably, unfairly and 
inequitably delayed in payment.” 

These reimbursements, the peti- 
tion states, cover parts and labor 
for factory-warranty repairs, in- 
centive sales bonuses and cleanup- 
model rebates. 

. > 7 
cLAREN, a former Nash dealer 
who switched to Dodge- 
Plymouth in 1954, said he sold 350 
new cars last year but the pressures 
resulting from the heavy inventory 
proved detrimental to his health. 
(Continued on Page 8, Col. 1) 


10 percent excise tax on automo- 
biles. 


Some congressmen privately 
expressed frustration over the 
request for “discretion.” One com- 
mented, “How are we going to 
line up support if we don’t keep 
talking about it? You can’t work 
out a tax cut in a vacuum.” 

The “go-slow” plea recalled the 
situation that came about in Can- 
ada last year when auto buyers 
learned that an excise cut was 
imminent, Sales suffered as cus- 
tomers waited for the tax an- 
nouncement and the resultant price 
reduction. 

+ + * 


AUTHOUGH lagging U. S. sales 
and a general business down- 
turn have bouyed the industry’s 
annual hopes for an excise slash, 
few observers believe the industry 
will receive any relief this year. 

The tax, a year-to-year mea- 
sure, is scheduled to die at mid- 
night June 30. It is expected that, 
as in recent years, an extension 
will be agreed upon before the 
deadline. 

Although they would like a 
reduction, many auto men admit 
privately that the Government is 
unlikely to give up all or part of 
the levy that brings in about $1.5 
billion a year. 

The nation’s economic situation 
has stirred up a bit more action on 
the excise issue than has been ap- 
parent in the past few seasons. 

> = > 
Cr IS argued that outright repeal 

—or at least a reduction—of the 
10 percent automotive levy would 
stimulate a vital segment of the 
economy at a time when it is badly 


in need of some such stimulant. 

On the other hand, it must be 
remembered that tax cuts do come 
about overnight. Any such measure 
would have to endure the usual 
round of hearings, House and Sen- 
ate action, conferences and Presi- 
dential action. 

If the President demurred — and 
there is strong reason to believe 
that he would — the legislation 
would have to return to Congress 
for action on overriding the veto. 

Several congressmen (notably 
from Michigan) have urged that 
the tax be reduced, and last week 
Chrysler Corp.’s L. L. Colbert and 
American Motors’ George Rom- 
ney issued repeal statements. 


Their statements were contained 
in letters to Chamberlain who had 
written the auto makers to ask 
their views on his proposal to 
repeal the tax, extend current UAW 
contracts and reevaluate auto 
prices. 

Romney wrote that repeal of the 
tax “would stimulate auto sales and 
employment through the price re- 
ductions it would make possible.” 

* * > 


OLBERT said: “The industry 

has consistently opposed the 
singling out of the automobile for 
a discriminatory tax burden. 


“We have never been willing to| 
accept the concept that a product 
as essential to the progress and 
growth of our nation’s economy 
should be treated the same taxwise 
as are luxury items.” 

Removal of the tax also was ad- 
vocated last week by Frederick J. 
Bell NADA executive vice- 
president. He addressed nearly 1,000 
dealers at a Massachusetts auto in- 

(Continued on Page 46, Col. 1) 








GMAC Says Auto Loans 
Still in Line With Income 


NEW YORK.—While the burden 
of paying off car debts increased 
somewhat toward the end of 1957, 
“commitments still appear to be 
well within the capacity of Ameri- 
can families as a whole.” 

That view on the auto credit 
outlook was expressed in the 
annual report of General Motors 
Acceptance Corp. 

GMAC noted that the average 
monthly payment on new and used 
cars became a larger percentage of 
income as the average amount of 
disposable income per household 
fell during the last months of 1957. 


Business Barometer 


Automotive News Economic Index — 


99.7 Percent of Last Week 
89.6 Percent of Like Week Last Year 


U.S. Government Spending 
—fiscal year to date 


Feb. 26 Feb. 19 'S7-'58 Range 
9 9%- 5% 
52%, 82%-50 
29% 30%-18% 
40Y%_ 59%-35% 
344% 47%y-33% 


$51,816,474,000 
Commercial and industrial Loans $30,013,000,000 


Percent of 
Percent of Like Week 
Last Week Last Year 


88.5 64.0 
93.6 74.5 
88.0 
92.8 
55.9 
96.4 
103.1 
817 
93.2 
103.5 
76.8 
94.1 


89,977 
17,430 
21,345 
10,442 
1,373,000 
226,005,000 
272,590 
7,970,000 
48,754,000 
12,338,000,000 
311,503 

96 


95.0 
104.4 
105.1 
106.8 
101.3 

99.4 

97.9 
103.2 


106.0 
100.3 
113.5 
102.4 
105.7 


100.4 
100.7 
99.3 
99.3 


$993 
317 


Feb. 26 Feb. 19 ‘57-58 Range 
38%-25% 
17%- 7% 
32%-19% 
8Y%4- 2% 
53%-34% 


* Kaiser Industries, parent firm of Willys Motors. 


March 


3, 1968 





At year’s end, the average 
monthly payment on new cars was 
put at about 17 percent of average 
monthly disposable income per 
household which was put at $502 
per month. The average payment on 
used cars was placed at about 11 
percent of income. 


The statement with the GMAC 
report also noted that loan de- 
linquencies have been fairly steady 
but repossessions have turned up- 
ward. The company also took a 
stand against auto loans for periods 
of more than 36 months. 

GMAC said that the percentage 
of accounts more than 30 days 
delinquent at the end of 1957 was 

approximately the same as a 
year ago—“satisfactory, particu- 
(Continued on Page 45, Col. 4) 


Chrysler Appoints 
Two Agencies to 


Handle Its Ads 


DETROIT. — Chrysler Corp. last 
week named Leo Burnett Co., Inc., 
and Young & Rubicam, Inc., to 
handle two of its advertising ac- 
counts relinquished earlier this 
month by McCann-Erickson, Inc. 

Burnett will handle the Chrysler 
Corp. institutional account, while 
Y&R will take over Chrysler divi- 
sion advertising. 

Volume of the two accounts is 
estimated at $20 million a year. No 
effective date for the appointments 
has been decided, but McCann- 
Erickson’s official termination date 
is June 1. 

Several smaller Chrysler Corp. 
accounts relinquished by McCann- 
Erickson, including Chrysler of 
Canada and Chrysler Export, have 
not yet been placed by the corpora- 
tion. 

McCann-Erickson gave up the 
Chrysler accounts to accept Buick’s 
advertising program after Buick 
cancelled its contract with Kudner 
Agency late last year. Until Buick 
appointed McCann-Erickson, both 
Burnett and Y&R had been consid- 
ered strong contenders for the 
Buick account. 

Y&R earlier this year resigned 
the Lincoln account. Lincoln has 
not yet named a successor. 


Tops in Dealer Posters 
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ALBERT BERRY 


DODGE -PLYMOUTH 


7 2404 SOUTH MAIN 


First Award Winner 


MOR hy-\1 1) 


Io) Melo OLi-\a ES 





at rock bottom 


al 


Third Award Winner 





ALBERT 
BERRY 


DODGE-PLYMOUTH 
2404 S. MAIN 


Third Award Winner 


Honored for Outdoor Ads— 


Two dealerships, Albert Berry Dodge-Plymouth, Houston, and Hoehn Chevrolet Co., 
Memphis, were award winners in the 1957 Local Outdoor Advertising Contest spon- 
sored by Outdoor Advertising Assn. of America, Chicago. Hoehn's poster, center, one 
of several used by the dealership during 1957, was a third award winner in campaigns 
of one to three months. Berry's posters placed first and third for advertisers in markets 


of 500,000 population and over. 





Ike’s Answer to Recession: 
‘Courage and Confidence’ 


WASHINGTON. — President 
Eisenhower reiterated last week 
that he is confident of the economic 
vigor of the U. S. and the nation’s 
ability to pull out of the present 
recession. 


In a telegram to a group of 
Democratic governors meeting in 
Georgia, the President said he 
believed there was no danger of 
a “deep and protracted economic 
decline” as long as Americans 
had confidence. 


Eisenhower added that “the 
underlying growth factors in the 
economy remain vigorous and 
every indication is that they will 
reassert themselves later in the 
year.” 

In an address here before the 
First National Food Conference, 
the president again said that cour- 
age and confidence are needed “to 
prevent the slackness in employ- 
ment and the dip in the economy 
from becoming serious.” 

Admitting that the country is 
not in “tip-top form,” Eisenhower 
insisted that its economy “is a lot 
stronger that the spirit of those 
who are wailing about it.” 

The state of the nation’s eco- 
nomic health also came in for 
some comment last week from 
George Romney, president of 
American Motors Corp., and 
Walter P. Reuther, president of 
the UAW. 


current decline in total new-car 
sales and by some other traditional 
business weathervanes. 

Reuther, in Detroit, said the 
UAW “earnestly” hopes that Eisen- 
hower’s confidence in an early up- 
turn will be justified by events but 
he said that available information 
“seems to offer little foundation for 
such confidence.” 

Reuther called on Eisenhower to 
seek “prompt enactment” for Fed- 
eral minimum standards for un- 
employment compensation benefits 
and duration and authority to de- 
clare a moratorium on withholding 
of income taxes. 





Auto, Tire Firms Assign 
20 Men to Safety Check 
WASHINGTON.—Auto and tire 


| 


American Motors, Chrysler Corp., 


Romney, at a sales meeting with; General Motors, Studebaker- 


Rambler dealers in the San Fran- 


Packard, Firestone, General Tire, 


cisco area, said that consumer; B. F. Goodrich, Goodyear and 
confidence in general is much; U. S. Rubber. 


better than is indicated by the! 
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Dealer Forum 


by Robert M. Finlay 





ers cae from a 32-year 
veteran of the auto business: 

“The auto industry is in danger 
of losing the cream of its sales- 
men by short-sighted, no-profit 
tactics.” 

Jack Mann, Detroit dealer, re- 
marks that an industry that can’t 
make a profit, can’t keep good 
men.” 

* * « 


High Cost of Giving 
HE “no-profit” deal is discussed 
by Mead Norton, Oklahoma 


CCC Says Suit 
Perils Kansas 


Time Selling 


KANSAS CITY.—Time selling in 
Kansas is at stake in the State’s 
suit against Commercial Credit 
Corp., according to T. B. Mourning, 
CCC vice-president. 

Attorney General John Ander- 
son jr., has introduced motions to 
place CCC under receivership in 
Kansas for “making illegal loans,” 
and for a temporary injunction 
against “certain practices” in 
Kansas. 

In a letter to all dealers doing 
business with CCC in Kansas, 
Mourning said: 

“We are only the nominal party 
being sued. The attorney general's 
attack ... is an attack on ‘the 
whole system of motor-car financ- 
ing in the state.’ 

“The real issue in the case is 
whether you or any other time- 
seller can make the normal and 
usual time sale. The attorney 
general contends that every time 
sale is a loan.” 

Contending that time sales are 
not loans and that CCC does not 
make loans, Mourning said “we 
are fighting the case to uphold 
the time-price doctrine for the 
entire selling industry in the 
state.” 

If the State were to win the case, 
Mourning continued, “it will mean 
the end of all time selling in 
Kansas, not only of automobiles 
but also of appliances, furniture, 
farm equipment, furs, jewelry and 
other commodities at finance rates 
in excess of 5 percent. 

“And, more importantly, it might 
mean the voiding of all presently 
outstanding conditional sales con- 
tracts.” 

He said CCC will continue to 
do business “in the same way 
as we have always done” unless 
stopped specifically. 

If that happens, Mourning added, 
every other financing agency dalso 
will be stopped “since this business 
is done by all the other financing 
institutions in just about the same 
way.” 
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City Buick dealer, in his most 
recent mailing piece. 

He slugs it “For Penny Sake,” 
referring to the cent-and-a-half 
mailing charge, and asks: 

“Who pays for those big ads 
of auto dealers that blaze forth 
in newspapers, on radio and 
television, saying ‘We’re whole- 
sale dealers,’ ‘We sell at cost,’ 
‘No deal refused,’ ‘Price means 
nothing, ‘The supermarket 
way?’” 

The letter points out that it is 
the car buyer who pays in the end, 
and refers to a survey of persons 
who purchased cars from Norton 
and other dealers. 

“This investigation,” the letter 
says, “revealed many instances 
wherein purchasers, after thor- 
oughly analyzing their so-called 
‘special or discount deal’ from 
another dealer, had actually paid 
considerably more for their cars 
than a comparable car would have 
cost here.” 

. * 7 


The Glitter 


HE letter continues: “It was 
alarming to find from the sur- 
vey that prevailing marketing and 
advertising practices, though car- 
ried on by only a small minority 
of new-car dealers, have bewildered 
and confused the automobile- 
owning public as to what consti- 
tutes a fair and reasonable price 
to pay for a new motor vehicle 
and that many trusting and unsus- 
pecting new-car buyers, lured into 
these few dealers’ sales rooms by 
their wild claims and gimmicks, 
have learned to their dismay, but 
too late, that ‘all that glittered was 
not gold.’ 
“Now, when any dealer advertises 
that he is going to sell you a motor 
vehicle ‘wholesale,’ ‘at factory 


price,’ or ‘at his cost,’ there’s just} 


got to be some catch in it, because, 
as I stated before, every dealer 
pays the same price for the same 
car at the same place. And you 
know no merchant can long exist 
and render service to his customers 
without a profit....” 


The letter concludes with 
Norton’s “top of the table” policy 
of doing business. 

7 7 


Keyed to Goodwill 


A LOCAL effort by Des Moines 
(Iowa) dealers to win public 
goodwill has grown to national dis- 
tribution of a series of ads, accord- 
ing to the Iowa Daily Press Assn. 

It started with a series of three 
ads by lowa dealers which 
brought requests from eight 
states. A new series of six ads is 
being distributed to the 850 mem- 
bership of the Inland Daily Press 

Assn. 

The Iowa Auto Dealers Assn., and 
its executive secretary, Al Kahl, 
worked closely with IDPA in the 
project. 

Theme carried in each ad is: 

“Get to know your new-car 
dealers better.” 

Headlines of the various ads: 

“Is there a place for old-fashioned 
courtesy in today’s automobile 
business? 

“Remember, it’s your money 
when you buy, that new car.” 

“Here’s a drive your dealer is 
always boosting (safety drive .. . 

are brakes, tires, lights and 
steering OK?).” 

“Off with the Gloves. Let’s talk 
facts about buying a new car (if 
you deal with a dealer who is 
responsible and dependable, you 
avoid alot of unpleasant things 
that can happen... )” 

“No need to cross your fingers 

(buy with confidence).” 

“Lots of people think they are 
smart as a fox (don’t try to outfox 
the foxes).” 

All of the ads close with this: 

“You can buy with confidence 
when you buy from one of these 
dealers:” 

And the list of cooperating deal- 
ers is given. 





Gotham Car Buyers 


Must Pay Tax on Excise 


NEW YORK. — An amended 
city ordinance, which went into 
effect last week, forces new-car 
buyers to pay the 3 percent city 
sales tax on the entire price of 
the vehicle, including the Federal 
excise tax. 

The change ended a sales-tax 
exemption on the Federal levy 
that had been in effect for two 
years. The amendment is ex- 
pected to boost city revenue by a 
million dollars a year. 





Louisiana Dealers Elect— 


Williams Warning. . 





La. Dealers Exhorted 
To Show Confidence 


By Gordon Hebert 
Staff Correspondent 


NEW ORLEANS.—The health of 
the American economy needs to be 
strengthened psychologically, just 
as much as physically. That is the 


* * * 





The Lovisiana Automobile Dealers Assn. reelected officers at its 21st annual con- 
vention in New Orleans. From left are Garland Mahaffey, Lake Charles, vice-president; 


J. Alfred Begnaud, 
treasurer. 


Lafayette, president, 


and Everett Richauvd, Houma, secretary- 


Pennsylvania Dealers Aided 
In Drive to Boost Gross 


HARRISBURG, Pa.—Members of 
the Pennsylvania Automotive Assn. 
are receiving copies of a seven- 
point program designed to improve 
the gross on new cars, which the 
association termed the “profit buga- 

The program was the result of 
a survey of 127 dealers in the 
state on current conditions in 
auto retailing. The dealers re- 
ported that sales and the gross 
on new cars are off in many 
cases, 

Many expressed the view that 
the gross must be increased in the 
months ahead. “If we don’t build 
up fat in the first six months (of 
1958)—-we ain’t gonna make it!” 
one dealer commented. 

The survey of dealers produced 
a number of other observations, 
including: 

While public confusion about 
new-car prices is widespread, some 
dealers have been successful in 
convincing the public that they 
are “good reputable merchants.” 

Used-car business is spotty in 
the state but service and parts 
volume and profits are ahead of 
last year’s level in most areas. 
Some dealers are succeeding in 
reducing expenses. 

Repossessions are even with or a 
little higher than last year. PAA 
warned that trouble may lie ahead 
in this matter, since “the die is 
cast for those who gambled on 
short downpayments and too many 
months to pay!” 

The seven points on boosting the 
dealership’s profit are: 

1. Better dealerships will make 
more profit in 1958 than they did 
last year by being more polite to 
customers and spending a few extra 
minutes on each deal to make 
a little more money. 

2. A dealer must know his 
costs in order to know what 
constitutes a profit and must 
make a reasonable profit on each 
deal to stay in business, no mat- 
ter what his volume is. PAA 
warned the operating expenses 
per sales dollar are almost the 
same in a 700-car dealership as 
in a 100-car operation. 

3. Each department must show a 
profit with none subsidizing 
another. 

4. The end of the tight-money 
period indicates that there will be 
no shortage of credit for auto re- 
tailing, but dealers should count on 


no easing of retail interest rates. 

5. The work force of the dealer- 
ship should be checked to eliminate 
unnecessary jobs and substandard 
employes. 

6. All departments should be 
on expense budgets with execu- 
tive approval required for certain 
expenses. All departments should 
have reasonable sales or produc- 
tion objectives and proper super- 
vision. 

7. Quotas for salesmen should be 
reasonable and fair and the dealer- 
ship should concentrate on getting 
prospects. PAA added: “Make cer- 
tain every man knows what's a 
good deal for the house . . 
why.” 

The association reminded mem- 
bers that some dealers made money 
in 1957 and January of 1958, adding: 

“Your attitude toward your busi- 
ness should be a healthy attitude 
and one which is reflected through- 
out your organization. Remember, 
your attitude toward your business 
sets the pace for all your employes.” 


Cadillac Takes a Licking 

CHICAGO.—Peter Volid, pres- 
ident of King Korn, a trading- 
stamp company, has announced that 
one of the new premiums listed in 
its 1958 catalog is a Cadillac 
for 2,000 books filled with trading 
stamps. 


On the 


House. . 


takenly believe 


- and | 


view of Walker A, Williams, vice- 
chairman of Ford’s Dealer Pol- 
icy Board, who 
was the principal 
speaker last week 
at the 21st annual 
convention of the 
Louisiana Auto- 
mobile Dealers 
Assn. 

“The nation’s 
economic health 
is still basically 
sound, but if we 
give way to hypo- 
chondria, we 
could talk ourselves into real 
trouble,” he said. 

All officers of the association 
were reelected: J. Alfred Beg- 
naud, Lafayette, president; Gar- 
land Mahaffey, Lake Charles, 
vice-president, and Everett 
Richaud, Houma, secretary- 
treasurer. 

“The main determining factor in 
our future,” Williams said, “is what 
the American family believes, how 
certain it feels of the future, and 

how willing it is to spend the 
money it actually has to spend.” 

Williams said all evidence points 
to the fact that people have the 
money to spend and are in a good 
credit position. Throughout 1957, he 
added, individuals have been add- 
ing to their liquid asset holdings 
and savings accounts are at record 
high levels. Consumer buying power 
continues to roll along at high 
levels, he said. 

Elson G. Sims, auto dealer of 
Vincennes, Ind., told the dealers 
that they have been participating 
“in the greatest wholesale give- 
away program of modern times.” 


He explained that, based on a 
net profit of 14 cents per dollar, the 
country’s dealers have been giving 
away $3 billion a year, because their 
actual profit is 0.7 percent. Sims 
|said the principal trouble with the 
business is that dealers do not 
| know their “true and full cost of 
selling an automobile on a single 
unit basis.” 


Sims cited these reasons for less 
profits: (1) No service responsibility 
|clause, bootlegging and cross- 
selling; (2) a more simplified ac- 
|}counting system, present system 
| has 1,440 spaces to be filled in; (3) 
forget profits and go for volume; 
(4) too many false theories on how 
| to make a profit. 

The association adopted one 
resolution, expressing unqualified 
opposition to the unrestricted im- 
portation of foreign oil. This reso- 
lution was brought about as the 
result of the talk given by Jack 
P. F. Gremillion, attorney-general 
of the state, who discussed tide- 
land issues. 

Elected to the board of directors 
were W. B. Safford, M. E. Trow- 
bridge, J. W. Bryant, Tom Dutton, 
A. Dupre Vaeth, Larry Louviere, 
A. F. Lanier, Richaud and Mahaf- 
f 





W. A. Williams 





ey. 

Remaining on the board were 
Joseph A. Paretti, Wiley L. Mossy 
jr.. McDonald Stephens, Francis R. 
Edwards, Lewis P. Roy jr., Jerry 
Ashley, Bert Feiber and E. W. 
Sehon. 


Dealers, who are now operating on a lower volume 
and keeping more of their markup, sometimes mis- 


they’re making more money, a 


business-management authority tells me. He points 
out that, unless a dealer has reduced his overhead 
in keeping with his reduced volume, the dealer will 
soon find out he’s doing business for the fun of 


eS os 


Northeastern states are being warned to 


watch out for “flood” cars from New Jersey .. . 


Rhode Island 


dealers will hold annual powwow 


Apr. 10 at Providence’s Biltmore . . . Utah associa- 
tion is advising its members that the factory 


rebate on 1957 cars still in inventory on Dec. 31 


should not be considered as 1957 income; the rebate merely reduces 
your cost ... Racing officials don’t believe the auto makers’ ban 
on racing will last more than a year or two... 


Leo B. Carey (DeSoto-Plymouth), is running for Rhode Island 


NADA directorship, to succeed retired Col. Tom Clarke. . 


. A cus- 


tomer is not a cold statistic; he is a flesh-and-blood human being with 
feelings and emotions like our own. 


‘ 





—Pere Wemuorr, Editor, 
Automotive News 
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timism Pervades Pacific Show . . . 





Big Year Sighted 
For After-Market 


(Continued from Page 1) 


number of manufacturers were con- 
tacted to find out whether their 
business was up generally in Jan- 
uary, as against a year ago, Every 
maker contacted, who had his Jan- 
uary totals at hand, claimed either 
that his business was up to January 
of last year or well ahead of it. Not 
one said his business was down for 
the period. 

J. A. Richardson, sales vice- 
president of Shure Manufactur- 
ing, for instance, said that his 
sales for January and February 
were well ahead of last year for 
the same two months, while a 
Proto executive said his January 
business was at least 10 percent 
ahead of last year. A Weaver 
Mfg. Co. spokesman said their 
sales for January were well ahead 
of last year. 

Brouwer McIntyre, president of 
Monroe Auto Equipment Co., said 
that January was the biggest profit 
month in the history of the com- 
pany — the biggest month in 41 
years. 

Edmund J. Wudel, Wudel Mfg. 
Co., said that his sales were at least 
15 percent ahead of last year and 
that February looked as if it would 
show even a larger increase. 

Harry Ferguson, of Black Hawk, 
said their business for January was 
well ahead of the same month a 
year ago. 

Bernard Plotkin, a West Coast | 
manufacturers’ agent, said that his 
business was over 25 percent better 
for January this year than a year 
ago and that February looked even 
better. 

= = > 
4 yw manager of Wagner Electric 

Corp. said their West Coast 

sales were well ahead of last year. 








Renault Dealers 
In U.S. to Handle 
French Peugeot 


PARIS.—Renault last week an- 
nounced that it had signed an 
agreement with Peugeot to export 
the Peugeot 403 four-door sedan 
to the U. S. 

The Peugeot is to be handled by 
established Renault dealers. 

Renault said that the develop- 
ment of sales in the U. S. “requires” 
that customers be offered a “com- 
petitive” line. For that reason, 
Renault said, it is offering to 
Peugeot its experience in selling in 
the U. S. and its dealership facili- 
ties for sales and service. 

Renault said the agreement was/| 
in the French national interest, in 
that it would help to straighten out} 
the French trade balance. 

The Peugeot is a larger, more 
expensive car than the Renault 
Dauphine. 





A Record Shipment— 


In sharp contrast to a publicized declining car market, Tonkin Motors, 


E. I. Du Pont de Nemours report- 
edly is well ahead of last year in 
refinish material sales and Dave 
Perry, of Devilbiss Co., said he 
never had seen a better reception 
for a new item than DeVilbiss re- 
ceived on its new model spray gun, 
exhibited for the first time at this 
show. 

More than one manufacturer 
contacted, reported that jobbers 
said, that if it weren’t for what 
they read in the newspapers, they 
wouldn’t know that the automo- 
tive business was supposed to be 
down. 

Asked why they thought this 
show turned out to be such a buy- 
ing show, manufacturers seemed to 
think it was a combination of 
stocks in jobbers’ hands running 
too low, good sales to retailers on 
the part of the jobbers and the fact 
that this was the only show of any 
importance that had been held in 
nearly a year. 

This, the exhibitors said, was one 
of the prime reasons why Eastern 
jobbers at this show outnumbered 
Western jobbers at any Chicago 
ASI show. 

Many exhibitors said they did 
not have a single jobber come in at 
this show and ask the manufac- 
turer to help him move an excess 
stock of merchandise or to take 
some back. 

* * * 
_—. only sour note heard any- 
where in the mammoth exhibit 
was the oft-repeated fear of what 
the UAW might do when contract 
negotiations come up with the “Big 
Three” this year. 

Jobbers held mixed reactions 
as to possible effects of a strike 
of the major auto plants.. Some 
thought it might stop business 
again for a while, while others 
felt it might be another bonanza 
for the jobbers of replacement 
parts, tool and equipment. 

A more general expression 
against the holding of jobber- 
sponsored regional shows was man- 
ifest at this show. Many makers 
expressed the feeling that this show 

and the lack of the “area” shows 
the past few months proved that 
the manufacturers should not let 
themselves be drawn into regional 
shows because these shows put such 
a drain on advertising and promo- 
tional budgets that insufficient 
funds were left for proper adver- 
tising and educational promotion 
which the business needs these 
days. 


Woodward Elected 


KEENE, N. H.—Walter Wood- 
ward has been elected president of 
the Monadnock Automobile Dealers 
Assn. Other dealers are, John C. 
Belluscio, vice-president; Raymond 


Miner jr. secretary, and Ellis 
Robertson, treasurer. 
a, 


Inc. 


(Mercury), Portland, Ore., gave Mercury its largest single order in over a year. The 
firm's March order totalled 130 cars, of which 100 are for a special March promotional 
sale. To make the delivery more spectacular, 100 cars were transported from Mercury's 
los Angeles plant to Portland in 20 trucks featuring large banners. Arrangements 
were made for the convoy to parade the business districts during the noon luncheon 
hour. At the end of the run they were greeted by, from left, C. O. Kirby, Mercury 


zone manager, and Marvin and Ron Tonkin. 





Georgia Governor Signs U. C. Act— 


Gov. Marvin Griffin, seated, signs the bill creating Georgia's Used-Car Registration 
Board. Witnessing the ceremony were, left to right, Miles Elliott, executive vice- 
president of the Georgia Independent Automobile Dealers Assn.; Pau! Bennett, GIADA 
regional vice-president; James Smith, secretary; Cary Paul, GIADA board chairman; 
Roger Budd, member of the Legislature; Ben Jessup, speaker pro tem of the House; 
Pete Hudson, GIADA president; James J. Holmes, first vice-president, and John Hood, 


director. 





Story of ’58 Model Year 


Hinges on March Volume 


(Continued from Page 1) 


in the last half on profits ob- 
tained in the first half. 

If 1958 is not to be a debacle for 
them, dealers say, the profit situa- 
tion must improve in a hurry. Im- 
proved sales could go a long way 
toward sprucing up the books, they 
add. 

* * ” 
as as a rule are not par- 
ticularly discouraged by the 
fact that sales in January and 
February fell below 400,000 in each 
month for the first time since 1954. 

The total in March tradition- 
ally jumps 100,000 or more above 
winter-month totals. A corre- 
sponding increase this month 
would push the new-car total to 
the neighborhood of 500,000—pos- 
sibly more. 

Such a gain would be accepted 


by dealers as evidence that latent! 
buying power of U. S. consumers is| 


beginning to assert itself. 
> + . 
A FEW dealers express the cau- 
tious hope that the spring 
boom may return this year after a 
two-year absence. The market, they 
add, appears ripe for its return. 

A combination of easier credit, 
higher savings and pent-up de- 
mand, they say, could be the right 
combination for a sales break- 
through this spring. 


What's the outlook if there is no| 
Dealers | 


improvement in March? 
don’t even like to think about the 
implications of that question. 
> . > 
pADustTRyY observers anticipate 
an interesting year in the make- 
against-make sales battle. Chevro- 
let, which jumped off to a com- 
manding advantage over Ford in 
sales of '58 models, is running far 


Volvo Invades 
Truck Field with 


‘Smokeless Diesel’ 


LOS ANGELES.—Volvo, the 
Swedish auto maker, is invading 
the U. S. truck field with what it 
calls a smokeless diesel. The en- 
gine is called “Power Pack.” 

The company said its diesel is 
the “first engine ever offered the 
American buyer that has been 
engineered specifically for eco- 
nomical and efficient smokeless 
stop-and-go use. It is the ideal 
engine for heavy metropolitan 
traffic.” 

Volvo said the smokeless opera- 
tion is based on the throttle being 
linked to the air intake, not the 
fuel pump. A vacuum governor 
controls fuel metering and the 
engine cannot be flooded. As a 
result, Volvo said, the mixture is 
always perfect and never smokes. 

Erik Hansen, Volvo manager in 
America, said the company expects 
to sell 15,000 cars in the U. S. this 
year. This is double the number 
sold here in 1957 and is 30 percent 
of the firm’s annual capacity at its 
plants in Gothenburg, Sweden. 








ahead in some key marketing areas. 


Chevrolet dealers in some areas 
have achieved a new-car pene- 
tration approaching 40 percent. 


Ford dealers, of course, do not 
concede that the sales leadership 
they established last year for the 
first time since 1935 is to fall by) 
the wayside in 1958. 


The red-hot sales battle in 1958) 
apparently is going to be a three-| 
way dispute over third place. Latest 
registration figures show Plymouth 
barely standing off a determined | 
challenge by both Oldsmobile and| 
Buick. 





= * * 


GAL analysts predict that the! 
rankings of these three makes| 
will be continually juggled during 
the year. 

First reports for 1958 registra- | 
tions also indicated no levelling- 
off in sales of imported cars. As 
compared with year-ago figures, | 
foreign-car sales continue to gain 
at a fantastic pace. 

Increasing interest in economical | 
transportation may help Rambler 
boost its sales standing consider- 
ably in 1958. Rambler already is 
the only U. S. make selling more 
units than it did a year ago. 

—Rosert M. Lienert. 








City Taxes Vehicles 
BOWLING GREEN, Ky. — A $5 
tax on all vehicles owned by resi- 
dents and others who work or do 
business within the city has been 
approved by the City Council. 


ee. 
S-P's Idea Craft— 


Barbara Dixon is at the controls of 
Studebaker-Packard's “Astral,” an idea 
craft at a special preview at Koepke 
Motor Sales, Lakewood, O. It was on 
display at S-P dealerships in Greater 
Cleveland during Auto Week. At the left, 
and positioned ahead of the controls, is 
the television screen which will scan the 
area of the planet below in exploration 
duties operating from a “mother” space 
ship. The “Astral” was created by S-P's 
styling department as an idea project 
designed to create new approaches to 
automotive styling. 


Georgia Creates 


Used-Car Board 


5-Man Group OK’d 
With License Control 


ATLANTA.—Gov. Marvin Griffin 
has signed a bill creating a used. 
car registration board to goverm 
activities of dealers. It will be 
composed of five men appointed by 
the governor, three used-car deal. 
ers and two others. 

The bill, entitled “Used Car 
Registration Act,” was proposed 
by the Georgia Independent 
Automobile Dealers’ Assn. at its 
second annual convention in 
Augusta last year. 

Pete Hudson, GIADA president, 
said the bill was designed to 
“protect the citizens of the state 
against frauds, abuses and imposi- 
tions, and to clean up the retail 
used-car business and set definite 
standards and requirements for any 
dealer wishing to sell used cars in 
Georgia.” 

He said the board will: 

1. Receive applications for 
registration and license dealers. 

2. Suspend or revoke dealers 
licenses. 

3. Employ personnel to investi- 
gate violations of the act and to 
handle administrative duties. 

4. Make rules and regulations 
needed to administer and enforce 
the act. 

Hudson said a license applicant 
must show that he carries auto 
dealers’ public-liability and 
property-damage insurance with 
limits of not less than $25,000 per 
person and $50,000 per accident, 
personal insurance liability cover- 
age and $5,000 property-damage 
liability coverage. 

The applicant also must have 
“an established place of business 
as defined by the law,” Hudson 
added. 

The board may suspend or 
revoke licenses for the following 
reasons: 

1. Material misstatement 
license application. 

2. Intentional failure to comply 
with any provisions of the act or 
any regulations issued by the board. 

3. Failure to have an established 
place of business. 

4. Failure to maintain the in- 
surance policies required by the 
act. 

The act becomes effective Apr. 
1 and all dealers must be licensed 
by July 1, Hudson said. 

Miles Elliott, executive vice- 
president, said GIADA had 100 
members when it was started two 

years ago and now has 516. He 
said 235 also belong to the national 
group, the largest group from any 
state. 

“We are the only state group 
that issues a guaranteed bonded 
title on cars sold to the public, 
which protects these customers and 
our dealers against mortgages, 
liens, loans and stolen cars,” Elliott 
said. 


Exhaust Controls 


Not Ready, Smog 
Committee Told 


WASHINGTON.—Workable solu- 
tions to controlling auto exhaust 
are not ready for application and 
will require more research. 

This was the consensus of a 
government-industry conference 
called by the surgeon general's Na- 
tional Advisory Committee on Com- 
munity Air Pollution. 

Auto company officials told the 
committee that they planned to 
continue concentrating on methods 
to control exhaust. Present were J. 
M. Campbell, scientific director of 
the GM Technical Center, and J. M. 
Chandler, test engineering super- 
visor for Ford Motor Co. 

The committee recommended 
closer liaison between government 
and industry groups working on 
exhaust emission, plus more study 
on the possible health effect of the 
fumes. 


in a 


Davis to Cive Lecture 


DETROIT. —D. J. Davis, manu- 
facturing vice-president of Ford 
Motor Co., has been chosen to give 
the Eli Whitney Memorial Lecture 
in Philadelphia at the annual meet- 
ing of the American Society of Tool 
Engineers in Philadelphia. 
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DEALER SELLS NON-SLIP DIFFERENTIAL 
ON 92% OF HIS CARS AND TRUCKS 





Orders All Cars Factory Equipped 
... Finds Customers Enthusiastic 


Here’s Your Next Customer 


For A Non-Slip Differential 


It’s easy to sell a non-slip differential to contractors, farmers, 
utility companies and those making package deliveries . . . because 
their trucks have to be out on all kinds of roads in all kinds of 
weather. Take the word of dealers who say they’re delivering 75% 
to 90% of all light trucks factory equipped with non-slip differen- 
tials. 


Next time, make sure the trucks you sell give top performance 
in all kinds of weather . . . by ordering them factory-equipped 
with non-slip differentials. 


DANA CORPORATION - 


92% of all new cars and light trucks sold by Karl Hosten Motor 
Sales, located on Detroit’s East Side, are factory equipped with 
the revolutionary new non-slip differential. 


How does he do it? “Last winter a customer I’d never seen 
before walked into our showroom and asked for a demonstration 
of the non-slip differential,” explains Mr. Hosten. 


“We were ready. 


“First, we drove a car with a standard differential onto a 
patch of ice. One rear wheel spun and the car wouldn’t move. 


“Then, we drove a car equipped with the non-slip differential 
onto the same patch of ice. Instantly, the car was on its way... 
because the non-slip differential fed all the power to the wheel that 
gripped the road. That closed the sale right there. 


“The customer told me, ‘I’m getting up in years now and I 
have to watch my heart. I simply can’t afford to push the car when 
I’m stuck in snow or ice.’ 


“The non-slip differential has tremendous appeal for anyone 
who has to drive in all kinds of weather. That’s why, when spring 
comes, we’re going to turn our attention to our suburban cus- 
tomers. I live in the suburbs myself. And, when we don’t have 
ice ... there’s always mud. 


“Personally, I think that cars should have been equipped with 
the non-slip differential a long time ago. So do the 92% of our 
customers who order their cars factory equipped with the non- 
slip differential. To them, it looks like a tremendous amount of 
safety and convenience for a remarkably modest price.” 





Here’s Where The Payoff Is 


Non-slip differentials will make the cars you sell perform better 
in any weather . . . will keep them moving on and off the highway 
. . will keep them moving out of your showroom into the cus- 
tomers’ hands. 
Take it from dealers themselves — all you have to do is explain 
the advantages of the non-slip differential and the sale is made. 


Here’s why: 

Non-slip differentials end slipping, sliding and .getting stuck 
in mud or sand if either rear wheel can catch hold. 

Non-slip differentials end slipping on ice or wet hills and pave- 
ments if either wheel can catch hold. 

Non-slip differentials end dangerous swerve and unbalance re- 
sulting from “wild wheel” hop and spin on rough, bumpy roads. 

It pays to specify factory-installed non-slip differentials on all 
the cars and light trucks you order. 


Toledo 1, Ohio 
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He’s Missionary to Pl 


outh Dealers .. . 





‘Hard Sell’ Uses Personal Touch 


By John K. Teahen Jr. 
Staff Writer 
oe importance of the “personal 
touch” in any business relation- 
ship cannot be overemphasized. 

It plays a vital role in the day-to- 
day dealings between the corner 
grocer and his neighborhood cus- 
tomers, and it’s every bit as im- 
portant in the relationship between 
a huge manufacturer and its far- 
flung retailing organization. 

The grocer, of course, can 
reach his clientele much more 
easily. A cheery greeting or a 
question about junior’s progress 
in high school establishes the 
much-desired personal bond. 

The auto maker has the same 
basic goal of personal contact, but 
its attainment is infinitely more 
complex. His customers (dealers) 
are scattered throughout the 
country—and they don’t come to 
his store to pick up their merchan- 
dise. 

- * = 

— auto company has several 

methods of strengthening this 
personal link with its retailers. 
Extremely active in this respect in 
recent months has been Plymouth, 
whose products are dispensed by 
some 7,700 dealers. 

Plymouth’s personal-contact ac- 
tivities were outlined for AUTOMOTIVE 
News last week by W. Heartsill 
Wilson, who is assistant to Jack 
W. Minor, the division’s sales vice- 
president. 

Since last July, Plymouth has 


staged five special events aimed 


at telling its story to dealers on 
@ person-to-person basis. 

There were two closed-circuit 
telecasts, each beamed to 41 cities; 
two cross-country swings by Minor, 
Wilson and other sales and promo- 
tion officials and a conference tele- 
phone call in which Plymouth 
officials talked to their 10 Dallas 
dealers. 

> 


> * 
— began another nation- 
wide tour last week. It will 
take him to 23 cities and he will 
address more than 4,500 dealers 
and salesmen. 

The telecast, both highly enter- 
taining, featured Bob Hope, Law- 
rence Welk, William Lundigan and 
other Plymouth and Chrysler tele- 
vision luminaries. Factory officials 
handled the sales pitch with an 
assist from the entertainers. 

The format was Minor’s idea. 
He reasoned that the TV stars 
would lift the presentation out 
of the category of “just another 
sales meeting.” Dealer reaction 
indicates that he was correct. 

Wilson said there were no im- 

mediate plans for another telecast, 
but the framework is there and 
will be used again when the proper 
situation arises. 


* 
E euntesunes shone call also 
was successful and will be used 
again when needed. The 10 Dallas 


sler Decision 
On Small Car 
Due in 60 Days 


CINCINNATI. — Chrysler Corp. 
will decide within 60 days whether 
it will plunge into the small-car 
* field, E. C. Quinn, Chrysler division 
president, said here last week. 

Explaining that Chrysler has 
been investigating the small-car 
market for several months, Quinn 
said, “The American market isn’t 
big enough to warrant the estab- 
lishment of manufacturing facili- 
ties to produce an economy car for 
domestic consumption.” 

But he added, “We are looking 
into the foreign-car market, as well 
as the U. S. market, before we will 
make any concrete decision.” 

Quinn said he hadn’t heard re- 
ported rumors that one of the Big 
Three had asked dealers to hold 
price markups below 15 percent and 
had promised to follow suit by cut- 
ting factory prices. 

“It’s not Chrysler,” Quinn said. 
“Dealers have been working on a 
23.4 to 25 percent markup.” 

Quinn said Chrysler has a back- 
log of 2,900 “sold” cars it has still 
to produce. 

He was in Cincinnati to receive 
a special award from the Volun- 
teers of America. 





dealers and their salesmen gathered 
at eight dealerships, and 23 com- 
pany officials answered their ques- 
tions from Minor’s office in Detroit. 

Amplifiers were set up at all nine 
points so no one missed a word of 
the 52-minute conversation. 

The dealers submitted questions 
in advance in order to get things 
moving right from the start, and 
the answers led to additional 
queries from the Texans. 

“We kept going until the Dallas 
fellows ran out of questions,” 
Wilson said. Manufacturing, adver- 
tising, engineering and service 
chiefs were on hand to answer the 
questions pertaining to their fields. 

The call was to be placed at 9 
a. m., and Minor asked five key 
men to meet in his office at 7 a. m. 
to attend to final details. They 
agreed on a fine of $1 per minute 
for tardiness, payable to each of 
the others. 

The $5-a-minute fee was a mighty 
inducement. No one was late. 

> = * 
HILE telecasts and telephones 
are valuable tools in communi- 
cating with retailers, both Minor 
and Wilson agree that nothing 
takes the place of a personal meet- 
ing. Hence, the cross-country tours. 

These tours are standard equip- 
ment throughout the industry. 
They’re made by sales officials of 
every company, and every auto 
maker learns plenty from _ these 


| grass-roots discussions. 


Wilson summed it up nicely. 
“I bring back more than I 
leave,” he said, “A man will ask 
questions and make suggestions 
when you're face-to-face, while 
he wouldn’t think of writing or 
phoning you.” 

Wilson is an old hand at conduct- 
ing these meetings. He estimates 


that he’s traveled more than 200,000 | 


miles since mid-1955 and has ad- 
dressed more than 35,000 dealers 
and salesmen in 41 states and 
Canada. 
> > > 

E FIGURES he makes about 135 

appearances a year (including 
nondealer meetings), and he’s 


already booked to appear at dealer) 


conventions in 1959. Minor’s travel 








schedule is even more extensive, 
Wilson added. 

The current tour is Wilson’s third 
since last July. This one, he said, 
is designed to give the retailers a 
shot in the arm in the middle of 
the model year, while last October's 
was the usual announcement-time 
trip. 

Wilson smiled when asked the 
reason for last July’s excursion. 
“Jack Minor set the theme for 
that tour at the first meeting,” 
he said. 

“Minor told the dealers: “You're 
probably wondering why we're here. 
There’s just one reason—you 
fellows have been doing a swell 
job, and we came out to tell you 
about it.’ 


“The trip was very successful,” | 


Wilson said, beaming. 
> * * 


| iy! CONDUCTING these parleys, 
the factory man gives a brief 
talk. Then comes what Wilson calls 
the “meat of the meeting”’—the 
question-and-answer period. Some- 
times the questioning gets a bit hot, 
and sometimes there’s a query the 
factory man can’t answer. 

In his speeches, Wilson stresses 
the value of prospecting, and notes 
that there are five ways to do this 
job. 

“You can contact a prospect by 
mail,” he said, “you can telephone 
him, you can advertise, you can go 
to see him or you.can send some- 
one else to see him (birddogging). 


A good salesman must know how! 


to use all five methods.” 
A native of Texas, the 37-year- 
old Wilson is a stimulating speaker 


and is held in high regard by his} 


Plymouth associates. One recalls 


| that 350 dealers stayed to talk with 
|him after his speech at this year’s 


NADA convention. 

Another co-worker calls Wilson 
a “present-day Bill Holler,” liken- 
ing him to the eloquent gentle- 
man who headed Chevrolet sales 
from 1933 to 1945. 

Bob Hope added another tribute 
during one of the closed-circuit 
telecasts. Appearing on camera 


after a Wilson address, Hope re-| 
marked, “This guy should be named | 


‘Hard-sell,’ not ‘Heartsill.’” 


Rayon Makers Claim 
Dominance in Tires 


DETROIT.—Claiming dominance 
of rayon cord in original equipment 
tires—99 plus percent, rayon pro- 
ducers are aiming the major share 
of their $1,750,000 advertising and 
promotion budget at auto tires in 
1958, according to Benjamin Wood, 
executive director of the American 
Rayon Institute. 


At a press conference here last 
week, Wood pointed out that the 
strength of rayon thread has been 
increased 50 percent in the last 
five years. Fatigue resistance is 
up 90 percent. 

Wood projected movies of various 
tests designed to show rayon 
superiority in heat resistance, 
quieter ride, longer tread life and 
greater retreadability. 


On impact resistance, Nylon was 
given a slight edge. 

The rayon institute now has 
under way research on truck and 
taxi tires. 

Wood said it is difficult to get a 
clear image of rayon. He pointed 
out that during the period of war 
shortages, rayon producers per- 
mitted the public to get a bad im- 
pression of rayon by providing 
yarn for stockings. That is one use, 
he conceded, that rayon should 
have shunned. 

The auto industry has become 
rayon’s biggest customer, and 
better thread for tire cord is help- 
ing to improve rayon’s position. 
Most mills have converted or will 
soon convert to the improved 
thread. 

Questioned about the rivalry 
with nylon for the tire business, 
Wood cited the big inventory 
problem tire dealers have. 

They must stock standard tires 
(100 level), premium tires (over 100 
level), the less expensive tires 
(under 100 level); then these 
varieties in whitewall and black, 


and all of these in tube and tube- 
less. 
—Rosert M. Fintay 








From Toy to Sales Tool— 


Miniature models once were used by dealers simply as giveaway toys, but now, 
according to Mickey Alexander, general sales manager of Jo-Han Models, Inc., Detroit, 
they are proving themselves as a sales tool. Jo-Han developed the model (above) for 
Chrysler divisions to demonstrate how Chrysler's torsion-aire suspension works. There 
is also the possibility that miniatures may be used to demonstrate the air-ride principle 


developed by by oft other makers for 1958 models. 


Switch in Salesmen’s Pay 
Stirs Talk of Union 


By Frank Gawronski 
Staff Writer 


UTO salesmen in the Bingham- 


ton (N. Y.) area reportedly are| 


on the verge of forming a union) boc , 
as the result of changes made by| }]{™ SAID this is due in part to a 


some dealers in formulas for pay- 


| ing salesmen. 
A final decision on unionization | 


has been postponed 


until the salesmen 
LABOR can study the per- 
FRONT formance of several 


international unions 
that represent auto 
salesmen in other areas. 

However, it was learned that) 
Leonard S. Miller, president of the} 
Broome County Federation of | 
Labor, has been consulted by the 
salesmen interested in launching 
an organizational campaign. 

Dealer sources said most major 
dealerships in the area pay sales- 


men on a percentage-commission | 


basis, while a few combine salary 
and commission. 
The spokesmen said a few deal- 


|ers are switching to a plan under 
which a salesman receives a speci- | 





dealers in automobiles and other 
products to put more emphasis on 
commissions and less on salaries 


for saiesmen. 
= * = 


general “slowdown” in sales. 
“The objective is to add incentive 
for selling,” he added. 

Stockholm, who is also manager 
of Parsons-Ford, Inc., said such 
matters as compensation are not 
discussed or planned by the 
council but by individual dealers. 
He declined to comment on his 
dealership’s pay _Dolicies. 


Auto Pay G oes Up 
THE factory front, a new 
increase in living costs brought 
a three-cent hourly wage increase 


| Saturday (March 1) to some 600,000 


auto workers. 

The Government’s Bureau of 
Labor Statistics reported that 
living costs rose six-tenths of 
one percent during January to 
a record high of 122.3 of the 
1947-49 average. 

The January rise was the largest 


fied flat fee for each sale, regard-| since July, 1956. Living costs have 


less of the amount of the sales 
price. No salary is involved in this 
plan. 

Sidney D. Stockholm, vice- 
president, Auto Dealers Council of 
the Binghamton Chamber of 
Commerce, admitted that there is 
a “gradual change” among some 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday and Friday. 


Feb. 26 
Prices very firm on clean merchan- 
dise. Late models showed a slight 
climb. Sold 162 cars out of 267 con- 
signments. 

BUICK—'57 Special 2-dr., $1,785*, $1,- 
650°. ‘56 Super Hardtop, $1,325*, 
$1,315* (ps); Special sedan, $1,245°; 
Century 2-dr., $1,145*. ‘55 Century 
sedan, $1, 065* (ps), $840°; Super 
2-dr. Hardtop, $965*; sedan, $850°; 
Special Hardtop, $975*. °54 Special 
2-dr., $700°. 

CADILLAC— 57 (62) club coupe, $3,- 
375*; Hardtop, $3,260° (ps). "56 (62) 
coupe, $2,500* (ps); sedan, $1,960° 
(ps). °55 (62) sedan, $1,850°. 

CHEVROLET —.'58 Brookwood station 
wagon, $2,500°. ‘57 Bel Air sedan, 
$1,440*, $1,390*; Two-ten sedan, $1,- 
400*, $1,230°; station wagon, $1,305. 
'56 Two-ten station wagon, $1,320, 
$1,260, $1,170; 2-dr., $950°, $785. '55 
Two-ten station wagon, $1,050; 2-dr., 
$800*; Delray, $980*; Bel Air conv., 
$940°*; club coupe, $975, $800; sedan, 
$750, $730, $640. '54 Two-ten sedan, 
$400. ‘53 Two-ten sedan, $300; Bel 
Air 2-dr., $300; club coupe, $400. '52 
Hardtop, $250; coupe, $160. 

CHRYSLER—'55 Windsor sedan, $820. 
'53 Windsor sedan, $360, $275*. 

DeSOTO 55 Firedome club coupe, 
$965°*. °53 Firedome club coupe, 
$265*; Powermaster club coupe, $325. 

DODGE—’56 Coronet Hardtop, $1,050*. 
"55 Coronet sedan, $725*. '53 sedan, 
$250°, $225, $185, $110. 

EDSEL—’'58 station wagon, $2,450*. 

FORD—’57 Fairlane 500 2-dr., $1,700*, 
$1,650*, $1,600°; 4-dr., $1,675*; 2- 
dr. Hardtop, $1,900*; conv., $1,660*; 
Fairlane (6) 2-dr., $1, 475°; station 
wagon, $1,660; Custom 4-dr., $1,335, 
$1,325; 2-dr., $975. '56 4-dr. station 
wagon, $1, 380°, $1,310*, $1,030; Fair- 
lane Victoria, $1,250*, $1, 245° (ps), 


‘Indicates automatic transmission or overdrive and (ps), 


$1,200*; conv., 
tom 2-dr., $860°, 


$1,220*°, $1,130; Cus- 

$800: 55 Fairlane 
sedan, $1,030°, $915°; club coupe, 
$950; conv., $900°; Custom sedan, 
$750. '54 Crest sedan, $630°; conv., 
$540°; Custom sedan, $510, $300*; 
conv., $420; Main sedan, $300*. ‘53 
Crest club coupe, $420°; Custom 2- 
dr., $325. ‘51 club coupe, $180. °50 
2-dr., $350. 

HUDSON—’'55 Hornet Hollywood, $555. 
"52 sedan, $125. 

LINCOLN—’' 57 Premiere coupe, $2,750*. 
"56 Capri sedan, $1,665*. ‘53 Capri 
club coupe, $515°. 

MERCURY—’'57 Monterey conv., $1,- 
900°; sedan, $1,860*, $1,750°. '55 sta- 
tion wagon, $1,200*, $1,170°. ‘53 
Monterey 2-dr., $400*. 

NASH—'53 Statesman 2-dr., $240. 

OLDSMOBILE—'57 (88) Hardtop, $2,- 
225°. "56 (98) sedan, $1,510*; (88) 
club coupe, $1,330°, $1,295°, $1,225°. 
"55 (98) 2-dr., $1,310*, $1,285°; 
Hardtop, $1,200*; (88) Super Hard- 
top, $1,070*; (88) club coupe, $1,- 
195*; sedan, $1,155*, $800*. "54 (98) 
sedan, $840*. '51 sedan, $175. 

PACKARD—’56 Clipper club coupe, $1,- 
180°, $1,085°. 

PLYMOUTH—’57 Belvedere sport coupe, 
$1,730*, $1,650°; sedan, $1,695*; Sa- 
voy 2-dr., $1, 350°. °56 4-dr, Suburban 
station wagon, $1,260*, $985; Belve- 
dere sedan, $1,185*; Savoy sedan, 
$950°. '55 Savoy 2-dr. $600, $560. 
‘54 Belvedere sedan, $725*; Plaza 
Suburban, $700; Savoy club sedan, 
$650° ; 2-dr., $600, $560. 

PONTIAC — ’57 Star Chief 2-dr. 
Hardtop, $1,880*, $1,845*. '56 Star 
Chief club coupe, $1,225*. '55 Chief- 
tain 2-dr., $830*; Star Chief sedan, 
$810°. ‘53 2-dr., $245*. °52 2-dr., 


$150. 
MISCELLANEOUS—’53 Chevrolet pick- 
up, $290. 


power steering. 


Other Auctions Are on Pages 34, 36, 37, 38, 39 





risen steadily in 15 of the last 17 
months. 

Under United Auto Workers con- 
tracts with the auto companies, 
wages are adjusted quarterly ac- 
cording to the rise and fall of the 
living costs. 

The new increase brings the 


| total cost-of-living allowance of 


auto plant workers over the years 
to 22 cents an hour. 

In addition, the BLS said some 
350,000 other workers in the farm- 
implement, electrical and aircraft 
industries received a two-cent raise. 

Some 200,000 salaried employes 
of the auto companies will get cost- 
of-living adjustments of $15 for the 
March-April-May period, bringing 
their total allowance ,%° $110. 


Reuther, Colbert M eet 


MEANWHILE, L. L. Colbert, 
Chrysler Corp. president, and 
Walter P. Reuther, UAW president, 
will meet today (March 3) in 
Detroit to try to settle plant prob- 
lems that have stymied company 
and union negotiators for more 
than a month. 


Bill Requiring 
Safety Devices 
To Get Hearing 


(Continued from Page 1) 


of the car most likely to come 
into contact with the head, neck 
and chest of the passenger,” he 
declared. “There is especially a 
need for greater use of padding 
in the interior of the car in order 
to help reduce head injuries for 
all persons. Padding should not 
be a costly optional item for just 
the wealthy few.” 

Roberts also called for improved 
safety construction with respect to 
seats, cushions, knobs and steering 
wheels and for overhead structure 
of greater strength “so as not to 
crush the passenger compartment 
in case of roll-over.” 











now, 
etroit, 
e) for 
There 
nciple 


“LONG-KEPT SERVANTS MEN DO PRAISE-- 
... THIS 1S TRADITION AND IT 
IS PRICELESS.” 


The ageless truth of Buddha’s immortal words ring with 
as much conviction today as in the past. 


Blue Coral has faithfully served America’s motorists for 
over a quarter of a century. Leading manufacturers, 
dealers and car owners alike recognize the Blue Coral 
Treatment as the best method ever devised for pro- 
tecting, prolonging and enhancing the beauty of finely 
engineered automotive finishes— 


We will carry this proud tradition forward .. . We 
will maintain a standard of excellence which has never 
been surpassed— 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 


© —H.D.T. COMPANY FACTORS, INC 


_ WHITE PLAINS, NEW YORK 












Calif. Dealer Sues Ch 


AUTOMOTIVE NEWS, MARCH 3, 


sler for $480,000 ... 





Good-Faith Law Faces First Test 


(Continued from Page 2) 
He suffered a heart attack in late 
September. 

The plaintiff's petition charges 
that Chrysler Corp. has blocked his 
attempts to find a buyer for the 
business “and insisted that plaintiff 
either remain in business or dis- 
continue its dealerships rather than 
sell to others. 

Chrysler has not yet replied to 
the McLaren charges. Deadline 
for a response is mid-March. 

Quoting from the 1956 dealer law, 
the petition declares that Chrysler 
“has failed to act in good faith in 
performing and complying with the 
terms and provisions of the fran- 
chise agreements hereinabove men- 
tioned.” 

“More particularly,” the petition 
goes on, “defendant has failed to 


act toward plaintiff in a fair and 
equitable manner so as to guaran- 
tee to plaintiff freedom from coer- 
cion, intimidation and threats of 


coercion and intimidation by said 
defendant.” 


* . 7 
——— charged that he was 
subjected to delivery delays in 
the first half of 1957 while orders 
from dealerships financed by the 
corporation were filled promptly. 
“There are delays of as much as 
three or four months on sold 
orders,” he wrote Automotive News, 
“and this results in many cancel- 
lations. In July of 1957, we were 
offered 35 Plymouths that probably 
were cancellations of other dealers. 
These cars arrived all at once 
within a period of a week. By the 
end of July, we were receiving 
shipments that were scheduled for 
October, November and December 
of ’56 that had been cancelled. 
“In addition, we were receiv- 
ing duplicate cars billed on the 
same order number—some com- 
ing from Detroit, some from Los 
Angeles. In addition, we were re- 
ceiving shipments of cars never 
ordered.” 
McLaren said Commercial Credit 


shut off his flooring in August when 
his new-car inventory was “stored 
all over the country” and exceeded 
$300,000, which was $200,000 more 
than the dealership’s credit limit. 

This, he said, forced the dealer- 
ship to wholesale approximately 70 
used cars “with considerable loss.” 
A Commercial Credit spokesman 
declined comment last week. 

aa * aa 


FTER his heart attack, and 
upon doctor’s advice that he 
leave the business, McLaren said 
he tried unsuccessfully to get the 
factory to find a buyer. Then he 
brought one to the regional office, 
but the factory refused to allow 
the prospect to handle Plymouth. 
“Later,” McLaren said, “the same 
buyers agreed to accept Dodge 
only. Several meetings were held 
with the factory, myself and the 
new buyer and the deal was ap- 
proved at the regional office. 
“Instructions were given the 
new buyers, they were told to 
place the money in the bank, 
get references and meet at my 


1958 


place of business Monday for the | whose dealership handled DeSoto 


purpose of signing contracts. 

“This meeting was adjourned and 
several hours later, I received a 
call from the regional office stating 
that I should go no further with 
the sale due to the fact that they 
had just talked to Detroit and 
Detroit had refused to OK another 
dealer in this area, and that if I 
were out of business, the point 
would be closed.” 

McLaren said he has not been 
able to renew his flooring line for 
’58 cars, credit payments for war- 
ranty work are up to six months 
late and as of Feb, 22, bonuses had 
not been received for cars in in- 
ventory at the end of the 1957 
model year Oct. 31. 

* + 


ee dealer vs. factory suit 
in which the good-faith law 
may play a part is pending in 
Dallas. Woodard Motor Co., of 
Greenville, Tex., is suing General 
Motors for $400,000 in a dispute 
arising out of termination last 
October of Woodard’s Chevrolet 
franchise. 

Two former executives of Dealer 
Enterprise outlets are suing Chrys- 
ler Corp. on grounds they were 
unlawfully forced out of their 
businesses. Russell Arndorfer, 





According to the Chairman of the 
Greens committee, grass is either bent or 
crab. To the typical home owner, it may 
be a point of pride, problem, weekend 
chore or just outdoor decor. But to the 
farmer, grass is big business, and still the 
nation’s Number One crop. 

And grass, incidentally, is no longer 
green stuff grown for grazing, or leached- 
out hay that barely keeps cows alive 
through the winter. Today grass types are 
graded for nutrient values, and selected 
for soil type, climate and rainfall rate. 

On some Midwest farms, as many as 
eight species are planted simultaneously, 
to yield a season-long grass crop with a 
high protein content, and rich in vitamins. 
Carefully clipped every two weeks and 
stored as silage, it encourages cows to put 
out high butter fat milk all year long. 

Grass is also symbolic of the fantastic, 
continuous change in farming. Between 
1940 and 1954, farms declined in number 
by almost one-quarter, but averaged 39% 
larger in size. With 3 million fewer workers, 
man hours were down one-third—but man 
output hourly almost doubled. Investment 
per worker increased nearly five times. And 
cash farm income tripled! 

On fewer but larger farms, better farmers 
are producing more, earning more, and 
becoming better customers and making 
SuccessruL FarMING a more influential 
medium, better marketplace. 

SuccessFuL Farminc with 1,300,000 
circulation, includes 
farmers responsible 
for about half the total 






two-thirds of the hogs and pigs sold. Their 
average holding is 366 acres, 50% better 
than the national average. SF circulation 
is concentrated in the 44% minority that 
gets 91 % of the national cash farm income. 

SF farm subscribers for more than a 
decade have had average cash incomes 
from farming in excess of $10,000 per year 
—represent a $12 billion market, equal to 
a new national suburbia. 

And because Successrut Farmunc for 
more than fifty years has helped farm 
families live better— planned their homes 
and kitchens, saved work, improved their 


living standards, this magazine has the 
respect and confidence of its readers— 
assures a reception and response for your 
advertising unmatched by any medium! 
To find better prospects, and to balance 
tional advertising in a segment 
of the national market 
least affected by general 
media, you need 
SuccessFuL FarMinc. 
Any SF office can tell you more. 
Meredith of Des Moines...America’s 
biggest publisher of ideas for today’s living 
and tomorrow's plans. 


— 


Motive & means— make markets! 
Each 1,000 Successful Farming families 


include 739 teen agers, 
plus 820 kids under ten... 
1,559 good reasons why 


SF families are choice customers! 


Kids eat, wear, use, and want more— 


motivate plus purchases. 


SF farmers have more means, too... 
average farm cash income above $10,000! 
Balance national schedules with SF... 


for unmatched influence, 
__ and a rising sales curve. 
Ask any SF office for details. 


Successful Farming. ..Des Moines, New York, Chicago, Detroit, 


Philadelphia, Cleveland, Atlanta, San Francisco, Los Angeles. 





Plymouth, has asked $67,000 in 
Milwaukee, and George L, Schutz 
has asked for restoration of . his 
shares in a DeSoto-Plymouth 
agency in Birmingham, Mich. 


Zero Fails to Mar 


Columbus Show 


N. D. Cities Report 
Heavy Attendance 


By John E. Walsh 
Staff Writer 


a= ARMY replica of the Explorer 
satellite shared the spotlight 
with autos at the Columbus (O.) 
auto show, which drew a little 
more than 50,000 visitors in the 
coldest spell of the winter. 

“The attendance was down 
about 10,000 from last year, but 
was remarkable considering the 
four days of subzero tempera- 
tures we had,” said Robert D. 
Kern, president of the Columbus 
Automobile Assn, and general 
chairman of the show. 

Business at showrooms was brisk 
during the exposition, said John 
Barton, CAA executive secretary, 
and a number of exhibit cars were 
sold and removed from the displays 
for immediate delivery. 


> > > 


HASSLE followed the award 
of one of three autos given 
away during the nine-day show. 
The father of a 13-year-old girl 
who was declared an ineligible win- 
ner said he would sue the CAA for 
the price of the car. 
The girl held the winning ticket 
on a ‘58 Ford, but association 


minor, The ticket stipulated that 
entrants had to be at least 21. 

Barton said he had not heard 
from the girl’s father or the latter’s 
attorney. Chances on the car were 
free, he added. 


> > > 


FFICIALS of the Grand Forks 

(N. D.) Automobile Dealers 
Assn. reported a turnout of about 
5,000 at their annual show. A heavy 
attendance also was reported for 
the exposition sponsored by the 
Jamestown (N. D.) Automolie Deal- 
ers Assn. 

Officials at Walker Air Force 
Base, Roswell, N. M., turned over 
a giant hangar to the Roswell 

Automobile Dealers Assn, for its 
eighth annual show. Proceeds will 
go to the base for its activities. 
The parking lot of a department 
store will be the scene of the first 
show staged by the Monroe (La.) 
Automobile Dealers Assn. March 
9-10. 


T= Exchange Club is joining 
with the Yakima (Wash.) Auto 
Dealers Assn. in sponsoring the 
show March 7-9 in the new Eisen- 
hower High School. 

More than 50 new domestic and 
foreign autos will be on display 
at the first show in three years 
in the City Auditorium, Asheville, 
N. C., March 6-9. 

John Orr jr., president of the 
Asheville Automobile & Truck 
Dealers Assn., said entertainment 
will include “name” bands and na- 
tionally known singers. 


Diamond T Board 
OK’s Sale to White 


CHICAGO. — The on-again, off- 
again sale of Diamond T to White 
finally went through last week. 

Although approved by directors, 
the sale of inventories, tools, fix- 
tures, patents and good will must 
still be approved by Diamond T 
stockholders in a vote scheduled 
March 29. 

The amount of cash involved was 
not announced, although a White 
spokesman had said previously 
his company had offered about $9 
million. J. N. Bauman, White presi- 
dent, said Diamond T would be 
operated as a division of White. 
Z. C. R. Hansen, president of Dia- 
mond T, will become a director of 
White and president of the division. 

Diamond T, established in 1905, 
will maintain its headquarters in 
Chicago and lease its plants to 
White. Distribution will be con- 
tinued through its present organi- 
zation. 
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AUTOMOTIVE WASHINGTON 


Amateurs Snarl Traffic 
As Snow Buries Capital 











By William Ullman 

Washington Correspondent 
ON SEVERAL occasions, House safety prober Kenneth 
Roberts, Alabama Democrat, has said that he is worried 
about the “human factor” in traffic accidents. If Roberts 
needed any proof that his concern is well-founded, he got it 
by observing the motoring spectacle which took place during 


Washington’s worst snow- 
storm in 22 years. Thought- 


less drivers were at least as 
menacing as the weather. 


Lately there have been torrents 
of criticism directed toward design 
and styling of U. S. automobiles. 
They have been unleashed in hear- 
ings on Capitol 
Hill, in so-called 
‘*‘intellec- 
tural’’ journals 
and most re- 
cently, by a sub- 
urban Washing- 
ton real estate 
man. 

But it was the 
amateur motor- 
ists, not the 
modern automo- 
bile, that took the 
booby prize as the snow piled up. 

The weather set the stage for 
the capital’s lesson in how not to 
drive. Washingtonians awoke on 
a Sunday morning to find a 1i14- 
inch to 17-inch snowfall. It was 
made treacherous by a sub- 
surface coating of hard snow and 
ice, and several days of high 
winds and bitter cold hampered 
removal. 

The Government told em- 
ployes to take a day of vacation 
on Monday and granted a holi- 
day on Tuesday. Drivers were 
asked to avoid all nonessential 
travel. Sanding and plow crews 
worked night and day to keep 
main arteries free of drifts. 

What happened? The profes- 

sional motorists—the veteran taxi 
drivers, the bus operators — kept 
their vehicles moving. The sched- 
ules were off, they moved slowly 
and painfully, but they got there. 

The amateur motorists—at least 
several hundred of them—went to 
the hospitals, to the precinct sta- 
tions and to traffic court. 


Chain Reaction 


es warnings that motor- 
ists without chains or snow 
tires would be subject to arfest if 
caught blocking traffic, driver after 
driver decided that he could beat 
both the weather and the police. 


Some didn’t make it more than a 
few feet. The drive leading to my 
apartment house entrance is so 
steep and icy that I was wary of 
trying to negotiate it on foot. But 
a neighbor, after glancing at the 
ominous photos of abandoned cars 
in his morning paper, hopped into 
his car without a thought for 
chains, and wheeled down the hill. 

When he skidded at the bot- 
tom, blecking the drive for other 
motorists, he blamed his troubles 
on the weather. 

One young man in Washington 
put on his chains before he left his 
home, but stopped his car after he 
had gone several blocks and re- 
moved them. A block later he 
skidded into a drift at the side of 
the street, where his car remained 
until the thaw. 

When asked the reason for his 
peculiar actien, he explained sim- 
ply that “it felt funny driving with 
chains.” 





William Uliman 


. ” - 

Lazy Drivers Didn’t Help 
A NUMBER of motorists proved 

conclusively that they did not 
know what to do in a skid. When 
approaching intersections, they 
failed to apply the brakes soon 
enough. They began trips with an 
ounce of gas in the tank. 

One stalwart quartet of licensed 
drivers chose the middle of Wash- 
ington’s worst blizzard in two dec- 
ades to move a load of furniture 40 
miles in a rented truck. Not one of 
them, they boasted, had ever driven 
a truck before. They spent the 
night and most of the next day in 
a suburban cafe. 

“We thought the truck would 


Some drivers were just plain 
lazy. Many didn’t bother to scrape 
the snow from their rear win- 
dows, despite the fact that slick 
streets made it twice as impor- 
tant as usual to check up on the 
cars behind them. Other carved 
out only a small porthole from 
the snow on the windshield, 

The automobiles, it should be em- 
phasized, performed admirably 
throughout the week-long emer- 
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yond the call of duty. Those old 
pros, the taxi drivers, had no com- 
plaints about their vehicles. Actu- 
ally, the whole mess was a public 
salute to the industry. 

Amateur motorists revealed a 
blind faith in the ability of the 
American automobile to handle it- 
self in practically any emergency 
—without any intelligent help from 
the driver. 


Wraparound Interior 


ONE of the latest criticisms of 
U. S. cars was contained in a 
letter from George H. Engeman to 
a Washington newspaper. Enge- 
man, who was auto editor of a large 
Baltimore newspaper back when I 
was auto editor for a Washington 
daily, is presently an Arlington 


make it,” said one, as though the| (Va) real estate man. 
truck were somehow to blame. 


Engeman complains that the Big 
Three have “adopted” a wrap- 
around windshield, a wraparound 
rear window, and then have 
wrapped the passenger compart- 
ment around the driveshaft. 

The result, he claims, is a four- 
passenger car, not a six-passenger 
one, since no one can ride com- 

fortably either in the center of 
the front seat or the center of 
the back seat. 


“Tm not against bigger cars,” 


gency, frequently above and be-| wrote Engeman. “In fact, I want 


one. But I want it bigger inside. If 
some builders stuck the eaves of 
their houses out 10 feet on either 
side and shrank the insides at the 
same time, you and everyone else 
would be laughing at them.” 

It’s just possible that Engeman, 
who used to be called “Slim” by his 
cronies, has widened a little with 
the years. 

+ = 


Trades and Protectionists 


_ was no middle ground in 
testimony before the House 
Ways and Means Committee on ex- 
tension of the Reciprocal Trade 
Agreements Act. Free traders say 
the nation is heading for serious 
trouble unless tariffs are relaxed; 
Protectionists insist that disaster 
lies ahead unless U. S. industry is 
protected adequately. 

Witness Paul G. Hoffman, for- 
mer Marshall Plan administrator 
and ex-Studebaker chairman, said 
that failure to extend the act 
“would do great damage, not only 
to Europe’s struggle for unity, 
but to our own economy.” 

Hoffman said that the European 

Common Market could become nar- 
row and protectionist itself unless 
the U. S. agrees to bargain with it 
on tariff policy. 

“The key as to which direction 
the Common Market will take lies 
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largely in our hands,” Hoffman 
testified. He added that the Com- 
mon Market could give rise to “an 
unprecedented surge of growth in 
the European economy.” 


* * * 


Income Total Deceptive 


i SPITE of recession talk, per- 
sonal income in January was 
unchanged from December, accord- 
ing to the Department of Com- 
merce, and was 2 percent higher 
than in January, 1957. ‘ 
Maintenance of income at the 
relatively high level of $343.5 bil- 
lion encouraged Commerce De- 
partment officials, who believe 
that strong forces are at work to 
help build the economy. 

Totals were somewhat deceptive, 
however, since the high figure was 
bolstered by higher dividend pay- 
ments in January. Total wages and 
salaries were down about $2 billion 
from December, with the drop con- 
centrated in manufacturing, mainly 
durable goods industries. 

> = - 


GNP Tops $434 Billion 


GNP—Gross National Prod- 

uct — totalled $434.5 billion in 

1957, the Department of Commerce 

reports, with the nation’s total out- 

put of goods and services at a new 
high in volume and value. 












FINGERTIP 


control of year-to-date figures of every kind, every day, 
is yours with the BURROUGHS Typing Sensimatic 


Only fresh, complete facts and figures can help automobile 


dealers avoid costly, stab-in-the-dark decisions. 


The answer: Burroughs Typing Sensimatic accounting 
machine . . . descriptive accounting that brings the ultimate 
in management control right to your fingerti 
need to change your factory-approved boo 
Versatile? Wraps up four different jobs at the flick of a knob. 
Even a newly trained operator can race through your daily 
accounting work. Speedy? Just watch the rapid-fire, jam-free 
typing of the unique box-writer. And the Typing Sensimatic 
accounting machine pays for itself in short order—then keeps 


on returning a profit year after year. 


For the whole story call our 
nearby branch office and ask 


for a copy of our free 


on Automotive Dealer Ac- 
counting. Or write Burroughs 
Corpora- 


Division, B 
tion, Detroit 32, Mich. 





booklet 





, without any 
ping setup. 








BURROUGHS AND SENSIMATIC ARE TRADEMARKS. 
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High way and Safety... 
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Plans Laid for 1958 
‘Slow Down’ Drive 


ae ante ee plans for 
the “Slow Down and Live” 
traffic safety program, which is 
credited with saving 269 lives dur- 
ing the three summer months of 
1957, were drawn up at a meeting 
in Milwaukee. 

Outlining plans for the 1958 sum- 
mer program were Safety Coordin- 
ators R. C. Salisbury of Wisconsin; 
Robert A. Campbell of Illinois; E. 
H. Westwick, midwestern accident 
prevention representative of the 
Assn. of Casualty and Surety Com- 
panies, and Philip Sellinger, execu- 
tive secretary to Gov. Vernon W. 
Thomson of Wisconsin. 

Cooperative plans of other or- 
ganizations were described by 
George Harris, of the National 
Safety Council; Arthur G. Petry, 
of the Outdoor Advertising Assn. 
of America, and Harold Holmes, 
of the Inter-Industry Highway 
Safety Committee. 

In 1957, according to Westwick, 
the “Slow Down and Live” program 
received its strongest support. 

The “Slow Down and Live” mes- 
sage was presented 74,626,000 times 
during 1957, Westwick said. A total 
of 1,135,000 bumper strips and 
truck posters were used; 534,000 
public service announcements were 
carried by television and radio 
stations; posters, ranging from 
window signs to outdoor advertis- 
ing panels, created 2,229,570,000 im- 
pressions, and more than 20 million 
leaflets and other pieces of litera- 
ture were distributed. 

“The reward was a gratifying 
saving of 269 lives, the minimum | 
based on the actual death toll 
Memorial Day through Labor 
Day, as against the fatality 
record for the previous year,” he 


added. 
Twenty-eight states, Puerto Rico 


12% of Farmers | 
In 8 States Eye 
98 Car Purchases 


CHICAGO.—A survey of 1958 
farm-buying intentions in eight 
Midwest states indicates new cars 
will be bought by 119,286, or more 
than 12 percent of 961,158 farm 
families. 

The study, conducted by five 
Midwest farm papers, covered 
Indiana, Illinois, Wisconsin, Min- 
nesota, Iowa, Nebraska, North and 
South Dakota. 

A total of 76,579, or 8 percent, | 
reported they planned to buy a 
truck or pickup unit this year. 

Auto tires and tractor batteries 
topped the list of accessories and 
equipment the farm families said 
they would purchase in 1958. 

More than a third of the families, 
330,211, said they would need new 
auto tires, and 264,451—27.5 percent 





—reported that tractor batteries 
would be purchased. 

Other items high on the list 
were: 

Tractor tires, 172,455 families, or 
18 percent; truck tires, 132,523, or 
13.8 percent; auto batteries, 176,138, 
or 18.3 percent; auto seat covers, 
180,355, or 18.8 percent. 

, Among the other items they said 
they would buy were truck tires, 
field equipment, auto, truck and 
tractor-tire chains, truck batteries, 
battery chargers, fuel-storage 
tanks, gasoline pumps, hydraulic 
jacks, pressure lubricating equip- 
ment, detachable hydraulic power 
unit, tractor and truck equipment. 


Clark Acquires 


Brown Trailers 


SPOKANE. — Acquisition of 
Brown Trailers, Inc., Spokane, by 
Clark Equipment Co., Buchanan, 
Mich., has been announced by offi- 
cers of the two companies. 

They said Clark plans to ex- 
change 75,000 shares of common 
stock for all the capital stock of 
Brown Trailers, which manufac- 
tures aluminum trailers and cargo 
van bodies. 

In addition to its Spokane plant, 
Brown Trailers has manufacturing 
facilities in Reading, Pa. and an 
assembly plant in Galesburg, IIl. 





and five Canadian provinces re- 
corded fatalities below those of 1956 
in the 1957 campaign. 


Tollway Ad Signs 


Curbed in Illinois 


Use of advertising signs along 
the 187-mile Illinois Tollway and 
other limited access highways have 
been restricted by six of the seven 
counties through which the toll 
highway passes, according to 
Austin L. Wyman, chairman of 
the Illinois State Toll Highway 
Commission. 

The commission launched a pro- 
gram for billboard control on a 
“home-rule” basis after commission- 
sponsored legislation failed to be 
enacted last year by the Legisla- 
ture. 

Wyman said Kane, Lake, 
McHenry, Winnebago, DuPage and 
Boone counties had adopted either 





ordinances or resolutions restrict- 
ing advertising signs. Cook County 
Officials are studying some form of 
protective legislation, he added. 

+ +o * 


Traffic Safety Coordinator 


May Be Hired by Arkansas 

Gov. Ofville Faubus announced 
he was considering the hiring of a 
traffic safety coordinator to head 
the State’s fight against rising high- 
way deaths in Arkansas. 

The governor said the idea had 
been advanced by automobile and 
trucking association leaders who 
contended such a coordinator would 
dovetail the work of the State 
Police and local and private organi- 
zations into a unified force. 

= + o 
Driver Training Hits Peak 
In Wisconsin Schools in ’57 


Wisconsin schools reported 91 
percent of eligible students in 
public high schools completed 
driver-education courses in 1957, 
the best record compiled by the 
state in the 10-year history of the 
National Driver Education Award 
Program sponsored by the Assn. of 
Casualty and Surety Companies. 

Gov. Vernon W. Thomson ac- 
cepted the association’s Award of 





Excellence, a bronze plaque em- 
blematic of the state’s first top-| 





Red Tag Urged for Cars 
Of the Reckless, Drunks 


“Fire-engine red” license plates 
have been proposed for the ve- 
hicles of State of Washington 
motorists who have been con- 
victed of reckless or drunken 
driving. 

State Rep. George G. Dowd 
said his idea would cut down 
traffic accidents. He said the 
plates would serve as a warning 
so other drivers could be especi- 
ally careful when they saw them. 





ranking award in the national pro- 
gram. 

Highway Legislative Unit 

Is Established by AAA 


Intensified efforts to speed up 
highway building programs under 
AAA policies will be a major ob- 
jective of a new Highway and 
Legislative Department established 
at the national headquarters of the 
American Automobile Assn. in 
Washington. 

Kermit B. Rykken has been 
named to head the new department. 
He will be assisted by Ross D. 
Netherton, who has been handling 


— 


legislative matters for AAA na- 
tional headquarters for seven years, 
+ + * 


Maryland Starts Building 


Fund for Accident Claims 


A pamphlet describing Mary- 
land’s new unsatisfied claim and 
judgment fund law and a form in- 
dicating whether a driver has lia- 
bility insurance are being included 
with 1958 auto license renewal 
forms, 

Uninsured motorists will pay an 
extra $8 fee and insured drivers $1. 
Although the funds are being col- 
lected this year, no claims will be 
accepted under the new law until 
June 1, 1959, the State said. 

os col * 


Lower Insurance Rates 
Tied to Accident Reduction 


“The only way to cut costs on 
auto insurance is to cut down on 
accidents,” Edward R. Klamm, ac- 
cident prevention director of All- 
state Insurance Co., told the Chi- 
cago City Club. 

“As these accidents are controlled 
and eliminated, insurance rates will 
go down, the cost of operating our 
roads and highways will go down, 
there will be a resulting safety on 
on our streets and highways that 
will be of great benefit to all,” 
Klamm said. 








Whatever your requirements for 
highway or off-the-road equipment — 
Timken-Detroit® offers you a full line 
of driving, trailer and front axles... 
brakes and gear boxes ... backed by 


over 50 years of manufacturing expe- 
rience and proven by continuing field 
and laboratory research. 

Proving the superiority of design, 
engineering features and quality that 
go into every Timken-Detroit prod- 
uct is the Lightweight Tandem. 
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How Nation's Salesmen Meet. . . 


Practical Problems of Selling 





Ford Dealers Get Together— 


Directors of the Davenport (la.) Ford Dealers Advertising Assn., Inc., gathered for 
their first session of the year in Davenport. Attending the meeting were, seated, from 





left, J. P. Roberts, Ford Motor Co.; L. R. Peart, Ford Motor Co.; Lynn Velde, Perkin; | 


Warren E. Farr, Peoria; C. F. Grover, Ottawa, and R. J. Craner, Watseka. Standing: 
John Ryan, J. Walter Thompson, Ford's advertising agency; John Eaton, Havana; 
Robert Langellier, Lincoln; Gene Strode, Maquon; Thomas Chapman, Danville. 





7. it is necessary to know 
at least the fundamentals of 
the retail automobile business, 
this dealer with 40 years experi- 
ence said most unsuccessful deal- 
ers and salesmen overlook the 
fact that half of the business 
consists of understanding people. 

He said: 

I do not understand why an 
otherwise poor salesman could 
not outsell his highly trained 

brothers by using 


Sales this secret. I know 
dealers who have 

Case become rich just 
Histories because they 


learned to under- 
stand people and got into the 
habit of making every person 
feel his own importance. 

Today most customers get the 
kind of treatment that seems de- 
signed to drive them away. 

I think of two examples: One 
salesman told a customer he 
was going to get the tradein 
at a price that would net the 
firm 25 percent on its used- 
car lot. 





Another salesman asked the 
customer what he thought his 
trade was worth. If the firm 
couldn’t sell it for its worth — 
which would be the allowance— 
the salesman asked whether the 
owner knew anyone who would 
pay him his price. 

The secret we have been talk- 
ing about can be used only when 
you treat every person cordially 
and sincerely. 

The secret of success lies in 
knowing that the poor prospect 
of today can become the rich 
prospect of tomorrow. This is 
probably the only country in the 
world where fortunes can go up 


and down so rapidly. 
+ = * 


\ man who is having trouble | 


meeting his used-car pay- 
ments today may be able to buy 
a new car tomorrow. With few 
exceptions, the earnest worker 
usually is able to increase his net 


| worth over the years. 


Consequently, the man you 
sell today who is only able to 
afford a cheap used car usually 





TIMKEN-DETROIT’ LIGHTWEIGHT TANDEM GIVES YOU... 


Greater Payload Capacity! Up 
to 700 pounds lighter than any 
other unit of equal capacity, this 
new tandem will give you up to 
26,000 extra ton-miles payload in 
every 75,000 miles of operation. 


Parts Interchangeability means 
easier maintenance. Almost all 
the parts in this new tandem— 
gears, pinions, differentials and 
brakes—are interchangeable 
with parts from Timken-Detroit 
standard single axles. This as- 
sures you more productive road 
time . . . faster, simpler, more 
economical maintenance... and 
smaller parts inventory. 


Inter-Axle Differential divides 
torque evenly between axles... 
yet permits wheels of one axle to 


WORLD’S LARGEST MANUFACTURER OF 
AXLES FOR TRUCKS, BUSSES AND TRAILERS 


revolve faster or slower than 
wheels of the other axle. This 
means both axles are doing 
equal amounts of work . . . driv- 
ing parts and tires last longer. 


Driver-Controlled Lockout! 
With Timken-Detroit Inter- 
Axle Differential, the driver can 
obtain the advantages ofstraight- 
through drive under slick condi- 
tions by locking out the differ- 
ential at any driving speed. 


Big, Dependable Hypoid Gears 
rotate in correct direction for 
maximum gear and bearing life, 


Plants at: Detroit, Michigan 


Oshkosh, Wisconsin « Kenton and Newark, Ohio 
New Castle, Pennsylvania 
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AXLES 


ROCKWELL SPRING AND AXLE 
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can buy a medium-priced new 
car in a year or two and, a few 
years hence, may be able to buy 
a luxury car, 

We talk a lot about the car 
a man drives being the badge 
of his standing in the world, yet 
most salesmen treat the man at 
the bottom of the ladder as 
though he were going down in- 
stead of up. 

I often tell my salesmen that 
the man who is buying our 
cheapest product also is potenti- 
ally the man who can buy our 
best product in a year or so if 
we can keep him. 

If you can sell them when 
they’re down and gain their 
friendship, you can almost be 
certain of selling them when 
they’re up — and no family re- 
mains static in the U. S. 

* + + 


T= most important selliu.g 
secret in this country, in my 
| opinion, is the good sense to sell 
| our most insignificant purchaser, 
| the car, the service department 
and the firm. Make him welcome 
and take care of his wants so 
that he will want to come back 
| to us again and again. 
This is different from the 
| simple premise of developing a 
repeat business. A repeat busi- 
ness intimates that the pur- 
chases dollarwise are in the 
same bracket. 

When you realize that the for- 
| tunes of our progressive citizens 

are continuously going up, you 

can realize the importance of 
| developing repeat customers who 
| spend more every time they re- 
| peat. They are customers who 
| can logically be sold up. 

I take just as much time and 
| Spread just as much red carpet 
| for the buyer of a used car as I 
do for the buyer of my most im- 
portant luxury car. I have to be 
nice to him because next year or 
| the year after he may be in the 
— for the best car on the 

r. 





‘Record Income 
Of $26.8 Million 
Reported by CCC 


BALTIMORE.—A record net in- 
| come of $26,896,969 in 1957, com- 
| pared with $26,478,671 in 1956, has 
| been reported by Commercial 
| Credit Co. 
| The 46th annual report issued by 
E. L. Grimes, board chairman, and 
Cc. C. Greene, president, also con- 
tained these facts: 

The finance companies had a net 
income of $15,824,956, compared 
with $16,569,774 in 1956. 

Receivables acquired by the 
finance operations hit a record 
$3,830,438,366, compared with §$3,- 
387,087,994 in 1956. 

Receivables outstanding at the 
end of the year reached a new 
high of $1,447,184,063. The figure at 
the end of the previous year was 
$1,296,831,241. 

CCC reserves at the end of 1957 
totalled $131,985,640, compared with 
$126,874,798 at the end of 1956. 

Net income of the insurance 
|companies amounted to $6,820,050, 
|up from $5,777,288 the previous 
| year. 

Net profit of the manufacturing 
| companies totalled $4,251,963, com- 
pared with $4,131,609 in 1956. 

Consolidated cash, Government 
| obligations and other securities and 
| receivables of the finance com- 
| panies totalled $1,633,044,239 at the 
‘end of 1957, or 95 percent of the 
| company’s consolidated assets. 


U. C. Dealer Accused 


| Of Fleecing Sellers 


SAN FRANCISCO.—A warrant 
has been issued here charging 
Clyde R. Wallace, 34, a used-car 
dealer, with grand theft. 

John Dean, assistant district 
attorney, said Howard operated 
Holiday Motors at 621 Van Ness 
Ave. Dean said Wallace would 
obtain ownership papers from his 
customers, then sell the automobiles 
and pocket the money. The amount 
of the alleged thefts is expected to 
exceed $30,000, Dean said. Authori- 
ties said Wallace apparently fied 
to Mexico in mid-January. 
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Many Folks Are Scared 
But Few Are Hurt 


5 gr ony seta with some folks in the auto industry gives you 
the impression you are at a wake. And there are those 
who attract attention through sensationalism. They sit and 
see how dreadful a future they can dream up for the auto 


industry. 


This makes sense for them, but not for the people who 
fall for the crepe. It pays to look facts in the face, but 
make sure they are facts and don’t just seem like facts 
because they sound so bad. 


There is a tendency among some to assume that bad news 
is true, just because it is bad. This is on the order of those 
‘who think that the worse the medicine tastes, the more 
effective it will be. 


We were talking the other day with a dealer association 
manager who got fed up with the loose and doleful talk. 
He sent out a questionnaire to his members, and, in contrast 
to the conversation, found that most of his dealers were 
making money. 


If. you think this present period is bad, talk with some of 
the dealers and salesmen who rode out the early 1930s in 
the auto business. 


Then the hard sell was really hard, but dealers proved 
you could make money in the auto business whatever the 
economic climate. 


There’s no secret about the formula. It was: So much 
effort results in so many sales—out of so many calls, so 
many demonstrations; out of so many demonstrations, so 
many sales. 


Relatively few breadwinners have been affected’ by the 
economic setback. The rest are just scared. Help them lose 
their fears and they will loosen up on the bankroll. 
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Coming 
Events 


Dealer Conventions 


March 13-14— Northern California Motor 
Car Dealers Assn., Fairmont Hotel, San 


Francisco. 

Apr. 10-I1—Illinois Automotive Trade 
Assn., Springfield, Ill. 

Apr. heeds Meeting, Brooklyn and 


Long Island Automobile Dealers Assn., 
cot City Hotel, Garden City, Long 
slan 


Apr. 21-22—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 


April 27-29—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss. 

May 5&7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 


May 8&9— Oregon 
Assn., 


May 
Assn., 


Automobile Dealers 

Eugene Hotel, Eugene, Ore. 

11-1I3— Idaho Automobile Dealers 
Lewiston, Ida. 


May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Halil Hotel, Atlantic City, N. J. 

May 17-19—South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, 
Myrtle Beach, S. C 

May. 18-20—Texas Automotive 
Assn., Galvez Hotel, Galveston. 

May 28-29—Kansas Motor Car Dealers 
Assn., Town House Hotel, Kansas City, 
Kans. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 

Aug. &9—Montana Automobile Dealers 


Dealers 


Assn., East Glacier Hotel, Glacier Park, 
Mont. 
Aug. 13-15—Automobile Dealers Assn. of 


West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn.. General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 

Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 

Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 


Oct. 19-2i—Fliorida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 


> > . 
Auto Shows 


March 1-9—Kansas City Auto Show, Mu- 
nicipal Auditorium, Kansas City, Mo. 


March 69—Asheville Auto Show, City 
Auditorium, Asheville, N. C. 
March 9-10— Monroe Auto Show, Sears 


Roebuck Parking Lot, Monroe, La. 


March 13-15—Brockton Auto Show, State 

Armory, Warrén Ave., Brockton, Mass. 
March 26-30—imported Auto Show, Civic 
Auditorium, Seattle, 

March 26-30—West Texas National Auto 
Show, Municipal Coliseum, Lubbock, 
Apr. 5-13—International Auto Show, New 

York Coliseum, New York. 
Nov. 5-1é—Turin Auto Show, Turin, 
a a 


General 


March 46—SAE National Passenger Car, 
Body and Materials Meeting, Sheraton- 
Cadillac Hotel, Detroit. 

March 20-23—Spring Executive Confer- 
ence, National Truck Leasing System, 
El Mirador Hotel, Palm Springs. 

March 31-April I—N-A-P-A National Busi- 
ness Conference, Sheraton Park Hotel, 
Washington, D. C. 

March 31-Apr. 2—Canadian Automotive 
Wholesalers’ & Manufacturers’ Assn., 
Winnipeg, Man. 

Apr. 23-25—i958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga. 

May !-8—American Society of Tool En- 
ineers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 

May Ii1-i4—Annual Convention, Automo- 
tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C 

May 15-18—National Truck, Trailer and 
Equipment Show, Great Western Exhibit 
Bidg., Los Angeles. 

May 26-27—N-A-P-A National Business 
Conference, Sheraton-Fontenelle Hotel, 

Omaha. 


Italy. 


20 Years Ago... 


The Big Stories 
In an effort to pull themselves and the country out of the depres- 
sion, automobile manufacturers and dealers joined in a $1,250,000 
advertising drive to break the jam of used-car stocks which stymied 


new-car sales and production in 1938. All members of the Automobile 
Manufacturers’ Assn., Ford Motor Co., a nonmember, the nation’s 


Automotive Cartoon 


Of the Week 



















USED CARS 


"I've decided not to take the car—my mechanic 
doesn't think it’s a good buy.” 









Letterbox 


‘Tsk, Tsk! . 


We Were Baffled, She Says 


I read with mixed feeling your 
long article on my testimony 
before the Kefauver committee. My 
written presentation was addressed 
to professional economists and 
many of the terms employed would 
naturally be totally baffling to a 
member of the press. 

It was evident that your reporter 
had little idea of what I was talk- 
ing about. My oral presentation 
before the Kefauver committee 
was on a totally different level. 
However, I suppose that your 
reporter was unable to attend when 
I gave testimony because of the 
lateness of the hour. 

Please be informed that a 
popularized version—essentially my 
oral presentation—will, within a 
month or so, be featured in one of 
our nationally outstanding period- 
icals. Possibly then your represen- 
tatives will be able to understand 
what I am talking about.—Mrs. 
Rusy T. Norris, Economics Depart- 
ment, Connecticut College for 
Women, New London, Conn. 

* . 7 


Automobile Show 


Here is the show 


46,000 dealers took part in the campaign. 

The top 10 leaders in car registrations this week in 1938 were Ford, 
21,798; Chevrolet, 21,226; Plymouth, 10,499; Buick, 6,320; Dodge, 4,487; 
Pontiac, 4,309; Oldsmobile, 3,823; Chrysler, 2,239; Packard, 2,606, and 


Hudson, 1,848. 


The truck industry set an alltime registration year in 1937 with 
618,249 vehicles. Leaders in truck registrations were Ford, 189,376; 
Chevrolet, 183,674; Harvester, 76,219; Dodge, 64,140; GMC, 43,518; 
Plymouth, 13,609; Diamond T, 8,182; White, 5,949; Mack, 5,509, and 


Studebaker, 5,113. 


—From the files of Automotive News. 





This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 











So long awaited 
With eyes all a-bug 
And breath all ge-bated. 
Here, under one roof, 
And out of the weather 
Are all the new models 
Foregathered together. 
Here are cars of all sizes, 
Prices and shaperies— 
Even Rolls-Royces 
Amid purple draperies! 
Cars from Detroit 
You can loll at ease in— 
And others from Europe 
You can manage to squeeze in; 
Cars that are rigid 
And cars more elastic; 
Cars of the future 
All covered with plastic; 
Cars with designs 
That are truly dramatic; 
Cars with the detail 
All automatic; 
Cars with engines in front— 
And also the rear — 
Cars with compartments 
Providing cold beer. 
Here are cars made for longies 
And also for shorts; 
Cars for conservatives 
And folks who are sports; 
Cars for the young 
And cars for the old; 
Cars for the timid 
And likewise the bold; 
Cars that tune in 
To radio’s channels 
And cars that have radar 
Built into their panels— 
An engineering 
Feature bestowed 
For drivers who always 
Take one for the road— 
Here are cars for the slow 
And cars for the speedy 
(But, needless to say, 
Not one for the seedy!) 
What? Buy a new car? 
You'll have to excuse me. 
You see, all these models 
Just serve to confuse me! 
Anyway, with April 15 
Now so near, 
I’ll make the old bus do 
For just one more year! 
—J. H. Rezp 











The Bulletin publishes the largest amount of 


R af color advertising in Philadelphia 


Gives advertisers prize-winning 


reproduction—seven days a week 


The Evening and Sunday Bulletin—winner of two first prizes in the 2nd Annual Newspaper Color Conference— provides 


advertisers additional selling power in the giant 14-county Greater Philadelphia market. 


With some of the world’s most modern color equipment, The Bulletin gives product messages increased vitality and 


greater realism. And you can get the added impact of R.O.P. spot and full color in The Bulletin—Evening and Sunday. 


The Bulletin goes home. . . delivers more copies to Greater 


Philadelphia families every seven days than any other newspaper. 


Advertising Offices: Philadelphia - New York * Chicago. Representatives: Sawyer Ferguson Walker Company, Detroit 
Atlanta * Los Angeles * San Francisco * Seattle. Florida Resorts: The Leonard Company, Miami Beach. 


IN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 





Vacation in a Trailer 
LSWOOD PONTIAC, Idaho 
Falls, Id., has purchased sev- 

eral trailers and is offering new 

and used-car buyers a week’s free 
use of one of the vehicles during 

the summer vacation months. A 

company spokesman said the pro- 

motion has produced “very good 
results.” 
* + = 


‘Keep Up the Good Work’ 


N A New Year “pep talk” by 

mail, Hensley-Johnson Motors 
(Ford), Bellflower, Calif., praised its 
employes’ accomplishments in 1957 
and predicted a prosperous 1958 if 
the “team” lives up to past per- 
formances. 

“We expect to do a substantial 
business in 1958,” said the letter 
from Leland C. Johnson and Ben 
F. Hensley, “if every employe will 
continue to practice the utmost 
courtesy with every customer we 
have and continue to keep our 
word and promises and not to mis- 


A real...a big opportunity...with the wonder c 


“The success of hundreds of American dealers 
is proving the volume and profit oppor- 
tunities with this truly amazing car... 
the economy car for which all America has 
been looking @ Priced in the 1200 to 1500 
dollars bracket... 42 to 48 miles per gallon 
of low-priced regular gas... 3.8 pints of 


represent any part of our business 
to that most important person, the 
customer.” 

= + * 


A Salute to ‘Our YMCA’ 


ARMENTER PONTIAC CO, 

Eugene, Ore., pays tribute to 
“our YMCA” in a_ three-column 
newspaper ad. It is another in a 
series of salutes to community proj- 
ects and institutions. 

“Many of our finest citizens have 
literally ‘grown up’ under the well- 
planned supervision of YMCA,” 
Parmenter says. “It is the best 
spot a boy can be in away from 
home.” 

* > a 


Dealers Join Loan-Out Ban 
_._.. of the Decatur- 
Hartselle Automobile Dealers 
Assn, in Alabama have agreed not 
to loan autos to motorists whose 
cars are being repaired in mem- 
bers’ shops. 
The policy was explained in a 
three-column ad in the Decatur 







Daily. Under the heading “we re- 
gret we can not loan-out automo- 
biles,” the dealers cite prohibitive 
insurance costs, possible loss of 
used-car sales when the autos are 
on loan, and wear and tear on the 
loan-outs. 

Decatur dealers include Courtesy 
Motors, Hicks Chevrolet Co., Ken- 
nedy Motors, Maynor Motors, Mc- 
Rae Buick Co. McRae Motors, 
Mills Motor Co., Peek & Roberts, 
Rogers Motors, Semmes Motor 
Sales and Smith Motors. 

The Hartselle dealers are Stew- 
art Bros. Motor Co. and Nicholson 
Motors, Inc. 


A Second Car for 99 Cents 


- A SECOND car for your family 
for only 99 cents” was offered 
by Bunting Oldsmobile, Inc., in an 
ad in the Providence Journal. Said 
Bunting: 
“We will 
value in trade for your °49-’53 car 
on a new 1958 Olds at factory- 
suggested list prices—and will give 
your tradein back to you for only 


99 cents.” 
+. = = 


A Plug for Service 


Bs CITY BUICK CO. plugs 
its service setup in a letter- 


ar of Ge 


newaeae 
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The Years Wheel By— 


J. E. Latimer of Latimer Motors (Dodge), Independence, Mo., used the 


display of Dodge cars, dating from 1914 


style ad in the Memphis 
Commercial-Appeal. 

It tells how a busy housewife, 
up to her neck in social engage- 
ments and other chores, calmly 
accepts another assignment from 
her husband—have the car washed 
and lubricated. 

All she has to do, the ad con- 


rmany: 
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oil for a complete oil change... aircooled engine... no costly antifreeze... less than 20 dollars per fire and with a 
low cost motor replacement policy @ A car built with the well-known and long-accepted precision of true German 
craftsmanship Beyond the low price and lowest operating cost, LLOYD Alexander is packed with powerful selling features... 


FRONT WHEEL DRIVE: For the safest ... the surest ... the most efficient application of power @ PROGRESSIVE SPRING 
TENSION: For amazing riding ease regardiess of the load @ INDEPENDENT WHEEL SUSPENSION: For high roadability and sway- 


free turning @ FOUR SPEED TRANSMISSION: For more agility in traffic . 
SYNCHROMESH GEARS: For smoother ... 


comfort ... for more body posture comfort @ ADVANCED CONTINENTAL DESIGN: Long ... 


+ more economy at higher speed long drives @ All 
. silent gear shifting @ DOUBLE ADJUSTABLE SEATS: For more leg 
low sweeping design with real 


“snob-appeal” @ NEW STRIKING COLORS: For eye appeal ... buy appeal and no extra charge for two-tone combinations @ 
INTERIOR APPOINTMENTS: Bright-colored, embossed art leather and piaid fabric uphoistering in a wide selection of 2 tone 
combinations. 


A line of cars with PRICE APPEAL... EYE APPEAL... BUY APPEAL... A line of cars priced to that broad based mass 
market. A line of cars priced for volume sales, and a full line of both passenger and commercial models fo fit every purse 
and purpose @ Now is the time to include the LLOYD Alexander with your present line... it “duals” with any American 
line of cars... it does not compete but instead complements your present line. It doubles your profit opportunities. 


To establish a protected LLOYD dealership for your territory... to be ready for the 
heavy summer selling season phone, wire or write the LLOYD importer for your territory. 










WESTERN IMPORTER: 


EASTERN IMPORTER: 


of America - 


Gallagher Motors, inc. 
907 East Pike Street 


Seattie, Washington 


LLOYD Cars Corporation 
P.0O.B0x3940 


Miami 24, Fiorida 








above 
to 1958, to point out his 17-years at the 


allow you full cash same location. All of the cars, including the 1914, were in running condition. 


tinues, is phone Bluff City Buick 
for an appointment and a driver 
will pick up and return the car. 
The car will get a complete check- 
up, too, the ad says. 

“Good service? You bet it is. 
Maybe we can do the same good 
job on your car. We'd like to try,” 
— letter concludes. 

> = = 


| The Pearson Story 


"ho story of Raymond Pearson, 
“The Man Who Put Houston on 
| Wheels,” is told in a full page in 
the Houston Chronicle. 

The story starts in 1916 when the 
| Ford Motor Co. and Houstonian 
|H. L. Robertson picked Pearson, 
| 25-year-old bank auditor, to join 
enone in the city’s “first vol- 
| ume sales automobile dealership.” 
| Pearson bought out Robertson in 
|} 1922 and since then Raymond 
| Pearson, Inc., has outgrown two 
| locations. Carrying an inventory of 
more than 300 cars, the firm opera- 
| ates the Famous Ford Square, 1404 
| Leeland; “Pearsonland,” a ware- 
|house sales center, 2200 Schlum- 
| berger Rd., and two locations in 
| Pasadena. 
| Pearson, who served with the 
Army Air Corps in World War II, 
retired from active management of 
the firm in 1955. He was succeeded 
| by his son, Robertson Pearson. 

' * * * 
Dodge Pulls Library 

HOUSANDS of students and 

adults in the Youngstown (O.) 
j}area will reap the benefits of the 
| mobile lending library hauled by a 

1958 Dodge D-700 C.O.E. tractor. 

It was obtained on special order 
| from W. O. Strausbaugh Motor Co., 
| Youngstown. The cab is of special 
design with four doors and extra 
seats to carry the driver and library 
staff. 


A Dealer’s Good Deed 


| JPDARMENTER PONTIAC CO, 
Eugene, Ore., salutes the Boy 
Scout movement as the producer of 
the “flower of young manhood in 
levery quarter of the globe.” 

| Scouts’ merit badges “are a 
|} symbol of sincerity, eagerness to 
serve and pride in their organiza- 
tion,” Parmenter’s ad continues. 
“God bless them all. They'll be 


leaders tomorrow.” 
i > > > 


Cadillacs Shown in Hotel 


T= King Cole Room of the 
Eugene Hotel was the scene of 
a Cadillac salon show sponsored 
by- Dunham Motors, Eugene, Ore. 
Cadillac’s full line of eight cars was 
exhibited at the show, first of its 
kind ever staged in the city. 
= + > 


Cocktails and Cars 

ARTIN LEACH, Chrysler- 

Imperial dealer in Fresno, 
Calif. invites prospective cus- 
tomers to a cocktail party at his 
home for a close-up view of the 
Forward Look. He exhibits the cars 
around his swimming pool 


> - 


2 Virginia Counties 
OK Vehicle Taxes 
MONTROSS, Va.—Westmoreland 
County’s supervisors adopted a 
motor vehicle license tax ordinance 
Feb. 12 that will become effective 
in April. The new levy calls for a 
$3 tag tax on all motor vehicles 
required to be licensed by the state. 
At Prince George, Va., the county 
board of supervisors voted tenta- 
tively to increase the county vehicle 
license on trucks from $5 to $10. 
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BENDIX DUO-DUTY AUXILIARY BRAKE 
Power to hold on grades .. . Power to stop at road speeds 


The Bendix* Duo-Duty auxiliary brake serves the 
double purpose of a positive parking brake and an 
emergency road-speed brake. 


FOR PARKING, the Duo-Duty brake has ample 
torque capacity to keep the braked wheels from 
rolling on any hill or ramp, regardless of how 
steep. 


FOR EMERGENCIES, it has the torque and thermal 
capacity to serve as a dependable stand-by brake 


Bendix tivision South Bend, wo. 


Export Sales and Service: Bendix International Division, 
205 East 42nd Street, New York 17, N. Y. 


at road speeds should the main braking system, 
for any reason, fail to work. 


Minimum physical pull at the hand lever, less 
weight, fewer parts, mechanically simple. 
A heavy-duty drive shaft brake that is rugged 
and right . . . built and backed by Bendix. 
*REG. U.S. PAT. OFF. 
BRAKES « POWER STEERING « POWER BRAKING ¢ CONSTANT VELOCITY 
UNIVERSAL JOINTS * HYDRAULIC REMOTE CONTROLS 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Louisville 

The January report of new-car 
registrations for Louisville and Jef- 
ferson County showed the month, 
with 1,396, was the poorest January 
in four years. 

It was also considerably below 
December, when 1,535 units were 
registered. 

By makes, January sales were: 
Chevrolet, 471; Ford, 279; Plym- 
outh, 130; Oldsmobile, 102; Buick, 
72; Mercury, 62; Pontiac, 62; 
Edsel, 38; Cadillac, 33; Rambler, 
28; Chrysler, 17; Dodge, 15; De- 
Soto, 14; Volkswagen, 13; English 
Ford, 12; Studebaker, 8; Imperial, 
7; Metropolitan, 7; Continental, 
5; Hillman, 3; Lincoln, 3; Jaguar, 
2; Morris, 2; Renault, 2; Triumph, 
2; Packard, 1; Willys, 1, and mis- 
cellaneous, 5. 

Truck sales also were off, with 
the 122 January registrations com- 
paring with 172 in the year-ago 
month and 131 in December. 

By makes, January registrations 
were: Ford, 41; Chevrolet, 36; 


International, 18; White, 10; Dodge, 
6; GMC, 3; Willys, 2; Diamond T, 
1; Mack, 1; Volkswagen, 1, and 


miscellaneous, 3.—(A. W. Williams.) 
* + * 


Billings, Mont. 

Dealers in Billings and Yellow- 
stone County, Mont., retailed 245 
new cars in January, compared 
with 198 in December and 252 in 
January a year ago. 

By makes, January registrations 
were: Chevrolet, 61; Ford, 49; 
Buick, 23; Oldsmobile, 22; Plym- 
outh, 17; Pontiac, 16; Mercury, 9; 
Rambler, 8; Cadillac, 5; Dodge, 5; 
Edsel, 5; Lincoln, 4; Volkswagen, 4; 
English Ford, 3; Willys, 3; DeSoto, 
2; Hillman, 2; Mercedes-Benz, 2; 
Studebaker, 2; Chrysler, 1; Impe- 
rial, 1, and King Midget, 1. 

New-truck registrations num- 
bered 50 in January, compared 
with 42 in December and 33 in 
January a year ago. 

Truck registrations by makes 
were: Chevrolet, 22 Ford, 10; 
International, 5; Dodge, 4; GMC, 


4; Volkswagen, 2; Kenworth, 1; 
Mack, 1, and Studebaker, 1, 


* * * 


Baltimore 

A total of 2,031 new cars and 213 
new trucks were registered in Bal- 
timore during January, according 
to figures compiled by the Auto- 
mobile Trade Assn. of Maryland. 

By makes, new-car registrations 
were: Chevrolet, 684; Ford, 386; 
Plymouth, 193; Oldsmobile, 161; 
Buick, 106; Pontiac, 103; Dodge, 
79; Chrysler, 46; Cadillac, 44; Mer- 
cury, 39; Rambler, 38; DeSoto, 32; 
Edsel, 30; Volkswagen, 17; Lincoln, 
16; Imperial, 13; Renault, 5; Stude- 
baker, 5; Triumph, 4; English Ford, 
3; Hillman, 3, and miscellaneous, 24. 

New-truck registrations were: 
Chevrolet, 56; Ford, 40; Interna- 
tional, 39; GMC, 32; Dodge, 19; 
Mack, 4; White, 2; Willys, 2, and 
miscellaneous, 19.—(Kate Savage.) 

* * + 


Fort Worth 


The January new-car total in 


Fort Worth was 1,669, compared 
with 1,671 in the previous month. 

By makes, new-car registrations 
were: Chevrolet, 532; Ford, 323; 
Oldsmobile, 146; Buick, 136; Plym- 
outh, 109; Pontiac, 91; Mercury, 71; 
Dodge, 49; Cadillac, 39; Morris, 22; 
Nash-Hudson-Rambler, 21; Renault, 
16; Studebaker, 14; Lincoln, 13; 
Chrysler, 10; DeSoto, 9; MG, 9; 
Volkswagen, 9; Edsel, 8; Imperial, 
8; Austin-Healey, 5; Hillman, 5; 
Isetta, 5; Jaguar, 4; Triumph, 3; 
Vauxhall, 3; Volvo, 3; Willys, 1, 
and miscellaneous, 5. 

New-truck registrations 
amounted to 184, compared with 
154 a month earlier. By makes, they 
were: Chevrolet, 87; Ford, 33; 
International, 32; Mack, 9; GMC, 
8; Dodge, 5; White, 5; Diamond T, 
3, and Volkswagen, 2.—(Ruby 


Fenoglio.) 
+ * 


Youngstown, O. 

A total of 518 new cars and 47 
new trucks were sold in Mahoning 
County (Youngstown), O., during 
January, compared with 636 new 
cars and 53 new trucks in Decem- 
ber. 

January new-car sales by 
makes were: Ford, 112; Chevro- 
let, 93; Plymouth, 54; Buick, 
45; Pontiac, 38; Dodge, 31; Olds- 
mobile, 30; Chrysler, 21; Mercury, 
17; Cadillac, 15; Rambler, 15; 





Whether you own 1 truck — 5 trucks — or 50 trucks 





the Allison Fully Automatic Truck Transmission will enable you 


to haul more payload — faster—safer—and at lower cost than 





ever before —in every type of trucking service 















7Mtiwon 


Oniy the Allison fully automatic truck transmis- 
sion gives you all these cost-saving features: 


Torque Converter featuring direct-drive 
lockup— boosts operating efficiency— slashes 
engine and drive-line maintenance. 


Integral Hydraulic Retarder—brings 
a new high in road safety—a new low in 
brake and tire maintenance. 


Six-Speed Automatic Transmis- 
sion featuring Triple-Drive Range— for 
faster trip time — increased driver 


efficiency. 


fg .— 
oS Oe 
Rape 


Two Power Take-Off Openings 
—with exclusive torque converter 
drive for more power and faster 
operation of auxiliary equipment. 


Allison Automatic Trans- 
missions are currently sold 
by leading truck manufac- 
turers under various trade 
names. Find out how an 
Allison fully automatic 
truck transmission can 
repay 

many times over in your 
trucking operation. See 


its modest cost 


your truck dealer or 
write: 


ALLISON DIVISION OF GENERAL MOTORS, indianapolis 6, Indiana 


~ TORQMATIC’ DRIVES 


Volkswagen, 14; DeSoto, 3; 
Studebaker, 7; Edsel, 3; Lincoin, 
1, and miscellaneous, 14. 


Truck registrations were: Ford, 
19; Chevrolet, 5; International, 5; 
GMC, 5; Dodge, 3; Mack, 3; White, 
1; Willys, 1, and miscellaneous, 5, 

* * + 


Salt Lake City 


Fewer than half as many new 
cars were registered in Salt Lake 
City during January as in Decem- 
ber. The total was 603, compared 
with 1,216 in the previous month. 

By makes, January registra- 
tions were: Chevrolet, 177; Ford, 
96; Buick, 62; Plymouth, 47; Mer- 
cury, 29; Oldsmobile, 26; Pontiac, 
26; Cadillac, 19; Rambler, 17; 
Dodge, 12; Edsel, 11; DeSoto, 7; 
Imperial, 5; Lincoln, 5; Chrysler, 
3; Nash, 1; Packard, 1; Stude- 
baker, 1, and miscellaneous, 58. 

New-truck registrations fell from 
164 in December to 107 in January. 
By makes, they were: Chevrolet, 
30; Ford, 23; International, 20; 
GMC, 18; Dodge, 5; Willys, 2; Ken- 
worth, 1; Studebaker, 1; White, 1, 


and miscellaneous, 6. 
7 * aa 


Pittsburgh 


New-car registrations in Pitts- 
burgh during the week ended Feb. 
8 “were down sharply” from the 
preceding week, according to the 
Bureau of Business Research of the 
University of Pittsburgh. 


The bureau’s seasonally adjusted 
index of business activity fell to 
81 percent of the 1947-49 average 
during the week, a level only frac- 
tionally above the low reached in 
the final week of 1957. 


The steel-ingot rate edged up to 
58.5 percent of practical capacity, 
highest mark for 1958—(Leon M. 
Leffingwell.) 

* 


* * 


San Antonio 


A whopping 38.2 percent of all 
new cars sold in San Antonio and 
Bexar County during January were 
Chevrolets. 


Registrations of all makes totalled 
1,312 in January, compared with 
1,601 in December. Chevrolet's 
January total was 501, compared 
with 208 for Ford. (Both Dumas 
Milner and Mike Persia have 
Chevrolet outlets in San Antonio.) 

Other registrations for the 
month were: Pontiac, 126; Plym- 
outh, 95; Oldsmobile, 94; Buick, 

67; Dodge, 39; Mercury, 31; 
Cadillac, 25; Chrysler, 21; MG, 17; 
DeSoto, 14; Rambler, 11; Renault, 

10; Imperial, 8; Lincoln, 7; Mor- 
ris, 6; Studebaker, 6; Vauxhall, 4; 
Edsel, 3; English Ford, 3; Volvo, 
3; Continental, 2; Metropolitan, 2; 
Packard, 1, and miscellaneous, 8. 

New-truck registrations were: 
Chevrolet, 66; Ford, 32; Interna- 
tional, 16; GMC, 14; Dodge, 11; 
Mack, 6; Diamond T, 3; White, 3; 
Autocar, 2, and: Willys, 1—(J. H. 
Reed.) 


> * > 


Denver 


Dealers in Denver got the year 
off to a good start with an increase 
in sales of new cars and trucks, as 
compared with last year. 

January sales of new cars were 
1,716, compared with 1,472 in the 
year-earlier month. In the new- 
truck field, sales numbered 223 in 
January compared with 125 in the 
1957 month. 

Chevrolet led the new-car field 
in January with 538 sales. Ford 
had 343 and Plymouth 150. 

Other registrations: Buick, 141; 
Oldsmobile, 106; Pontiac, 70; Dodge, 
65; Mercury, 54; Rambler, 39; 
Cadillac, 34; DeSoto, 23; Lincoln, 
23; Chrysler, 16; Goliath, 13; Simca, 
12; Renault, 11; Checker, 10; Hill- 
man, 9; Studebaker, 8; Lloyd, 6; 
Imperial, 5; Borgward, 5; MG, 5; 
Metropolitan, 4; English Ford, 4; 
Volvo, 4; Volkswagen, 4; Hudson, 
1, and miscellaneous, 13. 

Sales of new trucks by makes: 
Chevrolet, 69; Ford, 63; Interna- 
tional, 27; Dodge, 19; Willys, 15; 
Volkswagen, 4; Kenworth, 3; White, 
2; Mack, 1, and miscellaneous, 13. 
—(Ira Alexander.) 


Dealers Elect Gilbert 


In Woonsocket, R. I. 


WOONSOCKET, R. I—Jim Gil- 
bert has been elected president of 
the Woonsocket Automobile Dealers 
Assn., succeeding Al Marcoux jr. 


Other newly elected officers are 
Hermand Dumais, vi c e-president; 
Larry Groleau, treasurer, and 
James Plunkett, secretary. 
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 Commereial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Buses, C 


ommercial Vehicles and Equipment 


Light Trucks Seize 
22 Pet. of Market; 


Ford Is Top Gainer 


By Kenneth C. Kelley Jr. | 
Staff Writer 


ae units staged a comeback 
and captured a bigger share of 
the truck market in 1957 as total 
registrations fell off from the total 
for 1956. 

Chevrolet captured the sales 
championship for the year, with 
Ford also making a strong show- 
ing, and trucks in the heaviest 
GVW classifications took a smaller 
share of the market. 


New-truck registrations for the 
year totalled 858,085, down 4.06 
percent from the 894,366 trucks 
sold in 1956, according to data 
supplied by R. L. Polk & Co. 
Turning to sales by GVW classi- 

fication, trucks of 6,000 pounds or 
less took 52.60 percent of the 
market in 1957, a gain of 7.04 per- 
centage points over the 45.56 per- 
cent of the market taken by the 
lightest class in 1956. 

However, the figures are not 
strictly comparable because in 
1956 the lightest class for 1956 in- 
cluded only trucks of 5,000 pounds 
or less. The weight change was 
made to reflect the increased weight 
of what is generally considered a 
light truck. 






















































* + > 


Cc the last five years, the 
lightest classification has in- 
creased its share of the market by 
3.07 percentage points from 49.53 
percent in 1953 to the 52.60 percent 
for last year. 

When all trucks under 10,000 
pounds are lumped together to 


19 Haulers Join 
Oregon in Court 
Test on Rentals 


RTLAND, Ore—Two Oregon 

truck rental firms which chal- 
lenged Howard Morgan, Oregon 
public utilities commissioner, with 
a Federal Court injunction now 
face new opposition. 

The opposition is 19 Washington 
and Oregon trucking companies. 
They were permitted by Federal 
Judge William C. East to intervene 
as defendants on the side of Mor- 
gan. 

Pacific Diesel Rentals Co., of 
Portland, and Pioneer Truck Rent- 
als Co., of Klamath Falls, are the 
firms that sued Morgan. 

They were successful in getting 
an injunction’: from Judge East 
which ordered Morgan and state 

police not te interfere with their 
operations. Morgan had asserted 
the rental firms require state 
licensing of rigs they lease to 
shippers. 

Backing the commissioner in his 
petition for dismissal of the injunc- 
tion were the 19 intervenors, in- 
cluding Consolidated Freightways, 
Los Angeles-Seattle Motor Express, 
Inland Motor and Lee & Eastes. 
These firms admitted that the 
rental firms cut deeply into their 
business. 

In pointing out that their own 
operations are “pursuant to appro- 
priate Federal and state authority,” 
the intervenors implied that the 
rental firms are operating illegally. 

Morgan claims the rental com- 
panies must get state PUC licenses 
for their equipment, even though 
the equipment is leased to shippers 
because the rental companies’ cargo 
is not their own property. 





eliminate any confusion due to the 


change in weight classes, sales of | 


these units took 67.27 percent of 
the market in 1957, a gain of 4.50 
percentage points over the 1956 


showing but a loss of 83 percent- 


age points from 1953. 


The two heaviest GVW classifi- | 


cations showed a loss last year 
from the 1956 results although 
they have increased their share 


of the market over the last five 


years. 

Trucks between 19,501 and 26,000 

pounds captured 4.08 percent of the 
«Continued on Page 20, Col, 1) 


How They Fared... 


Commercial Car Registrations 
By Makes 


Total for Year, 1957-1956 


Percent 
Share of 
'S7 Market 
33.91 
32.32 
11,30 
724 
5.76 
2.56 
1.55 
1.46 

-16 
40 
24 

098 


Percent 
Share of 
"56 Market 
33.78 
29.49 
12.08 
9.20 
6.45 
2.63 
147 
1.69 


1957 
Registrations 


1956 
Registrations 
302,145 
263,753 
108,014 
82,266 
57,651 
23,488 
13,190 
15,137 
8,708 
4,037 
2,974 
BR4 d 
12,119 241 
894,366 100.00 
* White includes Autocar, Freightliner and Sterling. 
|| ** Miscellaneous includes Corbitt, Diveo, Four Wheel Drive, Kenworth, Marmon- 


Herrington, Peterbilt, etc. 
— Compiled from R. L. Polk & Co. data. 


Make 


Chevrolet 
Ford 





Studebaker ........ 
Diamond T ...... ' 








Fleet Manager Gives Drivers’ Views. . . 


Cab Comfort Is Big Challenge 


aos and many dealers 

for years have been trying to 
get the driver’s viewpoint of their 
trucks and to make the cab as 
comfortable as possible for the 
driver. 

Many times, however, factory 
engineering and driver reaction 
are miles apart. Then the dealer, 
if he is really interested, tries to 
“cobble” the truck to meet the 
driver’s or fleet manager’s idea 
of what constitutes a comfort- 
able, easy-to-drive unit. 

Julius Gaussoin, manager of the 
Silver Eagle Co. fleet, read a paper 
on what constitutes a truck driver’s 
viewpoint of the part of the truck 
that is termed his “office.” 

To get the material for his pres- 
entation, he asked each of his 
drivers to send him a note telling 
what he would like to have in the 
truck he drives. 

The results of this survey may 
be of value to salesmen who 
haven't appreciated the seriousness 


of this question to the man who 


must spend practically all of his 
working day in a truck cab. 
> > * 
HE comfort and “wearability” 
of the cab are of unestimable 
value to the person selling a man 


who drives his own truck most or 
all of the time. In this case it is 


the buyer who must live with any 
uncomfortable and awkward ap- 


pointments of the cab. 


Gaussoin’s approach to his sub- 
ject sets the stage for studying 
any make of truck from an ex- 
perienced operator’s viewpoint. 

“Some manufacturers,” he said, 
“take the passenger-car design 
approach—what ‘feels good’ on 
the showroom floor to the most 
used part of the purchasing 
agent’s anatomy, or whether it 
really looks like a ‘big truck’.” 

These approaches are sure to fall 
short of even good manufacturing 
design for low weight and low 
cost, and yet the driver will be 
poorly positioned to do his work, 
he said. 

“Other manufacturers take the 
‘truck-in-overalls’-design approach, 
which is commendable and cer- 
tainly permits the truck to be kept 
nearer its original appearance,” 
Gaussoin continued. “Chrome strips 
and trashy gadgets are not needed, 


TRUCK NEW PRODUCTS 
PAGE 33 











safety, satisfaction and a new feel- 
ing of accomplishment.” 

He then offers some of his own 
recommendations. 

“Traffic, road and weather condi- 
tions make it advisable to keep 
the left foot on or near the brake 
pedal,” he said. “The lights should 
be easily, quickly and sometimes 
rapidly changed from high to low 
beam. 

“The clumsy searching with the 
left foot for a ‘punch-punch’ switch 
is a carryover from the days of a 
very strong and experienced left 
‘clutch foot’ and muddy ruts that 
often required the strength of two 
hands to handle the fully reversible 
steering gears. 

> - > 


Toggle Switch Favored 


‘T HAVE been experimenting and 
I like a simple three-post tog- 
gle switch. Toggle up for high 


jand we of the organized trucking 
| industry do not want them. 

| “Please save your money here. 
Some of these manufacturers will 
buy the best switches, gauges, 
window lifts (and I’m afraid there 
|aren’t any real good seats), and 
then arrange the units so that the 
driver has to adjust himself to a 
confusion of misplaced controls.” 

> > > 


The Big Question 
H® THEN asks a question which 
in far too many cases will have 
to be answered in the negative by 
far too many truck designers. “Do 
any of our designers really have 
the viewpoint or the experience of 
driving a truck for a living, for a 
lifetime?” 

Some of the comments from the 
drivers in Gaussoin’s research 
should give dealers, salesmen and 
factory engineers some opportunity 
for study. Some of the answers 


follow: beam. Toggle down for low. You 
“The seats in all road equip- | can see or feel the position of the 
ment except the - - - should be | switch and be sure of your beam 


arranged so they can be adjusted 
te fit the person driving.” 


position, which is more than can 
(Continued on Page 23, Col. 1) 
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= year’s truck registrations 
are beginning to cast their 
shadows ahead and perhaps fore- 
tell the race for supremacy among 
the giants of the industry. Those 
who used to delegate the heavy- 
duty truck business to Mack, 


| White, International and GMC and 


the light business to Chevrolet, 
Ford and Dodge had better take 


|another look at the scoreboard. 


It was but a few years ago that 
Chevy, Ford and Dodge fought 
for the bulk of the market in 
the light-tonnage classes with 
Studebaker and Willys in fourth 
and fifth places. 

But the picture has changed. 
For the first time in my memory, 
International has stepped into 
third place in the lightest three 
GVW classifications. Going “Holly- 
wood” has paid off for I-H in its 
first year in an active bid for a 
“place in the sun” in these low-end 
categories. 

We used to wonder which of the 
four “biggies” was going to take 
the lead in the heavy-duty field, 
never giving the passengar-car 
builders a look-in at these cate- 
gories. 


No Overnight Change 

UT what happened? Last year 

Ford moved into third spot in 
two of the heavy-duty classifica- 
tions, and missed third spot in the 
heaviest-heavy classification of 33,- 
000 pounds and over by but a few 
hundred units. 

Maybe some of you might like 
to look into the crystal ball with 
me. At least my “forward look” 
might give you a little food for 
serious thought if you are inter- 
ested in capturing business in the 
heavy-duty field especially. 

It has been obvious to some 


(Continued on Page 22, Col. 1) 





“Light and accessory switches 
should be of standard pattern.” 

A city pickup driver asked: “A 
heater and a defroster in truck 
No. 107.” 

“A safer emergency brake for 
pickups and road-rigs, larger mir- 
rors for the pickups.” 

“Adjustable steering wheels for 
us taller men.” 

A road driver said “I would like 
to see a standard light-switch panel 
in all smokers.” 

= on 7 
“y THINK that the truck seats 
should be arranged to fit the 
individual driving comfort both in 
fore and aft position, but up and 
down as well, also the back angle. 

“Also I like the instruments ar- 
ranged so as to be able to easily 
see all important instruments, but 
not have the back glare in the 
driver’s eyes. The outside mirrors 
should be electric-heated for winter 
driving, so they will not be fogged 
up and wet so you cannot see.” 

“These typical comments,” 


Coneitn ant “2ee, Coss eae 


$2 Million Order— 


ment (approximately $30,000 
each). 

“A study of the problems pre- 
sented opens up interesting pos- 
sibilities of making improvements. 
We can give these drivers some- 


thing to rave about that will bring! current economic conditions- prevail. 





In anticipation of increased truck rental demand, John W. Black jr., seated at left, 
president, Dixie Drive It Yourself System, signs a purchase order for $2 million worth 
of International trucks. International Harvester officials looking on are, from left, M. F. 
Peckels, consumer relations director; 1. W. Pierson, motor truck sales manager, and 
R. C. Burns, national fleet sales manager. Black pointed out that truck leasing is 
gaining in popularity with q wide range ef business operations. He believes the 
Dixie System will double its present fleet of 2,000 trucks within the next five years if 
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BLENDING 


Sotistactron for You / 


Your customers soon will be able to get motor fuels 
fitted to the exact octane needs of their individual cars, 
including the highest compression models you sell. 


Within a few months Sunoco dealers will be 
selling six grades of gasoline automatically 
blended by one pump. Sunoco’s new exclu- 
sive pump blends the fuel to fit the car. 
These fuels range from the highest octane 
anywhere at regular gas price (Blend 200), 
all the way up to the highest octane avail- 
able anywhere at any price (Blend 260). 
This revolutionary new system of tailored 
fuels is your answer to certain complaints of 


engine knocks and the high cost of gasoline 
for the newest high-compression engines. 

Once those customers visit a Sunoco dealer 
and have their cars ‘‘fitted” for the exact 
octane they need, they’ll get full knock-free 
performance, and maximum economy obtain- 
able in no other way. 

It’s the ideal solution to every car dealer’s 
problem of helping his customer obtain the 
right fuel at the right price for the car he buys. 


La» 
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CUSTOM BLENDED MOTOR FUELS 
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Ford Makes Bigg est Gain... 


Light Truc 


ks Capture 


52 Pct. of Market 


(Continued from Page 17) 


market in 1957, a loss of .75 per- 
centage points from 1956 and a 
gain of .18 points over 1953 results. 

Units of 26,001 pounds or more 
took 6.49 percent of the market last 
year, down .58 points from the year 
before but a healthy 3.54 points 
above the 1953 showing. 


* a * 

A MORE detailed report on big- 

truck sales is available for 1957 
than was the case in earlier years. 

This report shows that trucks 
of 26,001 to 33,000 pounds had 3.96 
percent of the market last year 
while the units of 33,001 pounds 
and over took 2.53 percent. 

The other GVW classifications’ 
share of the 1957 market and their 
percentage point gains and losses 
from 1956 and 1953 are: 

Trucks of 10,001 to 14,000 pounds, 


3.27 percent, down .74 points from 
1956 and down 1.62 points from 
| 1953; the 14,001 to 16,000 pound 
| group, 13.19 percent, down 2.70 
points from 1956 and down 3.01 
points from 1953, and the 16,001 to 
19,500 pound group, 5,770 percent, 
| up .27 points from 1956 and up 1.74 
| points from 1953. 


* * * 


Chevrolet Sales Fall 
HEVROLET was able to keep 


basis of 290,960 registrations, al- 
though its sales fell off from the 
| 302,145 in 1956. 

Ford took second place while 
showing the sharpest gain in units 
sold among all producers. The 
company’s registrations totalled 
277,301, up from the 263,753 in 1956. 

Mack and the miscellaneous 





the sales championship on the} 








Truck Registrations by GVW Class 


Percentage of Market, 1953 through 1957 








GvVw 

Class 
1953 1954 1955 1956 
5,000 Ibs. or less 49.53 48.37 48.02 45.56 
CIID sncstncecerietsicersercccrenesoovers 18.57 18.34 17.52 17.21 
(Total, 10,000 or less) ................... (68.10) (66.71) (65.54) (62.77) 
SE IIIIED - vesecdosdenieeesuttsstusiessinnateoes 4.39 4.33 3.76 4.01 
PIII sosdiicineresensieniictionieaneunteses 16.20 18.10 17.35 15.89 
EEE csccevewserneomeunsesnseteenstenten 3.96 3.87 4.90 543 
TET citi dicsnstiiihdniinsintinhindenies 3.90 3.49 3Al 4.33 
26,001 and over 2.95 3.50 5.04 107 
SE itarscicacniicniiciiiinininitininesisinienis 100.00 100.00 100.00 100.00 


Point Point 
Change Change 
1957* °56-"57 °53-'57 
52.60 +-7.04 +3.07 
14.67 —2.54 — 3.90 
(67.27) (+4.50) (— .83) 
3.27 — .74 —1.62 
13.19 —2.70 —3.01 
5.70 + 27 +174 
4.08 — 15 + .18 
6.49% — 58 +3.54 
100.00 


* In 1957 the lightest classification is 6,000 pounds or less, the next ‘theavier classification is 6,001 to 10,000. 
+ In 1957 the heaviest classification is further broken down to 3.96 percent in 26,001 to 33,000-pound group and 2.53 percent 
in the 33,001 pounds and over group. 


group were the only other pro- 
ducers to show gains in unit 
sales in 1957. 


Mack’s sales gain from 13,190 
units in 1956 to 13,312 units last 
year was enough to lift the line 
into seventh place in the registra- 
tion list. White slipped from 
seventh to eighth place in the 
shuffle, the only change in the 
final standings for the two years. 

The sales increase in the miscel- 
laneous group was accounted for 


solely by higher sales of foreign 
trucks. Registrations of miscella- 
neous foreign makes totalled 15,262 
for the year, just about three times 
the 5,460 sold in 1956. 

Registrations of domestic miscel- 
laneous makes fell off from 6,659 
in 1956 to 5,378 last year. 

* = + 
uU= sales for other producers 
for 1957 and 1956 were: 
International, 96,956 and 108,014; 
GMC, 62,165 and 82,266; Dodge, 49,- 
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Hydraulic Hoist 
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HEIL Hoists 


Dumping time: 12 seconds 
Pump capacity: 16 and 24 gpm 


Independently mounted pump, 
easily aligned with PTO 


Drive shaft is splined, 15/16-in. 


Only 8 moving wear points, all 
with lube fittings 


Full 50° dumping angle 


Choice of three cab control sys- 


Screw-type hoist cylinder head, 
easily removed for servicing if 





PTO 








As many as 
lubricated 


Two control 
one 





struction 


HYDRAULIC HOIST 















Ordinary Hoists 


Dumping time: up to 25 seconds 
Pump capacity: as low as 8 or 10 gpm 


Pump in fixed position, often must be 
connected at inefficient angle with 


Hollow drive shaft, % or %-in. dia., 
with square-end slip joint 


15 wear points, some not 


Dumping angle some 45° or less 


systems, sometimes only 


Bolted or welded fixed-head con- 


You can buy a Heil Hydraulic Hoist — with matching quality dump body — for 


any truck chassis. They're the best values in the-truck equipment industry. Specify 


Heil engineered equipment on your next truck — one unit or a fleet. 


MILWAUKEE 1, WISCONSIN 


TRE HEIL co. DUMP BODIES and HOISTS 







— Compiled from R. L. Polk & Co. data. 





431 and 57,651; Willys, 22,005 and 
23,488; White, 12,491 and 15,137; 
Studebaker, 6,547 and 8,708; Dia- 
mond T, 3,472 and 4,037; Reo, 2,067 
and 2,974, and Brockway, 738 and 
884 


Ford showed the greatest in- 
crease in percent of the market 
taken in 1957 while GMC had the 
deepest loss. 


Ford upped its share by 2.83 
percentage points to 32.32 percent. 
The miscellaneous group was up 
1.05 points to 2.41 percent, Chev- 
rolet up .13 points to 33.91 per- 
cent and Mack up .08 points to 
155 percent. 

GMC’s loss amounted to 1.96 per- 
centage points to 7.24 percent. 
International was down .78 per- 
centage points to 11.30 percent, 
Dodge down .69 points to 5.76 per- 
(Continued on Page 21, Col, 1) 


FWD to Unveil 
New Heavy with 
3 Driven Axles 


CHICAGO.—The first commercial 
four-axle 8x6 truck designed with 
driving power to the front axle of 
a front tandem as well as to both 
axles of a rear tandem will be 
premiered here by Four Wheel 
Drive Auto Co. during the combined 
equipment exposition of the Na- 
tional Ready Mixed Concrete Assn. 
and the National Sand & Gravel 
Assn. Feb. 10-13. 

A heavy-duty truck with capacity 
for carrying cormcrete loads as great 
as 10 cubic yards, it features tilt- 
cab styling and will be shown with 
separate engine-type 8%-cubic-yard 
mixer. The truck is called FWD’s 
Model C86-707. 

Also on display during the com- 
bined shows will be FWD ready- 
mix concrete trucks in two other 
weight classifications —an FWD 
Model C6-407 six-wheel-drive truck 
with six-cubic-yard mixer and an 
FWD Model C6-557 six-wheel-drive 
vehicle with a seven-cubic-yard 
mixer. 

The new double-tandem mixer 
truck is designed with constant drive 
to three of its four axles through 
FWD’s torque - proportioning, free- 
acting center differential. One-fifth 
of the drive-line torque powers the 
forward .axle of the front tandem, 
while the remaining four-fifths is 
proportioned equally between the 
two driving axles of the rear tan- 
dem. A steering axle is located be- 
hind the front driving axle to pro- 
vide additional load capacity and 





flotation. 


The new 8x6 includes FWD’s 
specially designed axles front and 
rear, with dual tires on the rear 
tandem and singles on the front 
tandem. Wheelbase of the display 
chassis is 166 inches between the 
centers of the two tandems. The 
truck has conventional rubber sus- 
pension tandems front and rear, 
with hydraulic-booster power steer- 
ing to the two axles of the front 
tandem. 

Powered by an RD-501 gas -en- 
gine, the 8x6 has five-speed trans- 
mission. 





Open L. A. Shop 
For Used Trailers 


CINCINNATI.—A_  Safe-T-Chek 
used-trailer reconditioning center 
has been opened by Trailmobile, 
Inc., at 11750 Alameda St., Los 
Angeles. 

Charles McPhee has been ap- 
pointed Los Angeles branch used- 
trailer manager and is in charge of 
the new reconditioning center. Be- 
fore joining Trailmobile, McPhee 
was with a western trucking com- 
pany. 
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Ford Gains Most, Cuts Che 
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Lead to 12,000... 





Light Trucks Get 52% of Market 


(Continued from Page 20) 


cent, White down .23 points to 1.46 
percent, Studebaker down .21 points 
to .76 percent, Reo down .09 points 
to .24 percent, Willys down .07 
points to 2.56 percent, Diamond T 
down .05 points to 40 percent, and 
Brockway slipped .01 points to .09 


recent. 
pe - 


Weight Breakdown 


HEN sales by GVW classifica- 
tion are split up among pro- 
ducers, Chevrolet and Ford 
completely dominate the four 
classes of 16,000 pounds or less. 
International had top sales in 
the two classifications between 
16,001 and 26,000 pounds, although 
it had a number of strong com- 
petitors, particularly GMC and 
Ford. 


The 26,001 to 33,000 pound group | 


is led by International with White 


not far behind. In the 33,001 pound | 


and over class, Mack is the leader 


with International a strong second. | 


* * * 


ALIFORNIA maintained its) 


familiar place as the top truck- 
buying state for December and for 


all of 1957, although sales for the) 
year were off somewhat from the) 


1956 total. 


The top 10 states for December | 


and their registration total for the 
like month a year earlier were: 


Dee. Dec. 

1957 1956 | 
1. California 5,521 6,567 | 
2. Texas 5,414 5,663 
3. Pennsylvania 3,512 3,206 
4. New York 3,240 3,670 
5. Illinois 3,138 3,291 
6. Ohio 2,497 2,594 
7. Alabama 2,394 2,316 
8. Michigan 2,376 3,139 
9. Florida 2,266 2,097 
10. Oklahoma 2,066 1,692 


The top 10 states for all of 1957 
and their totals for the previous 
year were: 


1957 1956 
1. California 91,990 92,374 
2. Texas 72,364 70,443 
3. New York 46,229 49,602 
4. Pennsylvania 40,336 43,689 
5. Ohio 36,662 38,921 
6. Illinois 35 460 37,191 
7. Michigan 31,050 34,987 
8. Florida 27,329 27,210 
9. Indiana 23,755 25,421 


10. New Jersey 21,923 22,464 
* + 


December Trails °56 


a for the year got off to a 
slow start in the he early months 


Slain Trucker 
Is Honored for 


Heroism by ATA 


SANTA FE, N. M.—A Carlsbad 
truck driver, J. D. Cantrell, 27, who 


of 1957 and trailed 1956 totals 
through all the first half of the 
year. Then July registrations 
jumped ahead of the total for the 
previous July. 

The registration total for August 
fell behind that of the like 1956 
month but sales in September and 
October ran ahead of the 1956 
record. Then the year ran out with 
November and December registra- 


Chicago Leasing Outfit 
Purchased by Avis 
CHICAGO.—Purchase of Mobile 
Leasing Co., Inc., Chicago, by Avis 
Rent-A-Car System is announced. 
The acquisition will add 150 
rental units, together with new ga- 
rage and service facilities, to the 
Avis System fleet leasing program. 
| Under the terms of the trans- 
action, Avis acquires all of Mobile’s 
physical assets and will operate the 
company under the Avis name. 





KEEPS TRUCKS ON THE JOB - 


died trying to save two women) 


from a maniac killer near Hobbs 
last summer, was honored at the 
19th annual convention here of 
New Mexico Motor Carriers Assn. 

Cantrell’s widow received a Pro 


Meritus medal award at the an-| 


nual banquet. It was awarded by | 
the American Trucking Assns. 


Arthur Butler, executive director | 


of the National Highway Users 
Conference; presented the award. 
He was one of three judges who 
passed on the award. 

The citation with the medal de- 
clared Cantrell made “courageous 
efforts above and beyond the call 
of duty in attempting to save the 
two women motorists from a gun- 
man July 23, 1957, west of Hobbs, 
in which he made the supreme sac- 
rifice.” 

The killings are still unsolved 
and are known as_ southeastern 
New Mexico's “triple murder.” Mrs. 
Dorothy Gibson and Mrs. Barbara 
Lemmons, both of Hobbs, were the 
other victims. 

Mrs. Cantrell was informed that 
the carriers association has estab- 
lished an annuity fund for her two 
children. Contributions from truck- 
— he the convention swelled the 
und. 


Corder Buys Import Deal 

The purchase of Foreign Motors, 
Vancouver, Wash., has been an- 
nounced by Jim Corder, vice- 
president of Corder, Inc. (Oldsmo- 
bile). Cars handled include Hillman, 
Borgward, Porsche and Triumph. 





tions trailing the 1956 showing. 
The month-by-month registration 
totals for 1957 and 1956 were: 


1957 1956 
January 56,979 66,141 
February 62,129 65,478 
March 74,668 77,220 
April 75,438 82,699 
May 82,308 84,997 
June 71,335 78,501 
duly 79,117 78,404 
August 77,053 79,331 
September 78,156 72,420 
October 76,399 76,052 
November 61,920 66,983 
December 62,160 65,698 


Even though December sales ran | 
ahead of the November pace, regis- | 





trations for the month were more| 
than 5 percent below the total for | 
the like month of 1956. 


The 62,160 registrations in the| 
last month of 1957 were 5.39 percent | 
below the 65,698 recorded in the| 
like month of the previous year and 
were .39 percent above the 61, 920 | 
sales in November of 1957. 


a J 
7 
sal co : 
™ 
aad ’ 
| 
7 
, — 








21 





Truck Makers’ Share 
Of GVW Market 


of Classification 


14,001- 16,001- 19,501- 
19,500 26,000 


By Percentage 


6,000 Ibs. 6,001- 10,001- 26,001- 33,001 


Make 
Brockway 
Chevrolet 
Diamond T 
Divco 

Dodge 

Ford 

FWD 

GMC 
International 


Peterbilt 
Reo 
White 


Willys Truck 
Misc. 


Mise. Foreign 3.38 é' 
Total 100.00 100.00 100.00 100.00 100.00 


* Less than one-hundredth of one percent. 


100.00 


— Compiled from R. L. Polk & Co, data. 
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REDUCES STRESS AND WEAR 


ADDS TO AXLE LIFE > 


CUTS MAINTENANCE 


LOWERS OPERATING COST 


Eaton’s exclusive planetary construction distributes 


gear-tooth loads over four 
stress and wear on any one gear tooth to a minimum. 


“planet” gears, holding 


Completely locked out in the high speed range, these 
four gears rotate only slowly in the low speed range. 
The result is quiet operation, easy clash-free shifting, 
minimum wear, materially longer axle life. This rugged 
planetary design, plus forced-flow lubrication enables 
Eaton 2-Speeds to establish outstanding performance 
records. Eaton 2-Speeds also reduce stress and wear 
on engines and all power transmitting parts; they 
make it possible for trucks to haul more, quicker, 
longer, at lower cost. 


E are 








More than Two Million 
Eaton Axles in Trucks Taday. 


AXLE DIVISION 


MANUFACTURING COMPANY 


CLEVELAND, OHIO 


> rcover S$: Engine Valves «Tappets «Hydraulic Valve Lifters «Valve Seatinserts » Jet Engine Parts , Hydraulic Pumps 
Motor Truck Axles » Permanent Mold Gray Iron Castings « Forgings « Heater-Defroster Units . Automotive Air Conditioning 
Fastening Devices . Cold Drawn Steel . Stampings « Gears « Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers 
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— By Jack Weed 


(Continued from Page 17) 


of us who watch the maneuvers 
behind the scenes that Ford is 
aiming its sales arrows at domi- 
mance in all sizes in the truck 
end of the business just as the 
Dearborn Giant has its eyes on 
all price classes in the passenger- 
car field. 

But how many have noticed that 
International is no longer content 
to be an “also ran” in the light- 
truck field? 

To my humble thinking, the 
indications that appear in last 
year’s registrations didn’t just 
happen overnight nor were they the 
result of one year’s “push.” 

The groundwork has been quietly 
laid ever since the end of World 
War II. There has been a whale of 
a lot of planning, not only in sales, 
but in engineering, production and 
field training that has played a 
part in the picture. And this plan- 
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ning and “eyes-on-the-ball” 
sure approach won’t let up. 
+ + * 


Nobody Is Relaxing 


pS and GMC, just as ambi- 
tious for their place in the 
sun, were caught in a series of 
internal hurdles. Too much of their 
horsepower had to be diverted to 
jumping these hurdles to keep 
abreast in the race—but don’t count 
them out by any means. 


Both are doing things that could 
put them back into a position 
where they can slug it out, toe to 
toe, with the current leaders. Both 
are making advances down un- 
charted routes, and they must 
tread cautiously until they know 
they are on firm ground before they 
step in under the jabs of the other 
biggies. 

Nor can Chevrolet be counted 

out in the heavier categories. 

Mack and White haven’t been 


pres- 


sitting still during this ground 
work by their rivals. White in 
particular has been doing some 
heady maneuvering on its own in 
taking under its wing a number of 
smaller companies with acknowl- 
edged assets in both product and 
trade acceptance and is capitaliz- 
ing on these. 

Mack has had a resurgence 
under the able guidance of P. O. 
Peterson that warns others that 
it can’t be counted out. 

+ * * 


Three Big Questions 


S° WHAT does the crystal ball 
indicate to me? 

First, how long will it take some 
of the companies to maneuver from 
3,000 to nearly 8,000 dealers into a 
strong enough truck sales position 
to offset the experience and hard- 
hitting ability of 200 or 300 direct 
branch and exclusive truck outlets? 

Second, how long will it take 
some of the biggies to convince 
the big fleets that their current 
models can take the necessary 
“slugging” for hundreds of thou- 
sands of miles? 

You can rest assured that a 
few of the new offerings will be 

filtered into practically every 
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Trucks Rated Essential 


To Survival After Attack 


WASHINGTON.—Trucks up to 
five tons and tractors and trailers 
were on a list of items which 
the Office of Defense Mobiliza- 
tion said might be required to 
sustain the civilian population 
and military personnel after a 
nuclear attack. 

The tentative list includes 
items in six major categories: 
Medical and health, food, body 
protection, housing, sanitation 
and power and fuel. Trucks were 
listed under sanitation. 





one of the major “hard-shell” 
fleets this year and next. 

Third, how long will it take those 
who depend upon a comparatively 
few factory-backed direct outlets 
to find an acceptable way to 
broaden their retail coverage of a 
market that will be less and less 
concentrated as our national high- 
way program really begins to un- 
fold? 

Both Ford and Dodge believe 
they have found the answer to 
branch house competition. Dodge, 
in particular, has proved in one 


In 1958 . . . G-E Ads like these will help sell more headlamps 
in pairs... more rear lights and aiming jobs, too! 


The reader is asked to look at his own headlamps in daylight for darkened 
reflectors, blackened bulbs and moisture droplets inside the lens. He will be 
told; how to see better by having a pair of new G-E G-Zete Headlamps 


installed . . . and properly aimed. 


In addition, the reader will be told; how to be seen by replacing burned 


out rear lights with General Electric Automotive Bulbs. 


Take advantage of G.E.’s big 1958 advertising program . 
watch for deteriorated or burned out head- 
lamps and rear lights . . . and sell aiming jobs, 
too. Order an ample supply of G-E Qt-Ziketie 
Headlamps and get G-E small bulbs in the new 
spoan Saver Packs. General Electric Com 

iniature Lamp Department AN-38, Nela 


Cleveland 12, Ohio. 
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Progress /s Our Most Important Product 


GENERAL @® ELECTRIC 


. . be sure you 





ALL HEADLAMPS ARE NOT ALIKE! 


G-E Bt-Mhelin Headlamps have 3 important features 








G-E Aim-Right Gizmoes 
are molded in the lens. They 
hug the surface... 
they’re smooth. Aiming is 
easier and more accurate. 

Shield is attached to a 
separate rod. It doesn’t touch 
the lead-in wires, providing 
a more secure grip and 
greater positioning accuracy. 

Retaining rings always fit 
tightly. In G-E QbZikote 
Headlamps the glass lens 
and reflector are fused to- 
gether, the thickness around 
the entire rim is uniform. 


and 





short year that it can increase its 
penetration of the heavy-duty ficld 
in the areas where it has set up 
“modification” centers. 

. 8 ® 
Distribution Is Changing 
a three of the big passenger- 

car builders are meeting the 
finance terms that formally gave 
the other heavy-duty leaders one 

of their big edges in this field. 

Their new approach to truck 
distribution soon may give them a 
competitive formula for handling 
the trades that also used to break 
a dealer’s back. 

Experienced salesmen always will 
flow to the points where they can 
make the most money and the 
opportunities are best. 

No One company has a monop- 
oly on engineering ability or 
sound manufacture. Nor will any 
one or two “patented” gadgets 
or innovations stop a steam 
roller when it gets up power. 

So my advice, sir, is to get a new 
kind of “deicer,” one that allows 
you to become unbiased and watch 
the progress of a complete revolu- 
tion in truck merchandising that, 
to me, is beginning to manifest it- 
self. 

I believe the river of distribution 
is fast coming to full flood stage 
and that body makers and other 
suppliers had better keep a tight 

|}eye on the current so that they 
are not left high and dry when the 
river starts to cut new channels. 

= > * 
| Tire-Warning Device 
I WOULD like to compliment a 

so-called vertical publication in 
the trade field for doing a good job. 

The American Lumberman, which 
last fall carried a most enlighten- 
ing story of the rise of “cash-and- 
carry” lumber stores and how the 
old-line dealers were meeting, now 
has presented a good coverage of 
the new model trucks available to 
the lumber trade. 
| The coverage even extended to 
station wagons, which I never 
thought of as being used in lumber- 
yard distribution. 

A Texan named Purdy—I 
thought it was our old friend Lou 
Purdy, ex-manager of Dodge 
Truck, when he first called up— 
was in with a new product that I 
think may be of considerable 
value to the over-road haulers 
who drag a semi and a four- 
wheeler behind their tractors. 

He has a device called Tire Lite 
that tells the driver instantly when 
any tire in the combination loses 
its air pressure. 

When a driver is riding on 30 
tires, it is tough to check every 
tire at every stop, and it’s hard 
to know when the loss of air takes 
place so that he doesn’t ruin the 
tire or let the flat set up a condition 
where it could start a fire that 
might consume the entire load. 
This has happened often enough to 
take it out of the “rare-occurence” 
category. 





Mud-Flap Law Held Void 


IRES ruined by “run flat” are 
one of the expensive menaces 
of fast, heavy-duty truck operation. 
Purdy’s firm is named Tire Service 
Inc., P. O. Box 35041 Dallas, Tex. 
Backed by oil money, I under- 
stand the company is taking it very 
easy in introducing the device to 
make absolutely certain it has all 
the “bugs” worked out before go- 
ing into large scale production. At 
present it has been equipping a lot 
of Texas rigs and watching the 
results closely. 

I note that Illinois Circuit 
Judge Smith has held the [linois 
mud flap law unconstitutional and 
void. He said that he reached the 
“inescapable conclusion” that the 
entire law is unconstitutional be- 
cause equal protection of the law 
was denied. 

I think it is about time some 
judges begin to pick the oats out 
of some of our state regulations 
that are sauce for the goose but 
costly to the gander—laws that 
favor farm trucks against for-hire 
vehicles and locally owned against 
out-of-state rigs. There are too 
many such regulations put over by 
tax-hungry states who see only 
their own selfish ends. 

I also note that Allied Public 
Relations Associates, which han- 
dles publicity for a number of 
trucking interests, has asked Jimmy 
Hoffa to be relieved of the last 
four years of its five-year contract 
with the Teamsters. Evidently 
Hoffa’s exploits got too hot for the 
publicity crowd. 








S88288 SSECS64S pel ee le ees 


@b6erges 


eero mG ced SEs ec \ me 2D BPBEBBCeR AT 


S 


corcdced 


g£er- 
he 
zave 
one 
ld. 
ruck 
ma 
lling 
reak 


will 
can 
the 


op- 

or 
any 
ets 
am 


new 
lows 
atch 
rolu- 
that, 
t it- 


tion 
tage 
ther 
ight 
they 

the 
nels. 


it a 
1 in 
job. 
hich 
ten- 
ind- 
the 
now 
> of 
p to 


| to 
yer 
ber- 


—1 
ou 
ge 


tI 
ble 
rs 
ir- 


Lite 
hen 
Ses 


ery 
ard 
kes 
the 
ion 


vad. 
| to 
ce” 


are 
ces 
on. 
ice 
‘ex. 
er- 
ery 


all 
ZO- 
lot 
he 


it 
is 
di 


2Toeo 


yut 
ns 
ut 
at 
ire 
ist 


by 
ily 


ic 
n- 


ny 
st 
ct 
ly 
he 


e 


AUTOMOTIVE NEWS, MARCH 3, 1958 





Drivers’ Views Aired... 


Cab Comfort Termed 
Challenge to Makers 


(Continued from Page 17) 


be said of the floor-dimmer switch. 
Convenient positions are the gear- 
shift lever or the steering post, The 
dash, which is easy to reach is an 
even better position. 

“Brake pedal. Here we find that 
passenger-car design is now bet- 
ter than found on most trucks. 
The pedal should be wide and 
low—not narrow and long. 

“It should be comfortable under 
the left foot, and wide enough so 
that the left foot could apply the 
brake and then be left on the brake 
pedal while the right foot is 
brought over and placed on the 
same pedal. 

“This permits continuing brake 
application and yet allows the 
driver to take his left foot from 
the brake pedal to depress the 
clutch pedal. This is of real safety 
importance, so let’s give that item 
the attention it deserves. 

. * * 


‘THE location of switches are of 

paramount importance because 
they are used to operate the ve- 
hicle and should be convenient and 
definite in position. 

“The tachometer should be the 
most easily read. The other 
gauges should be located for 
reasonable position and read- 
ability. The dash should be 
simple, with space to easily add 


Reynolds Sells 
Truck-Body Rig 





hts 
To New York Firm 


LOUISVILLE.—Lyncoach & 
Truck Company, Inc., Oneonta, N. 
Y., has purchased the manufactur- 
ing and sales rights for aluminum 
truck body kits from Reynolds 
Metals Co., together with all exist- 
ing inventories, tooling and assem- 
bly fixtures. 

The action was taken, Reynolds 
said, because its truck-body pro- 
gram “has achieved its objective 
of stimulating wider use of alu- 
minum by the truck and trailer 
industry.” 

James M. Friery, Lyncoach pres- 
ident, said the newly acquired tools 
and inventory will enable Lyncoach 
to expand its operations greatly. 
Lyncoach designs and manufac- 
tures custom-built coaches, medical 
units, trucks and trailers for in- 
dustry and the armed forces. 

The Reynolds program, which has 
been carried out through 40 dealers, 
was built around aluminum kits 
and fabricated parts for two basic 
types of truck body units—an out- 
side post model and a beaded panel 
model. Optional items included 
smooth pane! sides, aluminum doors 
and truck flooring. 

Lyncoach will supply the former 
Reynolds dealers and will set up 
additional outlets. 


International Steel 
7 7 
Acquires Lindsay 

EVANSVILLE, Ind. — Interna- 
tional Steel Co. has acquired Lind- 
say Structure Co., Skokie, Ill, and 
will operate it as a division with 
headquarters in Evansville, accord- 
ing to Wesley D. Hamilton, Inter- 
national president. 

William H. Beastall, formerly 
with the Lindsay organization, has 
been named general manager, 
truck body sales. 


80 GMC Buses to Cost 


Texas Firm $3 Million 

DALLAS.—M. E. Moore, president 
of Continental Trailways Bus Sys- 
tem, has announced the purchase 
of 80 GMC Airide buses at a cost 
of approximately $3,160,000. 

He said the buses, to be used on 
long-distance routes, are equipped 
with restrooms, improved air condi- 
tioning and other highway travel 
features. He said the new units will 
bring to 180 the number of Airide 
buses in the firm’s service. 


additional gauges, instruments or 
switches.” 

Most of these suggestions are 
such that a dealer can make 
changes in the truck to fit the 
needs of the driver or buyer. 

Some of the other suggestions 


Lift Gate for Pickups 
Named ‘Express-0-Lift’ 

CHICAGO.—The 1958 lift gate for 
pickup trucks has been named 
“Express-O-Lift,” according to An- 
thony Co., Streator, Ill, the manu- 
facturer. 

The company said the name was 
chosen from among entries sub- 
mitted by more than 150 Anthony 
distributors and salesmen. The win- 
ning name was suggested by Jack 
Seward, Neil’s Automotive Service, 
Kalamazoo, Mich. 








involve seats that can be adjusted 
to several positions, windshield 
washers that squirt from the top, 
wiper blades that overlap and a 


change in turn signal lens color.| | 


In most cases these must be made 
at the factory or will require 
legislative approval. 

« * . 


Many Ideas Are Practical 


Bu many of the things brought 
out by Gaussoin and his men 
are practical, things that many 
truck buyers would like to have 
in their new truck and things that 
can be provided with a little con- 
version and at a little extra cost. 

An interest shown by the dealer 
or the salesmen in the comfort and 
safety items of the driver might 
just swing the sale. 

Yet how many salesmen or 
dealers do any more than brag 
about what they have to offer with-| 
out trying to find out if the location 
or type of many of these comfort 
and safety items meet the desire 
of the buyer? 


Hoffman DeSoto Makes Bow 


Ed Hoffman’s DeSoto Center | 
held its grand opening at 1201 N. | 
Corpus Christi, Tex. 





White Cites Veteran Employes— 


White Motor Co. “pinned” 518 of its longtime employes at the annual Pin Award 
dinner in Cleveland. Thirty-three of the group received the highest honors from 
Robert F. Black, board chairman, each receiving gold watches symbolizing 40 years 
of service. With J. N. Bauman, center, White president, himself a 35-year pin award 
winner, are four of the 40-year veterans. From left are Kenneth Critzer, Joseph 
Zenz, Benjamin Phillips and Emil Prokesh. 





Long on year-round lubrication—that’s Quaker State Super 
Blend. This 100% pure Pennsylvania all-weather oil combines 
the easy cold-weather starting ability of an SAE-10W motor 
oil with the stability of an SAE-30 for hot weather. Sell 
Quaker State Super Blend for better year-round lubrication, 


bigger year-round profits. QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsyivania Grade Crude Oil Association 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE 


SEATTLE 


OUR NATIONWIDE FACILITIES PROVIDE YOU 
WITH PROMPT DELIVERY AND SERVICE 


As Ford Motor Company dealers, you get fast delivery and service on 
products and parts. Here’s the reason: Every corner and cross-section of 
the nation is serviced by our vast network of manufacturing and 


assembly plants, parts depots, district and regional sales offices—every 
facility needed to provide complete coverage and speedy delivery of 
cars, trucks, farm implements, and industrial engines and equipment. 
Here’s what it means: You can make customer deliveries more 
quickly from a wider selection of products and parts. 


FORD MOTOR COMPANY * THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD . THUNDERBIRD 7 EOSEL * MERCURY ° LINCOLN ° CONTINENTAL MARK Ill 7 ENGLISH FORD LINE 





FORD TRUCKS * TRACTORS . FARM IMPLEMENTS . INDUSTRIAL ENGINES 
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News to Note... 


AUTOMOTIVE NEWS, MARCH 3, 1958 


Truck World in Brief 


CHICAGO. — Diamond T has an- 
nounced the opening of a factory 
branch in Washington. The branch, 
Diamond T Trucks, Inc., is at 1331 
Half St., S. E. Walter P. Hark is 
general manager. 

Diamond T said the branch will 
carry a representative stock of 1958 
trucks, including conventional and 
Diamond T Tilt-cab models, two- 
axle units and six-wheelers and 
the 923, Diamond T’s latest diesel 
powered with the recently intro- 
duced Cummins NH-180 diesel. 
Reconditioned used trucks of all 
makes and models also will be 
handled. : 

e + . 
Superior’s Foreign Division 
Shifts Headquarters to Ohio 

LIMA, O.—The Foreign divi- 

sion, Superior Coach Corp., has 
moved its rs from 
Kosciusko, Miss., to Superior’s 


main administrative offices in 
Lima, O. 

“This move will permit Charles 
D. Blauvelt, director of the For- 
eign division, to work in closest 
coordination with the domestic 
sales and production operation,” 
said J, H. Shields, Superior pres- 
ident. W. A. Rhoads, assistant 
director of the Foreign division, 
also will transfer his office to 
Lima. 


* > om 

Special Trailmobile Van 
Bought by Houston Mover 

CINCINNATI. —A special Trail- 
mobile drop-frame furniture van 
that permits curbside loading and 
unloading of palletized containers 
for storage of furniture has been 
purchased by Harris Moving & 
Storage Co. 


foot trailer has three curbside door 
openings large enough to accom- 
modate containers measuring 75 
inches by 88 inches by 62 inches, 
and 41%-inch door in front of the 
drop. The trailer also can be used 
in conventional moving, Trailmobile 
said. 


* * * 


Haulaway Outfit Sold 


At Ford Buffalo Plant 


BUFFALO.—Pontiac Auto Trans- 
port Co. has been sold and will 


move out of Buffalo as a result of|\ 


the Ford decision to transfer as- 

sembly operations to Lorain, O. 
The transport company, with ap- 
proximately 135 employes and 100 
tractor-trailers, has served the 
Ford in Buffalo for about 30 years. 
Pontiac sold its equipment to 
Automobile Transporters, Inc., 
Wayne, Mich. 
* * > 


Duty-Free Car Imports 


Proposed in Canada 


TRURO, Nova Scotia—The Nova 
Scotia Federatian of Agriculture is 
going to ask the National Federa- 
tion to request the Federal Gov- 
ernment to admit European cars 





Safety Vehicle— 


Gov. Raymond Gary thanks J. W. 
Boyles, left, president, Associated Motor 
Carriers of Oklahoma, Inc., and John B. 
Naughton, right, Dodge Trucks general 
sales manager, for the 2%%-ton tractor 
and 32-foot trailer presented to Oklahoma 
by Dodge and the Motor Carriers. The 
unit will be operated by the Oklahoma 
State Highway Patrol as a mobile traffic 
safety unit, appearing at county fairs 
and other public events. The trailer will 
contain safety displays and literature. 


delegates criticized Canadian car 
manufacturers for dressing up 


and trucks into Canada duty-free.| automobiles, resulting in higher 
Trailmobile said the special 35-' The resolution was passed after’ costs and insurance rates. They 
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with assuted potit? 
mo investment / 


a plan by the only truly national manu- 


facturer of automobile air conditioners. 


Vornado’s new “NO INVESTMENT PUR- 
CHASE PLAN” for qualified dealers...as- 
sures you adequate inventory when you 


need it . .. without an initial investment. 


STYLING head and 


petition 
Complements car interior 
Only automobile air conditioner 
to win top design award 
Chosen No. 1 styling by consumer 


panel 


. & 


No 


unequalied superior- 


ity In air CURT LLZATTOW 


True full-car circulation 
5 adjustable air nozzles 
3-speed air control 
Powerful blower 


aK outstanding (1) NC 


capacity 
Exclusive curved cooling coil 
Giant-capacity compressor 
Instant cooling action 
Automatic thermostat and 

magnetic clutch 

freeze up 


HERE'S ALL YOU DO... 


Contact your local 


omado 


Automobile Air Conditioner distributor or write: 


Automobile Air Conditioner Division 
The O. A. Sutton Corporation, inc., 1812 W. Second Street 


Walls lading pl tne mannan orn cing eppane 


AUTOMOBILE AIR CONDITIONER 
Vewmade 


Never before have you been offered such 





Distributed in Canada by Alliance Motors, Schell Avenue, Toronto 10 


said cars are necessary for farm- 
ers, but few can afford to own 
them. 


Studebaker Sells Bus Fleet 


To South American Firm 


SOUTH BEND. — Studebaker . 
Packard Corp. has sold a fleet of 
20 buses for suburban operations 
within 100 miles of Santiago, 
Chile. The buses were sold by 
Yaconi Hermandos y Cia., an S-P 
dealership in Santiago. 

The buses are mounted on a 
212-inch- wheelbase Studebaker 
chassis and are powered by the 
Studebaker Torque Star 289- 
cubic-inch engine which develops 
182 horsepower. The 37-passenger 
bodies were built by Superior 
Coach Corp. at Kosciusko, Miss. 
Buyer is the National Federation 
of Bus Owners, an association 
franchised by the Government to 
import all buses for member oper- 
ators. 


Enlarged Facilities Opened 
By White Distributor 


GRAND RAPIDS, Mich.—New 
facilities have been opened here 
by Dermody White Truck Co. 
Among those at the grand opening 
were E. W. Wolff, White territory 
sales manager; M. H. Anderson, 
Cleveland regional vic e-president 
for White; H. R. Stickel, assistant 
to the White president. Joseph 
Dermody is president of the dis- 
tributorship. 

Dermody White enlarged sales 
and service facilities and parts and 
accessories department. The firm 
handles sale of White and Autocar 
in the Grand Rapids area. 

o 


Ohio Turnpike Bars 
Crash-Prone Trucker 


COLUMBUS, O.—A Pennsylvania 
truck driver, who has been in- 
volved in three serious crashes on 
the Ohio Turnpike in the past two 
years, has been barred from using 
the highway. 

The Ohio Turnpike Commission 
is probing the three accidents to 
determine whether any factor other 
than coincidence was involved. The 
crashes resulted in two deaths and 
a serious injury. 

> > 


Kentucky Governor Asks 


Revision of Truck-Gas Tax 


FRANKFURT, Ky.—Revision of 
Kentucky’s 1956 gasoline surtax of 
two cents a gallon for trucks 
weighing more than 42,000 pounds 
was recommended by Gov. Albert 
Chandler in his message to the 
Legislature. 

He said the tax was producing 
far less revenue than anticipated 
and suggested that there was wide- 
spread evasion. 

> 


> > 
National Malleable to Buy 
Two Michigan Concerns 

CLEVELAND. — National Malle- 
able & Steel Castings Co. an- 
nounced it has signed a contract 
to acquire Grand Rapids Plating 
Co. and its subsidiary, Grand 
Rapids Die Casting Co., in Grand 
Rapids, Mich. 

National’s president, Cleve H. 
Pomeroy, said the transaction is 
expected to become final Feb. 14. 

+o > 


44 Diamond T 630s Added 


To Motor Cargo’s Fleet 

CHICAGO. — Motor Cargo, Inc., 
Akron, has added 44 Diamond T 
630s to its fleet for use on regular 
runs and a new Indianapolis-to- 
East Coast service, according to 
Joseph Boynton, the firm’s equip- 
ment superintendent. 

Boynton said Motor Cargo serves 
industries in 13 states. 


* > . 
Hertz Buys Lurie Auto 

CHICAGO. — Walter L. Jacobs, 
president of Hertz Corp., has an- 
nounced acquisition of the operat- 
ing assets of Lurie Auto Co., one 
= New York’s oldest truck leasing 

rms. 


Jones Buys 35 Diesels 
SPRING CITY, Pa—Jones 


Motor, Inc., has announced the 
purchase of 35 Mack diesel tractors. 
- = . 


McLean Buys 100 GMCs 


PONTIAC.—_McLean Trucking 
Co., Winston-Salem, N. C., has pur- 
chased 100 GMC diesel cab-over- 
engine highway tractors, according 
to R. C. Woodhouse, general truck 
sales manager for GMC Truck & 


{ 





rad “Ao 


some AM 


— 


—_ fret oo ae 


ee ae ee ae ae Le oe en ee ee ee ee ee ee ee a 





AEaPORD 


or 


O58 


ew 
re 
ng 
ry 
on, 
nt 
nt 
ph 
is- 


es 
nd 


ar 


ia 
n- 
on 
vo 


yn 
pr 


1e 
id 


TO tm. 


weovrhrtlitie 


. Ww 


wees fs 8 Oye 








ee ee 


Kenneth R. Peattie has been 
elected procurement vice-president 
of American Felt Co. He has been 
the wool buyer. 

* * = 


Fisher Heads Tube Reducing 


Edward H. Fisher has been 
elected president of Tube Reducing 
Corp. Wallington, N. J. Before 
joining Tube Reducing recently, he 
was a vice-president of Oliver 
Corp., Chicago. 


* * * 


Faris Joins Heintz 

Arden Faris has become a sales 
representative in the Southern 
California-Arizona region for James 
C. Heintz Co., Cleveland retreading 
equipment manufacturing firm. He 
formerly was national director of 
services for the National Tire 
Dealers and Retreaders Assn. 

* > + 


Aerobilt Bodies Appoints 


Hall General Sales Chief 


Aerobilt Bodies, Inc., a subsidiary 
of Grumman Aircraft Engineering 
Corp., and manufacturers of truck 
and trailer 
bodies, has named 
Fred L. Hall gen- 
eral sales mana- 
ger. 

Hall, prior to 
joining Aerobilt, 
was a division 
manager and 
branch _rehabili- 
tating specialist 
for Fruehauf 

, Trailer Co., where 
F. L. Hall he was respon- 
sible for the training and super- 
vision of sales personnel. He was 
sales vice-president for Brown 
Equipment & Mfg. Co. before join- 
ing Fruehauf. He has been in the 
transportation field since 1927. 


Bolta Names Donnan Head 


Of Auto Upholstery Sales 


Dave Donnan has been appointed 
product sales manager of automo- 
tive original equipment at General 
Tire & Rubber 
Co.’s Bolta Prod- 
ucts division in 
Lawrence, Mass. 
He succeeds 
Bomar Kramer, 
transferred to 
General Tire 
offices in Akron. 
Donnan will di- 
rect the sale of 
Boltafiex vinyl! 
upholstery mater- 
ials used by the 


Dave Donnan 
automotive industry as original 


equipment on new cars. He has 
been with Bolta over three years 
and was formerly with Saran 
Monofilament Yarns. 

” > > 


Thor Power Tool Names 


3 to New Sales Posts 

Thor Power Tool Co. has named 
William J. McGraw general sales 
manager; Walter G. Mitchell, gen- 
eral manager of 
product develop- 
ment, and Milton 
E. Slater, sales 
manager of farm 
and ranch divi- 
sion, all newly 
created positions. 

Clarence B. 
Bergren, Mil- 
waukee branch 
manager, has 
been named man- 


? 


W. J. McGraw 
ager of Thor electric and SpeedTool 
sales. McGraw, who had been 
electric tool sales manager, will 


manage all Thor tool divisions. 
* * 


* 


Macton Promotes Cristy 
Nicholas G. Cristy, staff engineer 
with Macton Machinery Co., Stam- 
ford, Conn., has been named a 
director. Cristy has been with 
Macton'since 1951. 
+ * 


oo 
Herterick Named Assistant 


To United-Carr President 
Vincent R. Herterick has been 
appointed executive assistant to the 
president of United-Carr Fastener 
Corp., Boston. 
Herterick was named manager of 


Auto Personnel 
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automotive sales and engineering 
at Ucinite Co., division of United- 
Carr in Newtonville, Mass., in 1950. 
He was elected a vice-president of 
the division in 1954. 


Dunlop Promotes MacKay 

William H. MacKay has been 
appointed industrial and public re- 
lations vice-president and secretary 
of Dunlop Tire & Rubber Corp. He 
succeeds John F. McCann, who re- 
tired because of poor health. 


* * * 


Bacon and Statham Head 


Landers Sales Districts 
Landers Corp., Toledo, has ap- 
pointed two new district sales 
managers. They are W. Garwood 
Bacon jr. New York, and C. 
Gordon Stratham, Atlanta. 
Bacon formerly was vice- 








Federal Bureau of Investigation 
and Willys Motors, Inc. 
* = + 


Goodyear Honors Beck 


Leo T. Beck, assistant to the 
sales manager of Goodyear Tire & 
Rubber Co.’s Metal Products divi- 
sion, has completed 40 years serv- 
ice with the firm. He was honored 
with a service pin. 

* * = 


Darling Named Sales Chief 


Of Davey Compressor 

L. W. Darling has been named 
general sales manager of Davey 
Compressor Co., Kent, O. With 
Davey for 12 
years, he was for- 
merly assistant 
vice president, a 
position he will 
retain. 

Darling pre- 
viously was man- 
ager of govern- 
ment sales and 
district manager 
in Chicago and in 
New England. He 
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At Trucking Convention— 





L. W. Darling 


president and manager of the In- will direct the ac- 
dustrial Yarns division for E. W. 
Twitchell, Inc. Statham has been 


employed by Seagram’s & Sons, the 


: Relaxing during the California Trucking -Assn. convention are, from left, Don 
tivities of 12 district offices and | LaBelle, GMC Truck engineer; Urb Sur, GMC zone manager, and Earl Singer, GMC 
more than 150 direct factory dis-| Western regional manager. La Belle addressed the convention on the “Potential of 


tributors. Air-Suspension in Truck Design.” 
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| For the most reliable vehicle air brake systems— 
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Wagner ROTARY AIR COMPRESSORS 


provide ample 
air...require less 
maintenance 
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HIGH R.P.M. Compressor can be operated at 
high R.P.M. High reduction drives are un- 
necessary. 

The Wagner Rotary Air Compressor pumps 
compressed air into the air reservoir, providing 
the pressure required for the operation of brakes 
and other air powered devices. The compressor 
runs continuously while the engine is operating. 
Pumping is regulated by a control valve which 


It is sound judgement to equip the air brake 
systems of heavy duty vehicles with Wagner 
Rotary Air Compressors, because Wagner Com- 
pressors have the following special features: 


HIGH VOLUMETRIC EFFICIENCY Rotary compres- 
sion forces all air from the compression cham- 
bers. Pressure recovery is rapid at all compressor 


speeds. 


LOW TEMPERATURE AIR DELIVERY Oil separa- 
tion and cooling before air is discharged reduces 
temperatures and prevents carbon formation. 
Fire hazard is reduced. Flexible connection may 
be used in discharge line. 


UNIFORM TORQUE LOAD Thousands of small 
overlapping air compression impulses per minute 
maintain a more uniform load with moderated 


_Stresses and assure smooth, quiet operation with 


long belt life. 
LOW FRICTION LOSS All rotating parts are 


starts or stops air compression by “loading’’ or 
“unloading” the compressor proper. This action 
establishes an intermittent pumping cycle which 
keeps reservoir pressure within the desired range. 


You have a choice. These rotary compressors 
are available in either 9 C.F.M. capacity, air 
or water-cooled, or 12 C.F.M. capacity, water- 
cooled, and are standard with every Wagner Air 
Brake System. 


For details on these compressors, Wagner Air 
Brake Systems and Equipment for trucks, trac- 




















tors, trailers, buses and off-the-road equipment 


turned by the rotor shaft, suspended on two 
...request a copy of Catalog KU201B. 


bearing surfaces. 


Fleet operators know and trust Wagner 
Wagner Electric ation 


6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in U.S. and in Canada) 


ask for Catalog KU201B 















Floating on "Water’— 


Currently attracting attention at the nation’s automobile shows is Chrysler Corp.'s 
Dali-esque exhibit, designed by Three Dimensions, Chicago, for the 1958 Dodge 
Custom Royal Lancer convertible. The car appears to float in a swimming pool, using 
the surrealist shock technique to lure visitors into the Dodge area. According to 
Harold F. Connell, Dodge show and exhibit manager, the device of exhibiting the 
product in a startling unrelated setting has proved successful. 


eee ee ae 


Perfection performs consistently! 


Here’s what an important fleet hauler says: 
“We operate 14 Perfection dump bodies in 
our fleet. ... For the past year we have been 
hauling gravel and stone at the Fisher Body 
plant at Marion, Ind., which was a short 
haul and heavy loads. We found that Per- 
fection is the best buy for us.” — Wm. G. 
Faust, Supt., Robinson Trucking Co., Eaton, 
Indiana. 





What's New... 





Jobbers Chided 
On Failure to 
Jazz Up Display 

HOUSTON.—Take your stock off 
the back shelves and put it where 
the customer can handle it, auto- 
motive parts jobbers and ware- 
house operators meeting in Hous- 
ton were told. 


The speaker was William M. 
Stuart, president of Martin-Senour 


Paint Co. Stuart addressed a re-| 


gional business conference of the 
National Automotive Parts Assn. 

“We are long overdue to enlist in 
the continuing marketing revolu- 
tion, if we want our sales to main- 
tain their upward trend,” Stuart 
advised the group. 

He noted that the parts jobbers, 
with few notable exceptions, are 
still copying their shops after the 





AUTOMOTIVE NEWS, MARCH 3, 1958 


In Parts and Accessory Distribution 


traditional warehouses where cus- 
tomers’ orders were filled but not 
created. 

The Chicago manufacturer sug- 
gested that the jobbers learn from 
supermarket merchandising, where 
sales are boosted by attractive dis- 
plays and easy availability of 
products, 

> = > 


Engine Rebuilders 
To Meet in Capital 


INDIANAPOLIS. — Washington 
will be the scene of the Automotive 
Engine Rebuilders Assn.’s annual 
convention May 11-14. 


Manufacturers of automotive re- 
placement parts, machine shop 
equipment and related products are 
invited to participate by reserving 
a booth. Inquiries of manufactur- 
ers wishing to participate should 
be directed by 





. In punishing service 


Robinson’s short hauls and heavy loads ac- 


. celerate wear on body and hoist. Only the 
- best stand up! So, Robinson uses Perfection 
* Mod. 354 bodies, and 827 Roll-a-lift hoists 
* which give him big job capacities and around 


the clock dependability. 
: Pays off! 
Semel 


Because Perfection stays in service—in hard 
service with no down time. Get your Perfec- 


. tion distributor’s name now! 
HYDRAULIC HOISTS AND POWERED GATES.*DUMP AND SPECIAL BODIES. 








AERA Headquar-| 














ters, 901 Roosevelt Building, In- 
dianapolis 4, Ind. 

Convention theme is: “Stay on 
Top with a Modern Shop.” Those 
in attendance will hear leaders in 
the industry tell how to operate a 
profitable and modern shop. Tech- 
nical tips and shop kinks will be 
offered in addition to the panel dis 


cussions on pertinent subjects. 
* * * 


Acme Says Acrylic Lacquers 


Wear Longer, Curb Fading 


DETROIT.—New acrylic lacquers 
which require no polishing or wax- 
ing for two years are now avail- 
able to dealer shops and independ- 
ent garages, according to Acme 
Quality Paints, Inc. 

Acme said the lacquer is avail- 
able in standard and custom colors. 
The finish has a metallic sheen, 
offers longer life and virtually 
eliminates fading, blistering and 
chalking, the firm said. 


Walker Sets Up 
Muffler Shops 


RACINE, Wis.—As part of its 
“golden anniversary” sales and 
merchandising program, Walker 
| Mfg. Co. of Wisconsin has an- 
| nounced development of a nation- 
| wide chain of muffler installation 
| specialty shops sponsored through 
its distributors. 
| The Walker certified exhaust sys- 
tem service includes a uniform sta- 
|tion identification which will be 
|nationally advertised to the car 
|}owner. The service man is pro- 
| vided with a complete installation 
| manual, the special tools necessary 
for fast installation and other mer- 
| chandising and sales helps. 





Division to Handle 
‘Work on Missiles 


DETROIT.—Formation of a Mis- 
| sile division has been announced by 
|Chrysler Corp. which has been 
}associated with the Redstone mis- 
|sile program since 1952 and with 
the Jupiter program since 1956. 

The firm was awarded a $52- 
|million contract for the production 
of Redstone and Jupiter missiles on 
| Jan. 4. 
| The new division will be respon- 
sible for Chrysler Corp.'s participa- 
tion in development, engineering 
|} and production in the Redstone and 
Jupiter programs, according to T. 
F. Morrow, vice-president and 
| group executive-defense and special 
products for Chrysler Corp. 

Morrow said Irving J. Minett will 
| be the group executive in charge of 
the new missile division, and will 
| continue to direct the Defense Op- 
| erations division. 

Minett has appointed C. Allan 
Brady as general manager of the 
Missile division. Brady has been 
operating manager of Chrysler mis- 
sile operations for two years. He 
joined Chrysler Corp, in 1926. 


Mercedes Staging 
Big Show in West 


LOS ANGELES.—The largest 
showing of Mercedes-Benz auto- 
mobiles ever held in the West is 
underway at more than 50 
Mercedes-Benz dealers and associ- 
ate dealers in Southern California, 
Arizona and Clark County, Nev., 
according to Carl V. Waltzer, sales 
manager for Studebaker-Packard’s 
Los Angeles zone. 

As part of a nationwide Salon- 
Caravan Mercedes-Benz display, 
the entire line of M-B automobiles 
will be shown and demonstrated to 
more than 50,000 prospects, Waltzer 
estimated. 

“Sales have been increasing at 
the rate of 25 percent per month 
in these areas with demand un- 
diminished,” said Waltzer. 


McClellan Opens Doors 
Tom McClellan, Inc. (DeSoto- 
Plymouth), has opened at 2405 

Youree Drive, Shreveport, La. 
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To Bar Serious Reactions .. . 


Changes in Economy 
Demand Care, Time 


By Kenneth C. Kelley Jr. 
Staff Writer 


4 lp way that the U. S. provides 
capital for its businesses and 
the way those businesses handle 
their money have come in for con- 
siderable discussion in the last two 

months. 
The amount of money that is put 
into capital expansion, wages, prof- 
its, taxes, deprecia- 


tion charges and 

— credit is at best in 
delicate balance 

Finance under the economic 


, system used in the 
U. S. At times, it is out of balance. 

Keith Funston, president of the 
New York Stock Exchange, has 
called for changes in Government 
policies governing the capital 
market, saying the nation must 
have a healthy capital structure to 
meet the Soviet threat. 

The United Auto Workers and 
other unions have been calling for 
changes in the way businesses cut 
up their income, saying that con- 
gumers need increased purchasing 
power to stem the recession. 

There has been strong pressure 
for changes in depreciation regu- 


Some of these programs may 
have merit. The trouble is that, if 
any one of them were adopted, it 
might cause as many problems as 
it solved. 

The conclusion is that great care 
must be exercised in making any 
changes in the economic balance to 
guard against creation of new 
problems and that any changes 
must be introduced gradually. 

> 


Results of Budget Cutting 


two-pronged conciusion 
flows from an examination of 
the economy in the last year. Little 
more than a year ago, the budget 
slashing drive got started in Wash- 
ington. 
The idea of cutting the scope of 
the Government's activities and 
thereby reducing the tax load had 
some merit. The methods used had 
less merit and, in fact, may have 
played a substantial role in touch- 
ing off the recession. 

Taking one example, the aircraft 
procurement program was cut 
back sharply and quickly- as a 
result of the economy drive. Some 
contracts were terminated and 
others were stretched out. The 


attention. The aircraft layoffs 
were different. They were rather 
large layoffs concentrated in one 
4ndustry and concentrated in the 
limited areas which have aircraft 


plants. 

The aircraft layoffs drew a lot of 
attention. A good part of the con- 
sumer hesitancy and the swing to 
increased saving that have set in 
since might be traced back to those 
aircraft layoffs. 

” 


= 
Proposals Hold Perils 
MAY of the changes in the 
economy now under discussion 
could have the same effects, if they 
are adopted too quickly and with- 
out forethought about the results. 
If businesses increase wages to 
increase consumer purchasing 
power, they will have to cut down 
the amount of income put into 
dividends and into capital expan- 
sion. 
These moves would cut down 


who work for firms which supply 
other industries with capital 


be zero. 

(It is true that business might be 
able to sell stock or issue bonds 
to cover capital expansion but 
these moves bring on a new set 
of problems. For instance, bonds 
must be repaid someday and in- 
terest must be paid until they are 


redeemed, These charges will likely 
mean increased prices and would 
tend to shrink consumer purchas- 
ing power.) 

. * 


Little Change Possible 


. plain truth of the matter is 
that there can be no net in- 
crease.in purchasing power no 
matter how business cuts up its 
income pie, there can only be 
changes in the amount of the in- 
come that goes to different groups 
of consumers. 


About the only thing that could 
be done to increase consumer pur- 
chasing power generally along the 
lines of redistributing business in- 
come would be to eliminate a part 
of the usual annual capital invest- 
ment entirely. 


wage increases. Chances are, 
however, the most of it would be 
soaked up paying for a relief pro- 
gram for those in the capital- 
goods-producing industries, at 
least in the immediate future. 
And what shape would the nation 
be in after several years of re- 
duced capital investment? 

It all boils down to one conclu- 
sion: There are no simple, quick 
remedies for reshaping the economy 
without throwing it out of balance. 

That which is to be given to one 
segment of the economy must first 
be taken from another segment. 
Changes must be made from time 
to time but they work best when 
they are the products of considered 
thought and gradual introduction. 


* * * 


Metals & Controls 
Metals & Controls Corp., Attle- 
boro, Mass., annual report subject 
to audit, 1957 vs. 1956: Profit, $1,- 
500,000 and $2,400,000; sales, $36,- 
000,000 and $33,800,000. 
* * 


Woodhill Chemical Reports 


Sales Up, Starts Expansion 
Sales of Woodhill Chemical Co., 


This money, then, would be | Cleveland, in early 1958 ran 25 per- 
price reductio: 


available for ms or 


cent ahead of the same period of 








Wolfram Awarded Plaque— 


Jack F. Wolfram, right, Oldsmobile 
general manager, receives the annual 
community service award of the Chamber 
of Commerce of Greater Lansing from 
William J. Porter jr., a former president 
of the Lansing C of C. The presentation 
was made in Minneapolis, where Wolfram 
was attending one of a series of nation- 
wide sales meetings, and the ceremony 
was transmitted by closed-circuit tele- 
vision to the Lansing Civic Center. 


last year, according to Victor Gelb, 


sales manager. 
He said the company expects 


*|by 50 percent. The company has 


begun construction of a two-floor 
manufacturing and warehouse 
building to house expanded opera- 
tions, Gelb said. 
. 


* = 


Associated Spring 
Associated Spring Corp., Bristol, 
Conn., annual report, 1957 vs. 1956: 
Profit after taxes, $2,083,952 and 


$3,351,987; sales, $47,333,635 and 
$52,261,814. 
* + > 
Sheller Mfg. 


Sheller Mfg. Corp., Portland, Ind., 
annual report, 1957 vs. 1956: Profit 
before taxes, $4,175,558 and $2,696,- 
606; sales, $42,139,499 and $41,071,- 
196. 


* * = 


Western Auto Supply 


Western Auto ‘Supply Co., annual 
report, 1957 vs. 1956: Profit before 
taxes, $13,982,424 and $11,827,826; 
sales, $217,366,164 (a record) and 
$210,288,459. 


* a” = 
Tung-Sol Electri 
Tung-Sol Electric, Inc., Newark, 


N. J., annual report, 1957 vs. 1956: 
Profit, $3,129,916 and $2,909,397; 


sales for the year to top last year' sales, $64,106,913 and $53,838,822. 








Can Socony Mobil analyze my 
\\ layout and help me set up a more 
profitable service department ? 


“easel 


ee EE reece ee 


Socony Mobil can help boost your 
service absorption in many important ways! 





How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can_advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 
. . increase volume. 


over. 


We’re ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 


And, of course, there’s our lubrication training program. We'll in- 
struct your men on the most up-to-dqte equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


personnel. 


Another reason you’re Miles Ahead with Mobil 
Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Here’s why it’s good business 
to do business with Socony Mobil 
@ You get America’s top sellers . .. Mobilgas, 
Mobiloil, Mobiloil Special! 


@ You get the help of experienced men to 
help you boost service absorption. 


@ You get expert on-the-job training for your 


@ You get the benefit of merchandising and 
lubrication knowledge unsurpassed in the 
petroleum industry. 











Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


A four-week-end campaign to 


purchase one-minute spots on 
local stations, tying into the CIT 
shows. They will be provided with 


stimulate spring auto sales will be| phonographic samples of the pro- 


launched this month by Universal 
CIT Credit Corp. on NBC Radio’s 
“Monitor” program. 

Called the largest weekend ad- 
vertising campaign in radio net- 
the series will 
feature such entertainers as 
George Gobel, Bob and Ray, 
Fibber McGee and Molly and Ed 
(Archie) Gardner. 

The project calls for 68 announce- 
ments on each of the March 21-23 
and June 27-29 weekends and 58 
announcements on each of the April 
25-27 and May 23-25 weekends. 

Also scheduled are a number of 
comedy vignettes. 

A preview of the project for 
dealers, salesmen and other in- 
dustry figures will be stagged via a 
nationwide, closed-circuit radio 
hookup from 4 to 4:30 p. m. (EST) 


Rain or shine...Protected stations 


grams to give them ideas for 
own “spots,” Universal CIT said. 

Supplementing this project will 
be a three-page announcement in 
the March 17 issue of Automotive 
News and a three-page spread in 
the April issue of Reader’s Digest, 
Universal CIT said. 

This will be Universal CIT’s first 
venture into network radio adver- 
tising, according to William L. 
Wilson, advertising and public 
relations vice-president. 

* > > 
Show-Section Splurge 

A 20-page auto show section in 
the Sunday Courier-Journal high- 
lighted the first auto show in 
Louisville in 23 years. 

The section carried 36,250 lines: 
general, 24,283, and retail, 11,967. 
Editorial content was used 


throughout. Sizteen ads were 
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from auto manufacturers. Spot 
color was on the front and back 
pages. 

The section reached 311,000-plus 
families in Kentucky and South- 
ern Indiana. 

* > = 


Rambler Dealers on TV 


The Denver Area Rambler Deal- 
ers Assn. has contracted to sponsor 
a weekly television show on KLZ- 
TV. The show, “Decoy,” stars 
Beverly Garland. 


+ > + 


Right From the Showroom 


Special broadcasting equipment 
was built by Radio Station WBTM, 
Danville, Va. for broadcasting from 
local dealerships during new-car 
introductions. 

WBTM disk jockeys broadcast 
eight hours daily for two days from 
each of the following dealerships: 
Harville Motor Co. (Rambler), 
Wyatt Chevrolet Corp. Wyatt 
Buick Sales Co., R. L. Hall Motors 
(Imperial-Chrysler-Plymouth), 
Crowell Edsel Sales, Little Pontiac 
Corp., Shelton Witlli«. Inc. (Lincoln- 
Mercury), and Long Ford Sales. 


> > * 


Guide-Book Editor Retires 


Recording & Statistical Corp., 
New York, announced the retire- 


ment of Bernice Mendelson, editor 
of its guide book publications. She 
was succeeded by John A. Palmer, 


formerly regional manager for 
Dealer’s Aids Co., Los Angeles. 
: * = 


Cadillac Promotes Merriott 


Clifford D. Merriott has been 
appointed public relations di- 
rector for Cadil- 
lac. 

Merriott, whose 
appointment is 
effective March 
1, will succeed 
Warren R, Jolly- 
more, who has 
been named to 
the General Mo- 
tors central office 
public relations 

p staff. He became 
C, D. Merriott a member of the 
Cadillac public relations department 


in 1953. 
* * « 


Postal Rate Hike Asked 


Immediate postal rate increases 
have been recommended to Con- 
gress by the Chamber of Com- 
merce of the United States. 

While the chamber did not 
Propose specific rates, it asserted 
that the five-cent rate for first- 
class, nonlocal mail, recommended 





pump more gallonage...sell more TBA 


Motorists just naturally prefer to pull into a sta- 
tion like this. Regardless of the season or the 
weather they can drive in and get out of their cars 
in comfort under a protective canopy. And when 
they do, gallonage goes up and TBA sales in- 
crease. You avoid those depressing, foul-weather 


sales slumps. 


Protected stations offer other advantages over 
“Open” stations. Employees can work faster, more 
efficiently—render better service because they, 
too, are protected from the weather. Valuable 
equipment lasts longer, requires less mainte- 
nance because it is sheltered. 

Profitable stations like this can be built eco- 
nomically with mass-produced Butler building 


am. 


1 Prowse” 


Manefacturers of Buildings « 


Oil Equipment © Farm Equipment 


© Dry Cleaners Equipment ¢ 


components. Pre-engineered Butler structural 
frames and roof panels eliminate costly design 
and custom fabrication work. They are precision 


made to permit fast erection. 


The versatile Butler Building System that cre- 
ated this distinctive service station, is the same 
system of building that the oil industry has used 
to build fire-safe, weathertight offices, ware- 
houses and garages economically—from Canada 


to the Gulf of Mexico. 


For full details on how to build protected stations like 
this, that attract more business, enable you to operate 
more profitably the year ‘round, contact your Butler 
Builder. He’s listed in the Yellow Pages under ‘‘Build- 
ings” or “Steel Buildings.” Or write direct. 


Outdoor Advertising Equipment °¢ 


BUTLER MANUFACTURING COMPANY 


7432 East 13th Street, Kansas City 26, Missouri 


Custom Fabrication 


Sales offices in Los Angeles and Richmond, Calif. « Houston, Tex. * Birmingham, Ala. * Atlanta, Ga. * Kansas City, Mo. * Minneapolis, Minn. » Chicago, Ili. * Detroit, Mich. 
Cleveland, Ohio « Pittsburgh, Pa. * New York City and Syracuse, N.Y. © Boston, Mass. * Washington, D. C. * Burlington, Ontario, Canada 





in President Eisenhower's budg-t 
message, would more nearly mect 
the goal of a balanced postal 
budget than the four-cent rate 
proposed by the House. Revenues 
from the House bill would fail 
short of the goal by an estimated 
$175 million the first year. 


* * * 


Marketing Service Set Up 


George Fry & Associates, man- 
agement consultants, has estab- 
lished a marketing-management 
service to audit and evaluate ad- 
vertising programs and procedures 
and to analyze operational effec- 
tiveness of sales promotional and 
merchandising plans of consumer 
products and industrial manufac- 
turers. 

+ * + 


Ad’s ‘Out of This World 


Kudner Agency, Inc., claims it 
had the Sputnik idea before the 
Russians. A Fisher Body ad built 
around the Sputnik theme was 
created last July for February 
publication, the firm said. It fea- 
tures a Fisher body zooming 
through space. 


British Firms Name P O 


The appointment of Betty Nolan 
as press officer of the British 
Automotive News 
Bureau in New 
York has been 
announced by Jo- 
hannes Eerd- 
mans, chairman, 
British Automo- 
bile Mfrs., Inc. 

Prior to her ap- 
pointment, Miss 
Nolan was for 10 
years press officer 
for KLM Royal 
Dutch Airlines, 
and more recently 
tions director for 
Advertising Agency. 


Hall Joins AMC 


Calvin C. Hall has joined Ameri- 
can Motors Corp. as assistant to 
the automotive advertising man- 
ager, E. B. Brogan. 

Before joining AMC, Hall spent 
a year with Mercury as supervisor 
of dealer advertising and a year 
with DeSoto as a district sales 
manager. Previously he had been a 
retail car salesman for a Detroit 
automobile dealership. 

. > = 





Betty Nolan 


was public rela- 
the Manhattan 


Cherchez La Femme! 


A special women’s campaign 
based on the creations of interna- 
tionally known dress designers for 
specific car models will be launched 
by Chevrolet early in March. V’om- 
en’s sections of selected metropoli- 
tan Sunday newspapers and wom- 
en’s magazines will be used. 


Shepherd Joins Rubbermaid 


John W. Shepherd has been ap- 
pointed advertising manager of 
Rubbermaid, Inc., 
Wooster, O. 

In 1947, Shep- 
herd joined the 
Merrel Co., as as- 
sistant sales sta- 
tistician. A year 
later he was ap- 
pointed supervisor 
of the sales de- 
partment at the 
Drackett Co., Cin- 
cinnati. In succes- 
sive promotions, 
he was made advertising depart- 
ment manager, and then became 
manager of market research and 
product development, prior to join- 
ing Rubbermaid. 

> = ” 


January Alltime High 
National advertisers placed more 
general advertising in the Chicago 
Daily News in January than in any 
— January in the paper’s his- 
ry. 


J. W. Shepherd 


= * * 


Names 


Ross C. Morgan jr.. who has 
been in charge of the Campbell- 
Ewald office in Kansas City since 
it opened in 1956, has been trans- 
ferred to the Chevrolet sales pro- 
motion department of the agency 
in Detroit. He will be succeeded 
in Kansas. City by Laurence R. 
Amos, who has been attached to 
the field co-ordination staff of the 
Detroit advertising agency. 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 


Free-Lance Inventor 


Finds Tougher Going 


7. independent inventor is fast 
disappearing from the auto in- 
dustry, according to Glenn T. Ran- 
dol, one of the most successful 
independent inventors in the indus- 
try today. 

Randol, who has made about 
$250,000 from his inventions in the 
past 25 years, said that although 
years ago there were scores of 
outside idea men, they. are becom- 
ing extinct because of the extreme 
complexity of the field today. 

He asserted, “You have to be a 
financier, designer, fence-builder 
and idea man. If you develop 
something, you have to build a 
fence around it. Seldom does the 
basic idea reach the market. It’s 
the related improvements that 
usually pay off. 

“The secret is to know the patent 
phase of inventing. My stock in 
trade is my ability to protect my 
patents from being infringed. The 
basic error that most inventors 
make in describing their invention 
is being too specific. 

“You have to cover the matter 
in broad terms. Otherwise, it’s too 
easy to get around the patent by 
just making some minor change.” 

> > * 


E SAID that most inventors 
have these four weaknesses: 
1. They don’t know patenting 
procedure. 
2. They can’t develop and inter- 
pret a patent claim. 
They can’t develop the 
proper description of their de- 


sign. 

4. Their designs lack flexibility. 

However, he said that he has 
been bringing his inventions to 
Detroit for many years and that 
he has never had a great deal of 
trouble with the automobile people. 
He did have some patent infringe- 
ment claims against GM, Ford, 
Chrysler and Borg-Warner but 
these have been fully settled 
recently. 

Under a non-exclusive licens- 
ing agreement, GM is permitted 
to use 64 of Randol’s inventions 
and Ford and Chrysler are 
authorized to use 33 of them. 
These inventions concern the 

automatic transmission, Thirty-one 

of the inventions purchased by 

GM have not yet been patented. 
> = . 


No Link to Volume 
the non-exclusive licensing 
plan, Randol collects a fiat 
sum from the factory and is per- 
mitted to license other firms to use 

the same idea. 

Randol said the factories prefer 
this method of payment and the 
inventor is not dependent upon the 


Drive Control 


For Handicapped 
Called Easy to Use 


BUFFALO.—A drive control can 
enable a handicapped person to 
operate a car in heavy traffic after 
only 15 minutes practice, accord- 
ing to Dunn Drive Controls. 

The device, controlling the ac- 
celeration and braking of the car, 
is portable, easy to install and does 
not have to be removed if others 
operate the auto, Dunn said. 

The driver control assures safer 
auto operation, the maker said, be- 
cause it requires less reaction time 
than does use of the feet. Dunn 
cited reaction tests, it says, that 
have proven the hand is 20 percent 
quicker than the foot in reflex 
actions. 

“Because it provides relief from 
leg fatigue, the drive control is 
also a valuable aid to people with 
all facilities who drive long dis- 
tances,” Dunn said. 

Dunn said the device has been 
approved by the AAA and veterans 
organizations. 





factory’s volume, as he would be 
if there was a performance clause 
in the contract. 


Randol said that he never goes 
to the drawing board until the 
idea is completed to the last 
detail in his mind. He added 
that he never develops an idea 
that he can’t fabricate. 

To show his method of operation, 
he told of his recent summons to 
Detroit by Hamill-Markus Indus- 
tries, which is manufacturing his 
current pet invention — 
a reasonably-priced power brake 

that can be installed on most cars 
in 20 minutes. 

Hamill-Markus wasn’t completely 


satisfied with the operation of the 
brake, which is called Power-Pedal. 
Randol studied the problem for 10 
minutes, then returned to his hotel 
where he watched TV and went to 
bed. 
> * * 
Y THE next morning, he had 
dredged up an old transmission 
idea which he immediately adapted 
for the brake. By noon of that day, 
a problem that had been bothering 
Hamill-Markus for weeks was 
solved. 

Randol said that his power brake 
was designed so that it could be 
energized by hydraulic pressure 
from a centralized system which 
will be common in U. S. cars in a 
few years. 

He said that this system will 
receive its energy from a “cumu- 
lator” which will be energized 
by the car’s momentum. 

Randol added that this system, 
which will power the seats, fan, 
air suspension, steering gear, radio 
antenna and any other power-using 
device, will substantially reduce 
the gas consumption of a car. 

“The foreign cars,” he said, “are 
putting pressure on the U. S. man- 
ufacturers to get more economy 





One Californian has a different 
way of collecting autographs. He 
gets celebrities to sign their 
names on his white sidewall tires 
in waterproof ink. 





in their cars. This is one way they 
can do it.” 
> * + 


New Engine Starter 


NOTHER Randol device which 
is now being studied by some 
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that automatically disengages the 
clutch when it’s pressed. 

Although most of his 125 inven- 
tions concern car transmissions, 
Randol also has patents on hydrau- 
lic valve tappets, automotive gov- 
ernors, brakes and safety razors. 
In addition, he has 56 copyrights 
on a system which he developed 
for keeping auto dealer records. 

Asked about the source of his 
inventiveness, he said, “Part of 
my imagination must be inher- 
ited from my father who was a 
highly-educated man who had a 
lot of wonderful ideas. 

“But he never sold anything. ’'m 
different. I’m very commercial. Al- 
though I have no formal mechani- 
cal background, I received a good 
fundamental education, including 
10 years of arithmatic, and several 
years of calculus, trigonometry 
algebra and geometry.” 

Randol concluded, “You can’t 
over-assess the value of what 
you’re doing. And nothing’s any 
good until you get it into those 
boxes—on the way to the con- 
sumer. Many people think that the 
idea itself does the trick. That’s 





manufacturers is an engine starter' not so.” 











LADY LAWYERS 


want Delco DC batteries. That’s why they’re so easy to sell 


Surveys made by three leading national publications prove that Delco is America’s 
No. 1 battery preference. And with good reason: Deleo Dry Charge batteries can’t 
get old before they’re sold, they’re priced right, and backed by General Motors war- 
ranties that are good all over the United States and Canada. And Delco is the most 
widely advertised battery today—on TV—“ High Adventure with Lowell Thomas,” on 
radio— Lowell Thomas Newscast, and full-page ads in Life, Look, Post, and Reader’s 
Digest. Whoever your customers are . . . doctors, lawyers, merchants, chiefs . . . the 
verdict’s the same—it’s easier to sell Deleo DC because more people know Delco DC. 


Quality built by Delco-Remy 
distributed nationally through 





General Motors leads the way—Starting with Delco Batteries 
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Across the Nation... 
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Auto Dealer Changes 


Roy Jones Edsel, 5901 E. Colfax 
Ave., Denver, has been named a 
distributor for the German Lloyd 
for Colorado, Nebraska and Wy- 
oming. The dealership will also be 
a retailer in Denver along with Bill 
Eger Motor Co., 830 Broadway. 


* * * 


Barter Motors Named 
Bill Barter Motors, 1651 Wilson 
Ave. at Jane, Toronto, has been 
named  Mercury-Lincoln-Meteor 
dealer. W. J. Barter is owner and 
manager, Ralph Wood, business 
manager and William Posivy, sales 
manager. 
+ ° * 
Chrysler for Williams 
Williams Motor Co., 1223 Water 
St., Corpus Christi, Tex., has been 
awarded a Chrysler-Imperial fran- 
chise. Frank Williams is president. 


Buick Dealer Adds Goliath 
Breaux Ballard Co. (Buick), 


a 


4 





Louisville, announced it has been 
awarded a Goliath franchise. 
+ * * 


Jones Expands Import Deal 


Herbert Jones Imported Car 
Sales (Borgward-Hillman), 1100 
W. Capitol Ave., Little Rock, 
Ark., has added a downtown 
branch at Capitol Ave. and Scott 
St. Kent Jones, brother of the 
firm’s founder, is manager. 

* > > 


Capital Acquires Edsel Deal 

Burke Edsel Co., 508-516 Lafay- 
ette Bivd., Fredericksburg, Va., has 
been taken over by Capital Motors 
and is now a Rambler outlet. 
Richard A. Schwab, part owner, is 
general manager. John B. Burke 
operated the Edsel deal. 

« > 


Miami Deal Changes Name 


The name of Ben McGahey, 
Inc. (Dodge-Plymouth), 2000 N. 
Miami Ave., Miami, has been 





changed to Jenks Dodge-Plymouth, 
Inc. New officers are E. L. Ofgant, 
president; Ben C. McGahey, vice- 
president, and R. H. Jenks, 
secretary-treasurer. 


? = * 
Power Ford Opens 
Power Ford Sales, Inc., 3945 


Archer Ave., is a new Chicago Ford 
outlet. Fred Ralph is vice-president 
and Bob Vranek sales manager. 


* * * 


Larson Opens Chevy Deal 

Harold W. Larson has opened 
Harold Chevrolet, Inc. 4208 E. 
Lake St., Minneapolis. Previously 
he had been vice-president of Lar- 
son Brothers Chevrolet, Inc., Min- 
neapolis. 

* + = 


Ramel Buys Edsel Deal 


Frank Ramel, general manager 
of Joe Strick Edsel Sales, 1004 
Burlington Ave., North Kansas 
City, Kans., has bought the dealer- 
ship from Strick. The firm has been 
renamed Ramel Edsel Sales. 

aa + . 


Dahms Buys Deal 
Ed Dahms has taken over the 
former Jack Storey DeSoto- 
Plymouth dealership at 7975 Uni- 
versity Ave., La Mesa, Calif. Dahms 
has served in sales capacities in 
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“Well, then, how much of a 
tradein will you offer me?” 





several dealerships in Southern 
California. 


Tyrholm Adds Edsel 


Tyrholm Motors & Implements, 
Inc. (Ford-Mercury), Waseca, 
Minn., has been granted a franchise 
for Edsel. 

= > 


Lucas Sells to Quigleys 


R. J. Quigley, a Dodge-Plymouth 
dealer in Monterey, Calif. from 





“| ALWAYS HAVE AIR TO SPARE 
--- I’ve Got a MIDLAND Compressor!” 


“A long grade like that’s a cinch with a Midland Compressor working for you . . . Shucks, | always have 
plenty of air for any kind of emergency — long hills or the stop and go you get in city traffic. My Midland 
Compressor keeps my air tanks full all the time.” 


Truck operators everywhere are learn- 
ing more about the merits of Midland 
Compressors from their drivers — and 
from their maintenance supervisors, 
too. Midland Compressors not only 
perform more efficiently and reliably 
— they’re easier to maintain and gen- 
erally operate for hundreds of _thou- 
sands of miles without servicing. 


Midland Compressors feature these 


big advantages: 


Greatest Efficiency — Due to patented 
automatic inlet valves built into cylin- 


der head. 


Minimum Oil Consumption — Due to 
lack of high vacuum on suction stroke. 


direct. 


Cooler Operation — Because inlet 
valves let atmospheric air circulate 
through compressor when idling, prac- 
tically eliminating carbon. 

Integral Governor—Governor mounted 
on compressor simplifies installation. 
Less Weight—A very important fac- 
tor for today’s operators. 

Reduced Maintenance — Lack of com- 
pressor oil pumping greatly reduces 
maintenance due to elimination of oil 
_and varnish deposits throughout the 
entire air brake system. 

For complete details, see your nearest 
Midland dealer — or write the factory 
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1937 to 1954, and his son, R. J. 
Quigley jr., have purchased the 
DeSoto - Plymouth dealership in 
Walnut Creek, Calif., from J. T. 
Lucas. The dealership has been 
renamed Quigley Motors. 


* * * 


Cavanaugh to Build 


Cavanaugh Bros. Motors (Hud- 
son), 62 Lowell, Manchester, N. H., 
has been granted a permit to con- 
struct a showroom and garage on 
the Daniel Webster Highway North. 


* * * 


Isetta Distributorship 


Isetta Car Imports, Inc., a dis- 
tributorship manager by Stanley 
Dickinson, has opened at 510 Union, 
Seattle. 


* * * 


Burnett Promotes 2 

J. J. Hammer has been promoted 
to fleet manager and new-car sales 
manager for Roy Burnett Motors 
(DeSoto-Plymouth), Portland, Ore., 
and T. E. Dale jr. has moved up to 
used-car sales manager. 

> * * 


European Cars Opens 
European Cars (Simca-Triumph) 
has opened at 5527 Elyria Ave. 
Lorain, O. Robert K. Ripple heads 
the firm. 
> > = 
Northside Opens Doors 
Northside Motors, Inc. (DeSoto- 
Plymouth), has opened at 1547 San 
Fernando Rd., San Fernando, Calif. 
Clyde L. Barker and Ed Shuey are 
partners. 


Rootes ‘Appoints 
17 Dealerships 


Seventeen additional dealers have 
been appointed by, Rootes Motors 
to handle Hillman and Sunbeam. 

They are: Tarratus Oldsmobile 
Co., Inc., Savannah, Ga.; Green's, 
Oskaloosa, Ia.; Twinbrook Motors, 











Inc., Waltham, Mass.; Olson Mo- 
tors, Inc., Albert Lea, Minn.; Rich 
Motor Co., St. Cloud, Minn., and 


|Dahigard Buick Corp., Flushing, 
IN. Y. 


National Service Corp., Asheville, 
N. C.; Gathings Motor Co., Char- 


j}lotte, N. C.; Hancock Buick Co., 


Columbia, S. C.; Brooks Motors, 
Casa Grande, Ariz.; Shaw Motor 
Co., Globe, Ariz. and Sport Car 
Center, Phoenix, Ariz. 

Lioyd A. Wise, Inc., Berkely, 
Calif.; S-P Motors, Albuquerque; 
Austin Imported Cars, Austin, Tex.; 
Gulf Imported Sports & Economy 
Cars, Pasadena, Tex., and Riley Mo- 
tors, Inc., Centralia, Wash. 

o > > 


U. C. Branch for Brown 


Brown Buick Co., San Francisco, 
has opened a used-car branch at 
6755 Mission St. Daly City, ac- 
cording to Ray Ely, co-owner. The 
branch, known as Southgate Motor 
Sales, is headed by Howard Dela- 
field as general manager. 


Buick Names Daneke 


Robert H. Daneke has been 
named Buick zone distributor for 
San 


DeSoto Back in Richmond 

Richmond DeSoto, Inc., has 
opened for business in Richmond, 
Va., giving the city a DeSoto dealer 
for the first time since last July. 
The firm is located at 2735 West 
Broad St. 


O’Connor in New Role 


Mike Persia No. 2 
Mike Persia Chevrolet Co. has 
opened its second branch sales lot 
at 3939 Old Spanish Trail, Houston. 
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DUMP TRAILER — A frameless dump 
trailer, said to provide a lighter weight 
unit than with conventional type trailer 
dump ovtfits, is the latest addition to 
the line of dump bodies and hydraulic 
hoists manufactured by Marion Metal 
Products Co., Marion, O. The FDT-270 is 
a 27 cubic yard capacity, 24-foot tandem 
axle body raised with a Marion 
F-715-T-180 front end telescopic hoist. 
The trailer is also available with single 
axle and in capacities and lengths to} 
permit meinem legal payloads. 

* 


New Reflective Liquid 
Introduced by 3M 


A new reflective liquid which 
makes objects brightly visible at 
night when seen from behind head- 
lights or a flashlight—but which 
looks like ordinary gray paint at 
all other times—is being marketed 
by Minnesota Mining & Mfg. Co., 
Department R8-50, 900 Bush St., 
St. Paul 6, Minn. 

Called “Reflecto-Lite” brand re- 
flective liquid, it can be brushed on 
mailboxes, trees, rocks, curbs, boats, 
trailers, step risers and any other 
object which has a rough or porous 
surface. Its brilliant nighttime ap-| 
pearance comes from the vivid re- 
flection of approaching lights. 

* > > 
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SERVICE BODIES—H. J. Holan Corp., 
4100 W. 150th St., Cleveland 11, O., has 


announced three design features in its 
program for providing stronger and 
modern-looking service bodies. The fea- 
tures are said to be a more rigid fender, 
@ rub rail that resists dinging and a 
superfiush door handle for compartments. 
Pressed into the steel side ponel, the 
fender is said to be more rigid than con- 
ventional fender beads and eliminates 
the need for stiffeners as well as pro- 
viding greater rust resistance. 


Longer-Wearing Muffler 
Is Claimed by Haviland 


Arnold Haviland Co., Defiance, 
O., announced the Thermo Flo 
muffler, which it says is designed 
to reduce internal condensations 
which are the major cause of 
muffler wear. 

Hot gases from the engine enter 
a full length tube which is vented 

. ” * 
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to all chambers of the muffler so; | 
that there is an instant, even dis-| 
tribution of heat and pressure to 
all chambers of the muffler, the 


PRODUCTS 


1958 


power-assisted steering gears. Re- 
fined to meet GM and Ford specifi- 
cations, the grease is an all- 
weather, extreme pressure 


firm says. 





DOME LIGHTS—Two lights for use as 
dome lights, step lights, or compartment 
lights have been added to its line of 
automotive lighting by R. E. Dietz Co., 
225 Wilkinson St., Syracuse 1, N. Y. Both 
lights feature the Dietz Snap-Grip lens 
which permit quick bulb change, and re- 
quires no screws or lens retainer. One 
light, listed as the No. 37 series, is 21 
candice power, mounts on any flat surface, 


| and has three holes for screws or bolts. 
| Its solid aluminum bright finish body is 
5%-inch 


in overall diameter. Height is 
1 9/16 inch. The second light is listed 
as No. 49-4 and is for use as a dome 
light, step light or compartment 
Only 1 inch in height, its overall diameter 
is 3% inch. Snop-Grip lens is Lucite. 

* * 


Plastic Wipe Marketed 


A wipe for plastics which are ex- 
posed to heat for prolonged periods 
is offered by Merix Chemical Co., 
1021 E. Fifty-fifth St., Chicago 15, 
Ill. It is said to be noncrazing and 
static-free. 


= * - 
Tire Brand Offered 
B & W Products, Inc., 46% Public 
Square, Shelbyville, Ind., says it has 
developed a low-cost product to 
brand truck and auto tires per- 
manently and reduce losses through 
theft and tire switching. Known 
as TATTOO, it is a rubber patch 
with the owner's name, serial num- 
ber or other identification die-cut 
into it. 
> > 


> 
Literature Holder 


A counter-top literature holder 
with adjustable vertical dividers for 
all sizes of give-away literature is 
manufactured by Arlington Alu- 
minum Co., 19011 W. Davison, 
Detroit 23, Mich. 

a7 


> * 
Cable Clamps Use Nylon 


A line of all-nylon cable clamps 
has been announced by Richco 
Plastic Co., 4445 West Fullerton 
Ave., Chicago 39, Ill. The clamps 
are made of du Pont’s “Zytel 101” 
nylon resin, requiring less installa- 
tion time and preventing cutting or 
shorting out of cable, Richco said. 

> * * 


Steel Shop Equipment 


A line of steel shop equipment 
has been announced by Burroughs 
Mfg. Co., 3000 N. Burdick St. 
Kalamazoo, Mich. Included are 21 
work benches, portable and semi- 
portable units, two utility carts, 


eight different styles of tool stands, 
two shop desks and a table. 
* > > 


light. | 








TRUCK BODIES—A series of improved truck bodies, designed specially for the 
automotive and trucking industries, has been introduced by the Reading Body Works, 
Inc., Reading, Pa. Extra rigidity has been added to all 18 utility models by the addi- 
tion of two full width cross-sills. General construction of the bodies, which range 
from one-half to one-ton units, is of 12, 14 and 16-gauge steel, with understructure 
of 12-gauge steel. Variable compartment and shelving arrangements provide large 
storage and load areas. Compartment capacity ranges from 35 cubic feet in half-ton 
models to 68 cubic feet in one-ton models. Overall body lengths at the floor line 
cre 78 to 108 inches. Inside floor areas range from 26 to 38 square feet. 





TOWING SADDLE—Ernest Holmes Co., 


2505 E. Forty-third St., Chattanooga 7, 
Tenn., has developed a towing saddle 
which is said to permit heavy-duty wreck- 
ers to pickup and tow large buses and 
trucks. Although primarily developed for 
use with a Holmes 650 or 850 wrecker, 
the TS-55 towing saddle may be used 
with any wrecker of suitable capacity and 
design to handle such work, 
2 s& @ 


Car Floor Protector 
Ace Rubber Products, Inc., Akron, 


|}has announced the Ace Imperial 


Front Floor Protector. It is a one- 
piece, door-to-door mat which 
covers floor boards and toe boards. 
The floor board area is covered 
with rayon carpet inserts. 

o * * 


5 Uses for Alum-O-Bond 


A “five-in-one” product, basically 
a cement, which can be used as 
paint, a sealer, an insulator and 
primer or an all-purpose adhesive, 
has been introduced by W. J. 
Ruscoe Co., Akron 1, O. It is called 
Alum-O-Bond. 

* » > 


Arndt-Palmer Introduces 


Glass-Scratch Removers 


A glass-scratch remover and 
polisher has been introduced by 
Arndt-Palmer Laboratories, Inc., 
17730 Dora St., Melvindale, Mich. 

The firm said a ready-to-use 
kit contains a 24-ounce water and 
rust-proof can of “Hydro Grind- 
ing Compound,” a felt buffer, 
three inches in diameter, and a 
buffer-storage container. It is 
easy to use and requires no 
special skill or tools, the firm 
said. 


> > +. 


Car-Washing Device 
Offered by Mark Mfg. 


“Power-Wash,” a car-washing 
tool, has been announced by Mark 
Mfg. Co., P. O. Box 191, Owosso, 
Mich. 

The device may be attached to a 
garden hose. Hollow bristles allow 
the water to flow through in power- 
ful sprays, and the soft plastic 
brush does not scratch paint or 
remove wax from the car's finish, 
the company claims. 

2 * 7 


VAC-IT Unit Vacuums Car 
In 8 Minutes, Doyle Says 


Car vacuuming is easy and fast 
with a Doyle VAC-IT unit, accord- 
ing to Doyle Vacuum Cleaner Co., 
225 Stevens St. S. W., Grand 
Rapids 2, Mich. 

Doyle said the cleaner is designed 
especially for automotive use and 
can vacuum the interior and trunk 
of an auto in eight minutes. 

* +: + 


Multi-Purpose Gear Lube 


A special lubricant for Chrysler 
“sure-grip” differentials is an- 
nounced by Kendall Refining Co., 
1177 Kendall Ave., Bradford, Pa. 
Known as NS-MP Gear Lube, the 
multi-purpose product also is the 
recommended lubricant for limited 
or non-slip axles offered by Ameri- 
can Motors, Lincoln, Studebaker- 
Packard and Willys, Kendall said. 

. * x 


Steering-Gear Grease 
Kendall Refining Co., 1177 Ken- 
dall Ave., Bradford, Pa., has intro- 
duced Kenlube C-999, a special 
semi-fluid lubricant for manual or 


lubricant said to overcome leakage 


problems and reduce wear. 
= * om 








MIRRORS—Easily adjusted “West Coast” 
truck mirrors that are said to stay in 
position on bumpiest roads and longest 
hauls are being manufactured by Coro- 
nado Mfg. Co., 1247 E. Hill, Long Beach 
6, Calif, The “‘C-All Tip N’ Tilt" mirrors 
are designed for instant horizontal and 
vertical adjustment, it is said. In addition, 
the C-Aill swing-away safety feature 
swings the mirror back against the cab in 
the event of collision with buildings, 
doors, trees, etc., preventing costly dam- 
age. The unit features either 5 by 10-inch 
or 6 by 16-inch head with double strength 
plate glass %-inch thick. 





TRAILER HITCH—Improvements in the 
lock that holds the hitch in extended 
operating position have been made in 
the “Retracto” trailer hitch, according to | 
the manufacturer, Midwest Consolidated | 
Sales, Inc., 391 Topping St., St. Paul, | 
Minn. Any tendency for the hitch to tip| 
when towing a load around a curve is | 
completely eliminated with the improved 
locking mechanism, it is claimed, Because 
the hitch is anchored to the reor cross 
member of the cor frame, as well as to 
the bumper, it is claimed that no pull or 
twist is exerted on the bumper. Because 
the ball is retracted by rotating a quarter | 





Gardner-Denver Offers 


Powered Hoist Tractor 


One man can raise, lower or move 
loads up to two tons with positive 





control with the “Hoistractor,” 
| powered hoist trolley, according to 
Gardner-Denver Co., 100 William- 


turn and sliding straight back under the 
bumper, instead of swinging under, it is 


said to be impossible for it to swing 
from side to side under load. son St., Quincy, IIL 
a ie... Powered by an axial-piston type 
Graphite Lubricant air motor, the “Hoistractor” exerts 
Gecrme F. Pettines. Inc. 1208 250-pound drawbar pull on a beam 
Locust St. Philadelphia, Pa, an-| ough a rugged a 


neoprene drive wheel, 
said, and will pull a two-ton load 
at 70 feet per minute. 

> . > 


nounces introduction of a powdered | 
graphite lubricant under the brand 
name of PETCO in container made 
of polyethylene plastic with a 
bellows-acting bottom. 


* = ” 


Tubeless Tire Valves 


Two new Valve-Pak assortments 
of tubeless tire valves for all cars, 
including 1958 models, are an- 
nounced by Dill Mfg. Co., 780 E. 
Eighty-second St., Cleveland 3. 


+ > * 


Expense Control Folder 


J. W. Decker Co., P. O. Box 93, 
Hoopeston, Ill, has designed an ex- 
pense control folder. The folder 
comes in sets of 12 for each month 
of the year. 





* > * 


Compact Alternator 


A new, compact-size alternator 
system has been announced by 
Leece-Neville Co., 1374 E. 5ist St., 
Cleveland 3. 





TRUCK RACK—Overall loading and de- 

~ «= | livery time of bakery and other food 
service trucks is said to be reduced by 

3 Molytone Greases | steel racks for trucks produced by 
Three greases developed for every | Lockhart Mfg. Corp., 6350 E. Davidson, 
type of bearing-lubrication system | Detroit 12, Mich. The racks, which are 
—“Molytone 265,” “Molytone 320”) designed to prevent the crushing of 
and “Molytone 380” have been) baked goods or other food products in 
marketed by Rocol, Ltd., Swilling-| delivery, come in sizes adaptable to most 
ton, England. | light delivery trucks and are also custom- 
* * * ized for special requirements, A locking 


Cross-Corrugated Belt | hinge in the front of the racks is de- 
: | signed to prevent the contents from being 


A new cross-corrugated belt, de-| spilled forward when the truck mokes 
signed for inclined package CON~ | quick stops or is driven over a rough 
veyors and suited for use on StEEP | stretch of road. The racks are bolted to 
inclines, has been announced by | the floor and roof of the truck. The racks 


New York Rubber Corp., 100 Park 
Ave., New York 17, N. Y. 


> * * 





come equipped with roof angles and all 


necessary hardware. 
at ee 


JEEP BROOM—The Sweepster brooms custom designed for Willys vehicles, are 


furnished with positive power hydraulic systems. Sweeping pressure is controlled by 
simple spring tension with a hand crank adjustment. Produced by Sweepster, inc., 
13900 Livernois, Detroit 38, Mich., the brooms are offered in 5, 5Y and 6-foot sizes. 
The brooms are 30 inches in diameter and have a sweeping path 12 inches less than 
broom width. . 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"57 
Apr. 


Prices of "Sis added and '49s dropped in November, 1956, Prices of '58s added and ’50s dropped in December, 1957. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week dropped $7 to $993, 
according to Automotive News’ 
index. 

All models except °5is—which 
went up $3—showed price de- 
clines. Losses amounted to $32 on 
"58s, $9 on '54s, $7 on 56s, $6 on 
"55s, $4 on ’52s, $2 on "57s and $2 
on '53s. 

Each model managed to hold 
above previously established lows. 

At a group of representative 
auctions last week, the average 
consignment reached the year’s 
high of 227.5 units, while the sales 
ratio edged down to 59.5 percent, 
the year’s low. A week earlier, 


the average consignment was 
172.7 units and the sales ratio was 


65.1 percent. 
Prices marked with an asterisk 
indicate a unit equipped with an 


automatic transmission or over- ' popGE— 





"66 = 'S7 
May 


"56 
June daly 


"87 "57 


13 
0 
ae 
4 


‘_ 


"57 





"56 
Sept. 


"57 
Nov. 


Figures alongside bars represent dollars. 


drive, and (ps) indicates power 


steering. 
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LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
ie Prices are for sale of Feb. 17.) 


Short consignment due to bad weather 
in ‘ca, but buying active.) 


BUICK—’58 Special 2-dr. Riviera, 
‘57 Super Riviera, $2,160* (ps); 
Riviera, $1,775*, $1,700° (ps). 
cial Riviera, $1,330°, °55 Special Riviera, 
$1,080*; conv., $1,075°. °51 Special 4-dr., 
$175°. 


CADILLAC—’58 Eldorado Seville, $5,900* 
(ps); (62) 4-dr., $5,600° (ps). "57 (62) 
coupe de Ville, $3,750° (ps); 2-dr., 
750° (ps), $3,525° (ps). "56 (62) sedan 
de Ville, $2,980° (ps). "55 (60) 4-dr., 
$2,100* (ps). 

CHEVROLET—'5S Impala 2-dr. Hardtop, 
$2,825* (ps); Brookwood 9 pass. station 
wagon, $2,545, $2,450°; Yeoman station 
wagon, $2,180; Biscayne 4-dr., $2,050; 
Delray (6) sedan, $1,975. '57 Bel Air (8) 
conv., $1,860; station wagon, $1,860; 4- 
dr., $1,785° (ps), $1,735°, $1,695° (ps); 
Two-ten (8) 4-dr. Hardtop, $1,760*, $1,- 
590°, $1,385°. "56 Two-ten (8) 4-dr., 
$915°. ‘55 Bel Air (8) conv., $1,125*; 
4-dr., $1,065*, $1,060, $1,025, $895°. ‘54 
Two-ten 2-dr., $610, $590, $490. "53 Two- 
ten 2-dr., $370; Bel Air 4-dr., $515. 

DeSOTO—'55 Firedome Hardtop, $1,055* 


$2,600°. 
Special 
'56 Spe- 


(ps). °52 Hardtop, $170° (ps). ‘51 Cus- 
tom 4-dr., $140°. 
56 Coronet (8) 2-dr. Hardtop, 


$3,-| 


$1,110. ‘53 Coronet 4-dr., $325. 


FORD—’58 Fairlane (8) 500 4-dr., 
$2,070. °57 Fairlane (8) 500 4-dr., $1,770° 
(ps), $1,675*, $1,620, $1,590°; Country 
sedan, $1,740* (ps), $1,710*; Custom (8) 
300 4-dr., $1,455*°, $1,395°. °56 Custom 
Country sedan, $1,320° (ps); 2-dr., $925*, 
$895, $795*, $720; Fairlane Crown Vic- 
toria, $1,235*; Main 2-dr., $570. "55 Cus- 
tom 4-dr., $830, $790; Main Ranch Wag- 
on, $695. °54 Crest 4-dr.. $750°. °53 sta- 
tion wagon, $465*; club coupe, $370. 

HUDSON—’53 Hornet 4-dr., $300. 

IMPERIAL—'55 4-dr., $1, 550° (ps). 

LINCOLN — ‘57 Premiere 2- dr. Hardtop, 
$3,225°* (ps), $2,900° (ps); 4-dr. Hard- 
top, $3,120° (ps), $2,990° (ps). "56 Pre- 
miere 2-dr. Hardtop, $2,135° (ps), $1,- 
895° (ps). 

MERCURY —'58 Monterey 4-dr., $2,705° 
(ps). "57 Monterey 2-dr. Hardtop. $2,- 
050°; 4-dr. Hardtop, $1,735. °53 Custom 
2-dr., $675°, $425. 

OBILE — '57 


$2,360°, 


(98) 2-dr. Hardtop, 
$2,550*° (ps), $2,255° (ps); (88) Super 
4-dr. Hardtop, $2,265° (ps), $2,200*° 
(ps), $2,195° (ps), $1,750°. "56 (98) 4- 
dr., $1,650° (ps); (88) Super 4-dr., $1,- 
455° (ps), $1,345° (ps). "55 (88) Super 
4-dr., $1,270°. °54 (88) Super Hardtop, 
$1,005*. °52 2-dr., $350°. "51 (88) Super 
club coupe, $270*; 4-dr., $170*, $100*. 

PLYMOUTH—'58 4-dr. Suburban, $2,825* 
(ps); Belvedere (8) 4-dr., $2,320*, °57 
Belvedere (8) 4-dr., $1,765° (ps). ‘56 
Savoy (8) 4-dr. station wagon, $1,225. 
"SS Plaza (6) 4-dr., $285. "53 4-dr., $270. 

PONTIAC —'58 Star Chief 4-dr. station 
wagon, $3,790° (ps). "57 Chieftain 4-dr., 











"57 
Jan. 


"57 "68 


Dec. 


"57 °58 
Feb. 
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$1,655*, $1,640°. ‘56 Star Chief 4-dr. 
Hardtop, $1,420° (ps); station wagon, 
$1,255°; 4-dr. sedan, $955. °55 Chieftain 


4-dr., $965°, $835°. "51 conv., $190. 
RAMBLER—’5S station wagon, $2,425. 
WILLYS—’S4 station wagon, $1,040. 
MISCELLANEOUS — ‘56 Chevrolet %-ton 

pickup, $1,060, $975*; Volkswagen 2-dr., 

$1,375. '55 Ford %-ton pickup, $690. 


DETROIT 


(Motor City Auto Auction. Sale every 

Monday. Prices are for sale af Feb. 17.) 

(Prices steady. Buyers were not very 
active due to below sero weather, Sold 
110 cars out of 222 consignments.) 

BUICK—'57 Special 2-dr., $1,875*. "55 Spe- 
cial Hardtop, $965*; club coupe, $860°. 
"54 Special 2-dr., $690°, $500; station 
wagon, $705*; Century sedan, $550°. ‘53 
Special 4-dr., $415°*, $270. ‘52 Special 
2-dr., $250°. 

CADILLAC—'57 (62) sedan, $3,100* (ps). 
"5S (62) sedan, $2,060° (ps), 2 at §$1,- 
800° (ps), $1,050° (ps). 

CHEVROLET—'57 station wagon, $1,845* 
(ps); Bel Air club coupe, $1,665° (ps), 
$1,585° (ps); Two-ten 2-dr., $1,100; One- 
fifty 2-dr., $985. "56 Bel Air Sport coupe, 
$1,170°. ‘55 Bel Air club coupe, $900, 
$900°, $875°; Two-ten club coupe, $775, 
$715, $708, $700*, $625: Delray ‘coupe. 
$645°. ‘54 Bel Air 2-dr., $550°, $505. 
$470, $450; 4-dr.. $310° (ps). '53 Two- 
ten 4-dr., $310°° (ps); station wagon, 
$550°. "52 2-dr., $315, $275°, $250°, 51 
2-dr., $200°. 

CHRYSLER—'55 Windsor 4-dr., $840°. "54 


Windsor club coupe, $420. '51 Windsor 


sedan, $150°*. 

DeSOTO—’57 Firedome Sportsman, $1,760* 
(ps). °55 Firedome clubs coupe, $895*, 
$850*, °53 Firedome sedan, $340. 

DODGE — ’55 Royal Lancer club coupe, 
$760*. °53 Coronet club coupe, $240, 
$240*, °51 club coupe, $130. 

FORD—’57 Custom 300 2-dr., $1,330°. '56 
Country sedan, $1,320° (ps); Fairlane 
2-dr., $1,040* (ps); Custom station wag- 
on, $990; Main sedan, $760. '55 Custom 
2-dr., $700*, $600; sedan, $700*, $65; 
conv., $565; Main 2-dr., $505. 54 Crest 
Victoria, $715*, $565; club coupe, $515; 
station wagon, $505. °53 Custom 2-<r., 
$430, $400; 2-dr., $370, $275. 

HUDSON—’53 Hornet sedan, $170°*. 

LINCOLN—’55 sedan, $960*. 

MERCURY—’56 Monterey 4-dr., $855. °55 
Monterey club coupe, $960*, $940 $875. 
*54 club coupe, $700*; 2-dr., $365, ¥360°. 
’53 club coupe, $465. 

OLDSMOBILE—’55 (88) club coupe, $935°*. 

PLYMOUTH—'57 Savoy sedan, $1, 645. °56 
Belvedere sedan, $1,115*. °55 Suburban, 
$655; Plaza 2-dr., $625; Savoy club se- 
dan, $635. °'54 Belvedere conv., $400*, 
$350. °53 Cranbrook club coupe, $175. 

PONTIAC—’55 Chieftain club coupe, $800*. 
’54 Star Chief Catalina, $675; 2-dr., 
$550°; Chieftain sedan, $350°. °53 2-dr., 
$215*. °51 club coupe, $200. °49 sedan, 
$105*. 

MISCELLANEOUS — '52 Chevrolet 
truck, $425. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Feb. 14.) 
(Sold 161 cars out of 213 offerings.) 


stake 


BUICK—’55 Special Riviera, $940°. ‘h 
RM 4-dr., $735* (ps); Special 4-dr., 
$605*. ‘52 Special 4-dr., $310*, $180; RM 


Riviera, $145*. 

CADILLAC—’53 coupe de Ville, $600*° (ps). 
"49 coupe de Ville, $290*. "48 (62) 4-dr., 
$255°*. 

CHEVROLET—’57 Bel Air (8) 2-dr., 
555°, $1,.530°. °56 Bel Air (8) 
$950°; Two-ten (8) 2-dr.. $795. 
Air (8) coupe, $990°; Two-ten (8) 
$815: Two-ten (6) station wagon, 
"54 Bel Air coupe, $600. ‘53 Bel 
conv., $325. "52 2-dr., $260, $200. 

CHRYSLER — ‘53 NY 4-dr., $440° (ps), 
$430* (ps). ‘52 NY 4-dr., $110° (ps) 

DeSOTO — °53 Powermaster coupe, $300*° 
(ps). 

popak—'s4 Royal 4-dr., 
$140. 

FORD—'57 Fairlane (8) 500 Victoria, $1,- 
685* (ps), $1,610° ‘56 Country sedan, 
$1,195°; Fairlane (8) Crown Victoria, 
$1,180° (ps), $1,065°; Custom 4-dr., 
$725°. "55 Ranch Wagon, $930°; Country 
sedan, $945°, $845°; Fairlane Victoria, 
$765°*; Custom 4-dr., $830°, $750, $650°, 
$590. °54 Crest (8) Victoria, $700°*; 
Ranch Wagon, $595. °53 Country sedan, 
$455; Custom 4-dr., $350, $275, $195. 

LINCOLN ‘56 Premiere coupe, $2,030* 
(ps), $1,900° (ps). "54 Capri 4-dr., $820° 
(ps); conv., $555° (ps). 

Hardtop, 


1) 


$1,- 
4-dr., 
"55 Bel 
4-dr., 
$695. 
Air 


$240. "51 4-dr., 


MERCURY—'57 Monterey 4-dr. 
(Continued on Page 36, Col. 








JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 














DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4575 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 

‘ Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 








Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





FLORIDA 
DAYTONA _ BEACH — Florida Auto 


Auction. Municipal Tues., 
11 A.M. Completely shelter. 





MARYLAND 


MICHIGAN 


NEW YORK 





BEL AIR AUTO AUCTION 
Bel Air, Md, 
subsidiary of Manheim Auto Auction 
%& Auction Checks Issued 
*& Titles Guaranteed 
— Every THURSDAY at Noon — 
Phone Bel Air, Md. 894-1580 





MICHIGAN 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ “DUAL RING" 2 lines running simultane- 
ously. 
® Conveniently located in the heart of the 
automobile world. 


@ Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
12:30 SALE EVERY WEDNESDAY 12:30 


M. D. McCollum, Vice-President and Ma 
3711 Western Road Phone CEdar 





APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday and Friday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just ' mile from Detroit City Limits 
MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 








An Ad in the Classified Section of the Automotive News 
Will Get You Quick, Satisfactory Action 











GRAND RAPIDS AUCTIONS, INC. 
On M2!i—One  Giip eae of Suanee, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








NEW JERSEY 


Crossroads of the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D. E. 


Dual Lane Sale — Every 


WEDNESDAY, 11 A.M. 


We issue auction checks, guarantee titles 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206 South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 








LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8B. Spielman 
John W. Becker 


Thruway Auto Auction, Inc. 
Route 18B Buffalo, New York 
EVERY MONDAY 


insured Checks — Insured Titles 
Fast, Accurate Market Reports 

Phone: HObart 4700 Al Clements, Owner 
~ Dealers — Land at Buffalo Air-Park, 

mi south of Buffalo Municipal Airport. 
tend surface runway - Unicom Radio. 
is only five minutes away. Call 
pick you up. 


. Auction 
us, we'll 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





CLASSIFIED WANT ADS 
BRING RESULTS 











MONTPELIER AUTO AUCTION CO. 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lone Selling 

%& Auction Checks 

% Titles Guaranteed 
Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


Issued 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 


Crossroads 
+ «+ where they meet . . . buyers 


and sellers . . . new and used car 
dealers. They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 











SLRSERSE SF 23 


oy 
tha” FG 


Now With The New RAMBLER AMERICAN... 


Rambler Dealers 
Can Sell A Car 
For As Little As 


10" A MONTH 






in sell a Rambler nm Deluxe Sedan at the full factory delivered 

pre rice, aes an Sie ost Saute Rockin a. oo and White Sidewall Tires 
ey ce charges at 6% rt yy ¥ enact, down for ag 
month This, of course, does not include freight, insura state and local tax 


We have the Product for the 


Expanding Compact Car Market... 
YOU Have the Opportunity! 


Director of Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 

Gentlemen: Will you please provide me with more complete information 

about the Rambler franchise. | understand that | am under no obligation 

and my inquiry will be held in the strictest confidence. 

Rambler Franchises also available in important Export Markets. In Canada write to: 
American Motors (Canada), Ltd., 2951 Danforth Ave., Toronto NAME___ 


ADDRESS 


ateatentntantententenetantentertetedteten 


MAIL THIS COUPON TODAY! 





ee eines ele 
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Windsor 4-dr., $305, $270. 
U d e A . Pp . mess Firedome 4-dr., $050"' (ps). Model Breakdown 
sed-Car Auction Prices mips), "86 Coronet conv, $800" (ps). '35| Of Auction Averages 


Royal Hardtop, $890*%; Coronet 4-dr., 























$745*, $705*. '53 Coronet 4-dr., $225°*. Feb., Jan., Dec., 
uate 0 Seno 2) EDSEL—'s6 Ranger Hardtop, $1,960°*. Model 1958 1958 1957 
ontinued from Page FORD—’58 Fairlane (8) 500 Victoria, $2,-| 1958.............. 828 2,946 856 
395° (ps). '57 Thunderbird, $2,430*° (ps); —_ “ 7 128 Tens 

$1,600° (ps). "56 Custom 2-dr., $1,055°. Special 4-dr., $685* (ps); Riviera, $620°*. Skyliner, $2,195* (ps), $2,170* (ps); ’ 
65 station wagon, $840, $550°. '54 2-dr.,| °53 Super 4-dr., $440*, $400* (ps); Spe- Fairlane (8) 500 4-dr., $1,810* (ps); 1,161 1,269 
$585*, $540°. °53 2-dr., $415°; coupe, cial 2-dr., $390*; RM 4-dr., $370* (ps). Victoria, $1,705*, $1,690* (ps), $1,605* 900 939 
$245°. °S2 4-dr., $350°, $315°, $190°, | CADILLAC—'58 (62) 4-dr., $4,875* (ps); (ps), $1,600* (ps); Country sedan, $1,- 1954 590 604 631 

$175. coupe, $4,810° (ps). °57 (62) conv., $3,- 755°, $1,735° (ps), $1,715°; Fairlane | *00%---++++---+--- 

NASH—’53 Statesman Country Club, $175°*. 745° (ps); coupe de Ville, $3,700* (ps), (8) 4-dr., $1,590°, $1,580*, $1,545, $1,-| 1953.............. 357 367 391 

OLDSMOBILE — '54 (98) Holiday, $805* $3,400* (ps); 4-dr., $3,400* (ps), $3,390° 450; 2-dr., $1,425°, $1,350*; Custom 2- 1952 230 236 260 
(ps). ’53 (88) 4-dr., $450°. '51 (88)| (ps). '56 Eldorado Seville, $2,985° (ps);| dr., $1,185. ‘56 Fairlane (8) Victoria,| jo..°°° 183 170 189 
Holiday, $300°. 50 4-dr., $115°. (62) coupe, $2,545° (ps); sedan de Ville,| $1,355* (ps), $1,200*, $1,185°, $1,125°,| 1951.............. 

PACKARD—'55 coupe, $685°. °53 4-dr., $2,526° (ps), $2,520° (ps), $2,450* (ps); $1,096, $1,000"; d-62., $1,208", $1,080° Overall 
210°, $160° 4-dr., $2,290° (ps). '55 (62) coupe de ps), $9 ; 2-dr., ; Custom ic- 

PLYMOUTIH._°56 Belvedere (8) coupe, $1,-| Ville, §2,140° (ps); 4-dr., $1,660* (ps),| toria, $940*, $900*; 2-dr., $875; 4-dr., Average $ 993 $1,014 $1,043 
175*. °55 Plaza (6) 4-dr., $600. '53 Cran- $1,600* (ps); (60) 4-dr., $1,990° (ps), $875, $845, $750; Main 4-dr., $835, $645. 
brook 4-dr., 2 at $160, $125. $1,880° (ps). °54 (62) coupe, $1,505* ‘55 Fairlane conv., $1,105*; Victoria, 

PONTIAC—’57 Chieftain 4-dr. Catalina, (ps). "53 (62) coupe, $495* (ps). '51 (62) $1,005, $950; Country sedan, $1,090* ’57 (98) Holiday, $2,300* (ps); (88) 
$1,675*. °55 Star Chief Catalina, $885*; 4-dr., $305°. (ps); Country Squire, $1,050* (ps), $1,- Super Holiday, $2,165* (ps), $1,915 
conv., $675*. °51 Catalina, §215*; 2-dr.,| CHEVROLET—’58 Impala 2-dr., $2,560°| 905°; Custom 2-dr., $715, $570; 4-dr.,| (ps); (88) Holiday, $2,100° (ps). '56 
$150*, $120. (ps); Bel Air 4-dr., $2,290*. °57 Bel Air $700, $690, $605. °54 Crest Victoria, (88) Holiday, $1,320* (ps). °55 (88) Su- 

RAMBLER—’'53 Station wagon, $425*. (8) station wagon, $1,905*; Hardtop, $665*, $525°; 2-dr., $425°; conv., $395°*. per conv., $1,095* (ps). 54 (98) conv., 

STUDEBAKER — ’57 Silver Hawk 2-dr., $1,805* (ps), $1,750*, $1,745* (ps), $1,- ’53 Victoria, $565*; Country sedan, $480; $950°; (88) Super 4-dr., $820°; (88) 
$1,400*, '56 Champion 4-dr., $700*, '55| 730° (ps); 4-dr., $1,640%; Bel Air (6)| conv., $465; 2-dr., $445°; 4-dr., $425°,| Holiday, $730*. ’53 (88) 2-dr., $415. '52 
Commander 4-dr., $550*. Hardtop, $1,575*; Two-ten (6) station $380, $310°, $245°. (88) 4-dr., $250°. 

MISOELLANEOUS—’'56 Ford %-ton pick- wagon, $1,455*; 4-dr., $1,300; 2-dr., $1,-| HUDSON—’55 Hornet 4-dr., $580*, $550*; | PACKARD—’54 Clipper 4-dr., $505*; 2- 
up, $900. san a Bel Air (8) conv., $1,- Wasp 4-dr., $525°. dr., $465° (ps). 

, $1,350%; Nomad, $1,350° (ps); | IMPERIAL—’57 4-dr., $2,620* (ps). , es ° 

CHICAGO 2-dr., $1,200*; 4-dr., | $1,185, $1,100* | LINCOLN—'58 Premiere Hardtop, $4,405*| "“3™"S)U oy acdr, 1.445%; Savoy (6) 2-dr., 

a (ps); Bel Air (6) Hardtop, $1,240; Del- (ps). ‘56 Capri 2-dr., $1,980° (ps). $1,250*: Plaza’ 2- dr., $1,335, °56 Belve-| 

(Arena Auto Auction. Sale every Tues- ray, $1,050. '55 Bel Air (8) Hardtop,| MERCURY —’'57 Monterey 4-dr., $1,805* dere Hardtop $1 100°: Savoy 4-dr., $1,-/ 

day. Prices are for sale of Feb. 18.) $1,035*; 2-dr., $925°; 4-dr., $890; Bel (ps). 56 Monterey Phaeton, $1,090*; 4- 005*. '55 Belvedere station wagon “$890° 
(Zero weather! We have a great de- Air (6) Hardtop, $880*, $845*; Two-ten dr., $1,080°; Montclair Hardtop, $1,000* | (ps): 4-dr.. $690*: Plaza 4-dr $375. 

mand for more sharp cars. Sold 259 cars (8) Delray, $810; 2-dr., $870*%, $770*. (ps); Custom 4-dr., $970. '55 Montclair cena Spee. dine . a = 

out of 349 consignments.) $690, $575. 54 Bel Air Hardtop $735*;| 4-dr., $710*. °54 Monterey 4-dr., $620*| PONTIAC—'5S7 Chieftain Catalina, $1,815°. 

BUICK—’58 Special 4-dr. Hardtop, $2,615*| 2-dr., $590* (ps), $575*, $465°; Two-ten (ps). ’52 Custom Hardtop, $230. 56 Chieftain 4-dr. Hardtop, $1,200°; 
(ps). ’57 Century 4-dr. Hardtop, $1,925*| 4-dr., $610, $485; 2-dr., $530°, $455*;| NASH—'56 Ambassador Hardtop, $1,205*| Catalina, $1,170°. °55 Chieftain Catalina, 
(ps); Super 4-dr., $1,910* (ps). '56 Spe-| One-fifty 2-dr., $310, $305. '53 Bel Air (ps); 4-dr., $1,105*, ’55 Statesman 4-dr.,| $940°.."54 Chieftain 2-dr., $470°; 4-dr., 
cial Hardtop, $1,350° (ps), $1,345*. '55| 4-dr., $535*; 2-dr., $306°, $295*, $255;| $520. $245; Star Chief 4-dr., $320° (ps). 
Super 4-dr., $1,000*, $905* (ps); Century| Two-ten 4-dr., $315. OLDSMOBILE — °58 (98) 4-dr., $3,910°| RAMBLER—’55 4-dr., $610, $370. '54 club 








Hardtop, $995*. '54 Century 4-dr., $820°; | CHRYSLER—'54 NY Newport, $415°. ‘53 (ps); (88) Super Holiday, $3,205* (ps). coupe, $655. 








$870. 


PORTLAND, ORE. 


(Portland Auto Auction, Inc, Sale every 
Tuesday, Prices are for sale of Feb. 15.) 
BUICK — '57 Special 2-dr. Hardtop, $1,- 

875*. °56 RM 4-dr. Hardtop, $1,650* 

(ps); Special 4-dr. Hardtop, $1,500*. ‘55 

Century 2-dr. Hardtop, $1,245*. °54 Spe- 

cial 2-dr. Hardtop, $880*. '52 Super 4-dr., 

$200*. '50 Special 4-dr., $165; RM 4-dr., 


$105*. 


CADILLAC—’'55 (62) 4-dr., $1,790* (ps). 
"52 (62) 4-dr., $785* (ps). ‘51 (62) 


coupe, $550*. 


CHEVROLET—’58 Impala (8) coupe, §2,- 
700*. ’57 Bel Air (8) Hardtop, $1,950* 
(ps); 4-dr., $1,840* (ps), 2 at $1,825* 
(ps), $1,820* (ps), $1,815* (ps), $1,800" 
(ps); 2-dr., $1,720*, $1,675*; Bel Air (6) 
2-dr., $1,720*; Two-ten (8) 4-dr., $1,- 
620*, $1,480. "56 Two-ten (8) 4-dr. sta- 
tion wagon, $1,585*; 2-dr. station wagon, 
$1,215; 4-dr, sedan, $1,345*, $1,325*, $1.- 
190, $1,175, $1,170; Delray, $1,345*; Bel 
Air (8) 2-dr. Hardtop, $1,375*, '55 Bel 
Air (8) 2-dr. Hardtop, $1,375*; 4-dr., 
$1,125* (ps); Two-ten Delray, $1,180*; 
Two-ten (6) 4-dr., $935*; One-fifty (8) 
2-dr., $720. °54 Two-ten Delray, $735, 


$675; Bel Air Hardtop, $965* (ps). 


4-dr., $180. 


$390* (ps). 


top, $445* 


at $1.800* (ps), $1,590*°; 2-dr. Hardtop 
(Continued on Page 37, Col, 1) 





DEALERS - SALESMEN Cyles helps 


—get the facts about 


Doubling Truck Usefilhess * 


from 





UNLOADING 





galore | 


ASK YOUR 


DAYBROOK 
DISTRIBUTOR 


ALABAMA — FAIRFIELD — Duncan Mig. & Equipment Co. Inc. 
ARIZONA -— PHOENIX — Western Truck Equipment Co 

ARKANSAS. LITTLE ROCK—The J. Lester Booker Company 
CALIFORNIA — FRESNO — Utility Trader Sales Co + LOS 


ANGELES — Western Body & Horst Co (Maywood); Standard 
Carriage Works « SAN FRANCISCO — Transport Supply Co 


COLORADO DENVER  Timpte Bros. Inc 
CONNECTICUT — SOUTH NORWALK Truck Equipment 


Co., inc 


FLORIDA — BRADENTON—Miller Sales. Inc, + MIAMI— 


DeBohac Truck Equipment Co. « W. PALM BEACH —DeBoliac 
Truck Equipment 


GEORGIA ATLANTA— Brooker Truck Equipment Co. 


DAHO— BOISE—Cari R. Burt Equipment Co 

ILLINOIS CHICAGO—Eriinder Equipment Corp.e¢ SPRING- 
FIELO— Capitol Traster & Body Co. 

INDIANA EVANSVILLE—Superior Welding Co. «+ FORT 
WAYNE—Hooser Truck Equipment « NOBLESVILLE — Warner 
Commercial Body, Inc. « SOUTH BEND—General Equipment 
& Machine Co. 

JOWA— DES MOINES — Weston Dump Body Co 


MANSAS OTTAWA. H & M Manufacturing Co., Inc 
MENTUCK Y —LOUISVILLE—Tom Rice. In 
LOUISIANA BATON ROUGE - Dealers Truck Equipment Co 


© SHREVEPORT — Dealers Truck Equipment Co 


MARYLAND BALTIMORE Warner Fruehaut Travier Co. Inc 
MASSACHUSETTS. BOSTON —W. F. Lacey & Sons Co 


(Medford) 


MICHIGAN _ DETROM — Scientific Brake & Equipment Co 


J. J. Lynn & Sone + GRAND RAPIDS — Aled Truck Equipment 
Co. « LANSING — Truth & Trasters Equipment Co. « SAGINAW 
Screntiic Brake & EQuipment Co 


MINNESOTA— DULUTH Lakeshore Body & Equipment Corp 


© ST. PAUL—Power Brake & Equipment, inc 


MISSOURI — KANSAS CITY —Monatco Manufacturing Corp. « 


ST. LOUIS—Steelweld Equipment Co. inc.; McCabe- Powers 
Auto Body Co.* 


MONTANA — JOPLIN — McClellan's, Inc. + MISSOULA — 


Superor Coach Sales* 


NEBRASKA - OMAHA - Omaha Body & Equipment Co. Inc 
NEW JERSEY — NEWARK—Industrial Truck Equipment 


Corp. « THOROFARE—H. A. DeHart & Son 


NEW MEXICO — ALBUQUERQUE — Timpte Bros. Inc 
NEW YORK — ALBANY - Estate of Andrew | Ronan « BUFFALO 


Unwersal Truck Equipment Corp. « NEW YORK — Ammel 
Brake Co. « J.C. Truck Equipment, inc. (Garden City Park) « 
SHERMAN —Sherman Hydraulic Co. 2 « SYRACUSE-—L. B 
Smith, inc. ¢ TROY —Howe Brothers 


NORTH CAROLINA — CHARLOTTE — Twin-States Equip 


ment Co 


NORTH DAKOTA — FARGO—Travis Bros. Body Works 
OHIO— CINCINNATI— Melvin L. Aston Welding Co. « CLEVE 


LAND— Schaefer Body, inc. « COLUMBUS — Harry J. Reynolds 
& Associates, inc. « DAYTON-Kencar Equipment Co. « 
TOLEDO— Riedy-Manner Truck Equipment Corp. « YOUNGS 
TOWN —Dentry Truck Body & Trasier Service Co 


OKLAHOMA — TULSA — Truck Parts & Equipment Co 
OREGON - PORTLAND— Utility Trailer & Equipment Co. Inc 


Aw Mac, inc.* 


PENNSYLVANIA ALLENTOWN - Allentown Brake & Whee! 


Service « CAMP HILL—L. B. Smith, Inc. « ERIE—Farm Equip 
ment Co. « HUMMEL'S WHARF —Trasico Mig. & Sales Co. « 
LANCASTER Lancaster Auto Spring Co.. Inc. « PHILADEL 
PHIA—-S. J. Eskin ¢ PITTSBURGH Barat: Brothers «+ 
WILLIAMSPORT — Servali Mactunery & Supply Corp.* 


TENNESSEE — KNOXVILLE — Post & Company, Inc. + 


NASHVILLE — Tennessee Steel Products, Inc 


TEXAS. AMARILLO—King Trailer & Equipment Co. Inc. « 


DALLAS — Texas Hydraulic & Equipment Co. inc. « EL PASO 

P & R Truck Equipment Co. « FORT WORTH - Beckman 
Trailer Sales « HOUSTON —Truck Parts & Equipment, inc. « 
SAN ANTONIO— Commercial Body Corp. « WICHITA FALLS 
—Longhorn Trasler & Body Co. 


Loading and Unioading are Big UTAH .-SALT LAKE CITY — Foulger Equipment Co 


Balduf Bakeries, Inc., Toledo, Ohio NT ee he Sone Seeg ©: 
Facto rs in Tru Cc k Tra nspo rtati on doubled the quantity of its baked foods Welding & Machine Co.; Mcithany Equipment Co., Inc.* ee 
P delverie toa 200% ‘increase in retail wee RYN corms eiere 

Daybrook Power Gate® equipped trucks solve a materials handling manpower. This cost. saving in deliveries PER 
problem (loading and euhendeas for the truck operator, in addition was accomplished by a new storewide WISCONSIN — APPLETON — Auto Body Works, Inc. « 
to making a point-to-point delivery. Therefore, truck usefulness is handling system, using Daybrook ee oe ae Gey Oh: Bate S Sem 
’ ~ lift Power Gates to load and unload = ¥ = ; 
doubled! The delivery cycle is completely mechanized. One man with delivery eabiaste, DISTRICT OF COLUMBIA — WASHINGTON — Warne 

the use of modern merchandise handling tools completes individual CANADA—Manufactured 


deliveries quicker and safer. 


DEALERS—SALESMEN ... sell modern truck delivery methods 
. . . trucks that are Daybrook Power Gate equipped. Everybody 
profits! Daybrook Truck Equipment distributors want to work with 
truck sales organizations and are fully equipped to offer sales appli- 
cation assistance, a complete line of truck equipment, installation 
and service. 
DAYBROOK Speedlift DUMP BODIES + HOISTS + POWER LOADER + POWER PACKER + POWER GATE 
DAYBROOK HYDRAULIC DIVISION + YOUNG SPRING & WIRE CORPORATION + BOWLING GREEN, OHIO 


* 








Elcombe Engmeering. Ltd ind distributed by Be: ro 
and distribu y Beaver 
lic Equipment, Ltd ntreal, Bilis Welding Shop, St. Thomas 
Edmonton Truck Body, Ltd., Edmonton; Elcombe Sales and 
Service, Kingston; Elman Motors, Ltd., Sydney; Sam Glidden 
Clinton; Kunec Machine Works, Winnipeg: Sumner Equipment 
Ltd., Toronto; Wheel & Brake Service, Ltd., Hamilton 
LW Wolsey, Port Arthur. 

SASKATOON, SASKATCHEWAN—Miine Distributors, Ltd. « 


CUBA—HAVANA— Cuban Agricultural Services, Inc. 


*indicates Power Loader distributors only. 
*windicates Power Loader and Power Gate distributor only. 
Above distributor list current at time of publication. 


MISCELLANEOUS—’55 Volkswagen 2-<r., 








03 
Bel Air 2-dr., $530; 4-dr., $495, $350; 
One-fifty 4-dr., $210, '52 4-dr., $270. ‘50 


DeSOTO—’53 Firedome 2-dr., $420* (ps), 


DODGE—’57 Coronet (8) 4-dr., $1,770*. 
’56 Custom Royal (8) 4-dr., $1,440* (ps). 
55 Royal (8) 4-dr., $995*, "54 (8) 2-dcr. 

| station wagon, $650*. '53 (8) 2-dr. Hard- 


FORD—'57 Thunderbird, $2,640*; Country 
sedan, $1,925*, $1,910*, $1,865* (ps), $1,- 
850° (ps), $1,835*; Custom 300 2-dr., 
$1,845°; Fairlane 500 4-dr. Hardtop, 2 
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sedan, $1,500*°. ‘56 (8) 4-dr. 

wagon, $1,530, $1,430, $1,425*; 

4-dr., $1,170*, 
$1,130*, $1,100°, , $1,025*; Fair- 
jane 2-dr., $1,335*; 4-dr., $1,285*; Main 
(8) 4-dr., $900°; Main (6) 2-dr., $820. 
"5S Fairlane Hardtop, $1,180° (ps); 4- 
dr., $900%; Custom (8) 2-dr. Ranch 
Wagon, $1,145*; Main (6) Ranch Wagon, 
$1,020*; 2-dr., $810, $630, $530, '54 Cus- 
tom (8) 2-dr, Ranch Wagon, $730*, 
$695*; 4-dr. sedan, A 
Ranch Wagon, $675*; Custom 2-dr., 
$400* (ps). '50 2-dr., $125°*. 

LINCOLN — '57 Premiere 2-dr. Hardtop, 
$3,450° (ps). °54 Capri 2-dr. Hardtop, 
$1,200° (ps). 

MERCURY—’57 Montclair 2-dr. Hardtop, 
$1,930*. '56 4-dr, station wagon, $1,545* 
(ps); Monterey 2-dr. Hardtop, $1,400°. 
’55 Monterey 4-dr., $1,020*. '54 Monterey 
4-dr., $570*. ‘53 Custom 2-dr., $545°. ‘51 
4-dr., $250°. 

NASH—’'56 Statesman 4-dr., $1,160°, °55 
station wagon, $775°*. 

OLDSMOBILE—’56 (88) Super 2-dr. Hard- 
top, $1,775* (ps), $1,670° (ps); 4-dr. 
Hardtop, $1,650* (ps); (98) 4-dr., $1,- 
580° (ps), $1,625° (ps); (88) 2-dr., $1,- 
565°; 4-dr., $1,400°. "55 (98) 4-dr. Hard- 
top, $1,625* (ps); 2-dr. Hardtop, $1,250° 
(ps); (88) Super 4-dr., $1,100*. '53 (98) 
Hardtop, $775* (ps). "50 4-dr., $150°, 


$105*. 
PACKARD—’53 Patrician 4-dr., $395° (ps). 
(8) 4-dr., $925°, 


'51 2-dr., $185°. 
PLYMOUTH—'55 Savoy 

$745*; Belvedere (8) club coupe, $925°; 
2-dr. Hardtop, $815*. '54 Belvedere 4-dr., 


$1,690° ; 
station 
Custom 2-dr., 


$565*. "53 Cranbrook 4-dr., $380°, $270. 

PONTIAC—’57 Chieftain (8) 2-dr. Hard- 
op, $1,875°, $1,870°. "56 Chieftain Hard- 
top, $1,450°. ‘55 2-dr. station wagon, 
$1,080. 

RAMBLER—’55 4-dr. station wagon, $1,- 
180°. 

STU DEBAKER—'58 Scotsman station wag- 
on, $1,900*. "53 Commander 2-dr., $420°*, 

. 


$395°*. 

MISCELLANEOUS—'56 Triumph 2-dr., $1,- 
815; Volkswagen 2-dr.. $1,300; Ford \%- 
ton pickup, $925*, $900; GMC ‘%-ton 
pickup, $885. "55 Chevrolet %-ton pickup, 
$675°; Ford %-ton pickup, $605; %-ton 
pickup, $575; GMC %-ton pickup, $750. 
"54 Austin Healey, $1,325. °53 Chevrolet 
%-ton pickup, $525. ‘50 Chevrolet \%-ton 
pickup, $355; Ford %-ton pickup, $400. 


LOS ANGELES 


(Harold Henry's Los Angeles Auto Auc- 
tion. Sale every Tuesday. Prices are for 
sale of Feb. 18.) 

BUICK—’'58 Century Riviera, $3,000° (ps). 
"S7 Special Riviera, $1,.825*. ‘56 Super 
Riviera, $1,500° (ps), $1,465° (ps), $1,- 
415° (ps), $1,400° (ps); Century Riviera, 
$1,360° (ps), $1,250°; Special Riviera, 
$1,240°. "55 Century Riviera, $995° (ps), 
$850° (ps); Special Riviera, $885*; 4-dr., 
$775*. '54 Special 4-dr.. $485°*. 53 Super 
Riviera, $525*, $485*; RM Riviera, $390° 


(ps). 

CADILLAC—'57 (62) coupe de Ville, $4,- 
135° (ps); coupe, $3,850° (ps), $3,785* 
(ps); 4-dr., $3,720° (ps); sedan de Ville, 
$3,650° (ps). "56 sedan de Ville, $2,950*° 
(ps), $2,.850° (ps); (62) coupe $2,590° 
(ps); 4-dr., $2,415° (ps). "55 conv., §2,- 
215° (ps). "54 (60) Special sedan, $1,710* 
(ps). ‘52 (62) 4-dr., $575° (ps): conv., 
$545; (60) 4-dr. $500°. "Sl 4-dr., $410°; 
conv., $395*. "49 4-dr., $210°, $180°, 
$170°. 

CHEVROLET—'57 $1,- 
900° (ps); Sport sedan, $1,.835° (ps); 
4-dr.. 4 at $1.750° (ps); Two-ten (8) 
2-dr., $1,505*, $1,480°; Two-ten (6) 2-dr., 
$1,350. ‘56 Bel Air (8) Sport sedan, $1,- 
555° (ps), $1,545°; Sport coupe, $1,515*, 
$1,510°; conv., $1,350°; Two-ten (8) sta- 
tion wagon, $1,445° $1.435°. $1,150; 
sedan, $1,385°; Delray, $1,270*; One-fifty 
sedan, $725. ‘55 Corvette, $1,795; Bel 
Air (8) Sport coupe, $1,400° (ps), $1,- 
245°, $1,235°, $1.115°, $1,070°, $1,035; 

v., $1,000°; 4-dr.. $950°, $900°: Two- 
ten (8) station wagon, $1,165*; Delray, 
$940; 2-dr.. $750, $685. "54 Corvette, $1,- 
275*:; Two-ten 2-dr. $580, $525; One-fifty 
2-dr., $450. '53 Bel Air Sport coupe, $575; 
4-dr.. $505, $465°, $385*; Two-ten 4-dr., 


Bel Air (8) conv., 


A new way te plead “Help Stop Death 


on the Highway” is pointed out by Rita 
Carliske, an unofficial troffic-stopper. She 
shows a Nationel Safety Council imprint 
on shipping boxes for auto floorcovers, 
which Glebe Rubber Products Corp., 
Philadelphia, introduced at the Avtomo- 
tive Accessery Mfgrs. Assn. exhibition in 
Chicago. In presenting the safety mes- 
sage, the accessory firm is taking pert in 
ce nevel public service advertising pro- 
gram developed by Stene Container Corp. 
in cooperation with the Advertising 
Council. 





2-dr., $370; One-fifty 2-dr., 
$395, $375. '51 4-dr., $260°; conv., $200°. 
*50 coupe, $200, $160*; 2-dr., $145, $125. 

CHRYSLER — '57 Windsor 2-dr., $2,220° 
(ps). °53 NY 4-dr., $560° (ps); ” Windsor 
4-dr., $375* (ps). ‘50 Windsor 4-dr., 
$210°. 

DeSOTO—’55 Custom Diplomat, $835*. 
Firedome 4-dr., $625* (ps). °53 Power 
master 4-dr., $200, 

DODGE—’57 Coronet Lancer, $1,880*. °53 
Coronet (8) 4-dr., $245*, $225°. °50 se- 
dan, $120. 

FORD—’57 Thunderbird, $2,735*; Skyliner, 
$2,375* (ps); Fairlane (8) 500 Victoria, 
$2,060* (ps), $1,950* (ps), $1,850° (ps); 
Town sedan, $1,815* (ps); Country sedan, 

$1, 825°; Del Rio sta- 

$1,700*, $1,655°. "56 

$1,385° (ps); 

$1,285°; Fairlane (8) 

, $1,165° (ps); club 
sedan, $1,135* (ps), $1,105", $1,050; 
Custom 4-dr., $925*; Main 4-dr., $705. 
’55 Thunderbird, $1,785* (ps); Country 
Squire, $1,310* (ps); Fairlane (8) Vic- 
toria, $1,110* (ps); 2-dr., $805°; 4-dr., 
$850*, $820* (ps), $730*; Ranch Wagon, 
$945*, $645; Custom 4-dr., $885°; 2-dr., 

.' 54 Country sedan, $750*; Crest 
Victoria, $745*; 4-dr., $665* (ps), $410, 
$390; Main 2-dr., $300*, ‘53 Country 
sedan, $685* (ps); conv., $280, "52 Vic- 
toria, $425; club coupe, $270; 4-dr., $175, 
$170. °51 4-dr., $225*; station wagon, 
$220; Victoria, $220, $200. 

IMPERIAL—’55 limousine, $2,500° 

LINCOLN — ‘57 Premiere coupe, 
(ps). °56 Premiere coupe, $2,035* 
*55 Capri coupe, $1,450° (ps); 4-dr., 
140° (ps). 

MERCURY—’57 Monterey Phaeton, $1,970° 
(ps). 56 Montclair coupe, $1,475*° (ps); 
4-dr., $1,400° (ps); Monterey station 
wagon, $1,455* (ps); Custom Phaeton, 
$1,250°, $1,180°. ‘55 Montclair coupe, 
$1,275° (ps), $1,225* (ps), $1,050° (ps); 
Monterey coupe, $1,025°, $955°, $900°. 
"54 Monterey Hardtop, $745* (ps); coupe, 
$700*. "51 club coupe, $300°, $160°. 

NASH—'54 Ambassador 4-dr., $430°. 

OLDSMOBILE — ‘56 (88) Super Holiday, 
$1,580° (ps); (88) Holiday, $1,410° (ps); 
(98) 4-dr., $1,495*° (ps). "55 (88) Super 
Holiday, $1,400° (ps); (98) Holiday, $1,- 
395° (ps), $1,265° (ps), $1,250° (ps); 
conv., $1,265° (ps), $1,215* (88) 
Holiday, $1,150°. °54 (88) conv., $740° 
(ps). "53 (88) Super Holiday, $585°; 4- 
dr., $330° (ps); (98) conv., *, $250°. 
"52 (98) 4-dr., $135°. "50 station wagon, 
$385°. 

PLYMOUTH—'57 Belvedere 
dan, $2,025* (ps); Sport coupe, 
Suburban, $1,990°; Plaza 4-dr., $1,280°. 
‘56 Belvedere Sport coupe, $1,150°. ‘55 
Savoy 4-dr., $700°. "54 Savoy 4-dr., $475° 
(ps). "53 Cambridge 4-dr., $285, $270. 

PONTIAC — ‘58 Chieftain station wagon, 
$2,805°. "57 Star Chief Catalina, $1,915°, 
$1,765°; 4-dr., $1,775°; Chieftain Cata- 
lina, $1,705°, $1,610°. 
Catalina, $1,355*, $1,330° (ps), $1,190°; 
Chieftain Catalina, $1,100°. ‘55 Star 
Chief Catalina, $810°; Chieftain 4-dr., 
$755*. °54 Chieftain 4-dr., $635° (ps). 
"53 conv., $225°; 4-dr., $180°. "50 4-dr., 
$100°. 

MISCELLANEOUS — ‘58 Ford Ranchero, 
$2,205*. '57 Chevrolet %-ton pickup, $1,- 
035; Ford Ranchero, $1,875* (ps); Simca 
4-dr., $1,395; Triumph roadster, $1,990; 
Volkswagen 2-dr.. $1,450. ‘56 Chevrolet 
%-ton panel, $700; Ford %-ton pickup, 
$855; Sunbeam Rapier, $1.575; Volks- 
wagen 2-dr., $1,205, $1,150. °55 Chevrolet 
%-ton stake, $915; Ford \%-ton pickup, 

. $720, $635; %-ton stake. $645*. 
"54 Chevrolet %-ton pickup, $575; Ford 
%-ton pickup, $605, $470; Courier, $555; 
Hillman conv., $535; Sunbeam conv., 
$705; Triumph roadster, $1,115. ‘53 Chev- 
rolet %-ton pickup, $540. '51 Ford %-ton 
pickup, $295; panel, $140. "50 Ford \- 
ton pickup, $300; GMC %-ton pickup, 
$200; Jaguar conv., $575. "47 Ford 1%- 
tom flat bed, $285. ‘46 Dodge 1%-ton 
stake, $285. 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of Feb. 18.) 


$505; 


1,945*, $1,840° (ps), 
tion wagon, $1,795*, 
Country sedan, $1,430°, 


$1,- 


(8) Sport se- 
$1,800° ; 


the entire sale, Sold 56 cars out of 99 


offerings.) 

BUICK—'56 Special Riviera, $1,080. ‘55 
RM Riviera, $1,050° (ps); Special 4-dr., 
$1,000°; Super 4-dr.. $965° (ps). ‘54 
Super 4-dr., $750° (ps). "51 4-dr.. $100. 

CADILLAC—'56 (62) coupe, $2,615° (ps). 
"55 (62) coupe, $1,885° (ps). °52 (62) 
4-dr., $525° (ps). 

CHEVROLET—'58 Biscayne 2-dr., $1,900°. 
"57 Two-ten station wagon, $1,780°; 4- 
dr., $1,400°; Bel Air (8) 4-dr.. $1,625° 
(ps); Bel Air (6) 4-dr., $1,625°. ‘56 
Two-ten (6) station wagon, $1,400°; 
Two-ten (8) 2-dr.. $930°, $850. "54 Bel 
Alr station wagon, $850°; 4-dr., $555; 
One-fifty 2-dr., $430°. ‘53 4-dr., $355°; 
Delray, $305. ‘51 4-dr., $125. 

DODGE—’57 Coronet (8) club coupe, $1,- 
575°. "56 Royal club coupe, $1,180*, $1,- 
175* (ps). '55 Coronet club coupe, $840*; 
4-dr., $750. '54 4-dr., $480°. 

FORD—'58 Fairlane (8) 500 Victoria, $2,- 
325° (ps). °57 Fairlane (8) 500 club 

coupe, war (ps); Custom (6) 300 2- 


dr., $1, "56 Fairlane conv., $1,200* 
(ps); Custom (8) 4-dr., $965, 55 Custom 
2-dr., $890*, $785. '54 Main’ 2-dr. $490, 
$290. °53 2-dr., $385; coupe, $220. 
LINCOLN—'56 Premiere club coupe, $1,- 
920° (ps). 
MEROURY—'55 Monterey club coupe, 


$915°; station wagon, $900°*. 
NASH—'53 4-dr., $360*. 
OLDSMOBILE—'54 (88) Super 4-dr., $775*. 
"53 (88) 2-dr., $275. 
PLYMOUTH—’55 station wagon, $760. 
a io Star Chief Catalina, $1,- 
$1,225; 4-dr., $1,115°. '55 Chieftain 
wa $760°; 4-dr., $750*, "52 2-dr., $215. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Feb. 19.) 

(Conditions resembled the blizzard of 
*88, hampering movement te practically 
® standstill, our sale was held 
as usual. This coming Wednesday's sale 
should show a brighter side of the mar- 


ket prices.) 
BUICK — '56 Century Hardtop, $1,385* 
(ps). °55 Super Hardtop, $1,215*, $1,- 
$610° (ps). 


040°. '54 Century Hardtop, 


"56 Star Chief | 





"53 oe 4-dr., 
$115 


$440°, '51 RM Hardtop, 


CHEVROLET—’56 Two-ten station wagon, | MISCELLANEOUS—’52 Willys 


$1,325*, $1,150°; Two-ten (6) 2-dr., 
025°, 2’ at $900; 4-dr., $925. 
4-dr., $720. '54 Two-ten 4-dr., 
One-fifty 4-dr., $435, 
top, $525*; Two-ten 2-dr., 
dr., $310. ’51 4-dr., 
$200. 
CHRYSLER—’52 Saratoga 4-dr., $200*. 
DODGE—’55 Royal Hardtop, $975*. '51 4- 


r., $125*. 
FORD—’57 Fairlane (8) 500 4-dr., $1,615° 


$1,- 
5S Two-ten 
$555°*; 
’53 Bel Air Hard- 
$380, '52 4- 
$215*, °50 4-dr., 


(ps); Custom 300 Ranch Wagon, $1,400. 
’56 Custom sedan, $1,035*, $955. ‘55 
Custom station wagon, $1,125* (ps); 
Main Ranch Wagon, $675, $515. '54 Cus- 
tom 4-dr., $445*, °53 4-dr., $440*; 2-dr., 
$285°. "52 2-dr., $255*, $165. 

HUDSON—'52 Hornet 4-dr., $155*. 

MERCURY — ’53 Monterey coupe, $460*, 

NASH _’51 Ambassador 4-dr., $150. 

OLDSMOBILE — ‘57 (88) 4-dr., $1,800* 
(ps); 2-dr., $1,780*. 

PLYMOUTH—'54 Savoy 4-dr., $480*, '53 
station wagon, $450. 

PONTIAC—’55 Chieftain 4-dr., $960* (ps). 


‘53 Chieftain Hardtop, $580°. 
RAMBLER —’51 station wagon, $155. 


New Commercial Car Registrations, 


12 Months’ Total, 1957-1956 


STUDEBAKER — 
$585°*. 


wheel drive, $495. 


'55 Commander 4-dr., 


Y%-ton 4- 


37 





CHRYSLER—’54 NY station wagon, $750* 


(ps). 


DeSOTO—’53 Firedome club coupe, $105*. 
FORD—’58 Custom 300 2-dr., 


$1,810*, ‘57 
Fairlane (8) 500 conv., $1, 810°, $1,770°; 
Custom 300 


FLINT club coupe, $1,475*, $1,425; 
4-dr., $1,370° $1,175. "56 Custom station 
(Flint Auto Auction, Sale every Wednes- wagon, $1, 405* , $1,300*, $1,270*; Fair- 
day. Prices are for sale of Feb, 19.) lane Victoria, $1,190* (ps), $1,040, $835, 
(Due to the sub-zero weather the con- $830*; 4-dr., $1,070*, $1, 045*, $7007 
signment was off considerably. However, Ranch Wagon, $780, '55 Fairlane 2-dr., 
the percentage was fairly 3.) $845; 4-dr., $700*; Custom 4-dr., $755, 
BUICK—’57 Special 2-dr., $1,640*, '56 Spe- $625: 2-dr., $565. ’54 Crest 2-dr., $470. 
cial Hardtop, $1,320* (ps); 2-dr., $1,120, ’52 Main 2-dr., $215; Custom 4-dr., $200, 
$1,100" en ea (ps); oo $180, 51 2-dr., $160*, $140*, 
ora, , ps). ’ pecia era, | mERCURY—’57 Commuter station wagon, 
, . *. 
pane Se oe Sao. “sh meee o.100- ahiees” Monterey Hardtop, 
ie : o © Sadr. 
cial 2-dr., 30°, $235; Super 4-dr. 00*. : 5 
CHEVROLET ot "Bel Ait a-ar’§1-705*| OLDSMOBILE — °57 (88) Holiday club 
(ps), $1,575*. °56 4-dr, station wagon, coupe, $1,825*, $1,820*. '56 (88) Super 
$1,340*, $1,280*; Bel- Air (8) Hardtop, 4-dr., $1,585*, $1,400* (ps). °55 (88) 2- 
$1,180*; 2-dr., $1,090*; Delray (6), $1,- dr., be00°; 4-dr., $900*, °53 4-dr,, $375* 
. on *. a *. ps). 
Swc-san ik ame: $1,006, jee; $985"; PLYMOUTH—’57 Belvedere 2-dr., $1,410°. 
$820; One-fifty 2-dr., $905. '55 Two-ten ’56 Belvedere club coupe, $770. '55 Plaza 
(8) station wagon, $1,080*; 4-dr., $785*, — coupe, $350, '52 Belvedere Hardtop, 
*. hed *. 7 le 
Bt Bel Air '4e’ $898. 453 station’ wag.| PONTIAC—'S6 Star Chief 4-dr., $1,290°. 
on, $450; 4-dr., $315*, 52 4-dr., $290. ’55 Chieftain station wagon, $965*; 4-dr., 
"51 4-dr., $210°. (Continued on Page 38, Col, 1) 
























































































































































Truck registrations by states 
are released here ly, as Stude- TO- 
compiled by R L. Polk repre- Reo | baker | White | Willys | Misc. | TAL 
sentatives in state capitals. 
Alabama 57| 1) 6761 45| 656 5283 1836) +1683) 486 27 29| 274 117 170| 17368 
56) | 7082| 22| 956} +5008] 2321) _—*1797|_~—S 289 23 7o| _—-228| _~—=s47|_—7|_- 18006 
Arizona 57| 3371 10} 604, 3180) %! 810 37} " 5 él 258; 302) 980 
56) 22| _576| 2262} + —«984|~—58 40 23 108 69| 289! 157| 8272 
Arkansas "57 5233 31 610) 4931) 1261; 1502) ‘101 106 a7 8 30| 13950 
56 | 6300} 34] 692) «= 4958] =—«1637) «1733 57) i 178 82) 2 12) 15805 
California 57) 1| 32622) 251) 5660) 33112) 5821; 6195 306 «163| = 645| = 29) +~—«1822| +4763) +9990 
56) 2| 33823 350} 6198} 29152) 8338) 6642) 383) 307) + —885| ~— 780| = 2518) ~—-2996| —«92374 
Colorado 57] 3881 25| 682) 4009; 1082) 1370 125) 30 89 93; 806 203; 12395 
56) 3963 45; __693|__-3013|_—-1010}_—*1204 99) 21} 108 91 806, 112) 11165 
Connecticut "57| 20; 2069 67; 576) 2150); Sol) ttI8| 245) 44 57; 239| 337) 377) 7800 
56) 18| 2634; 107) 692) 2208) 837| 1434 305 | 74 110} 347] = 429,263} = 
Delaware "57 7) 969 69 186| 60! 211 37% 84 5 15) 8! 46 40 
‘sal | 853 16} _230)_~—s617|_— 281 413 117) 1| 19 57 63 28] 36 306 
Dist. of Col. 57) 878 3] 97| 654) —Ss«é94)~=—t«éS 48 14} 3 24 58] 89; 2328 
56) | 724 3} 18! 677, 265 344) Pr 25) 7| 28 54 | 2426 
Florida yi 1} 9069 121) 1197| 9256| 1789| 2320) 632 124 190; 420) 1103) 1107) 27329 
q \| 8787 107| _1421| 8668) 2376) +2528} + —ae| ~—s 174) 285 507} 1166} —-502|_-27210 
Georgia "57 7851 85; 823) 7693) 1803) 2192) 335) 32; «120)=S«s«306) Ss 213) 21664 
"56 2| 8749 70| 1349] 8821) 2534) ~—2377| 340) 27|_219 367} 308 70| | 25233 
idaho "57 | 2006 | 2; +486| «1783)=S«s«6 3) ss "| 3) 12 21 396) 3 6424 
56) 1878) 4| _477|__ 1560|_—720|—S (886 = 53| 425) 48| 6260 
lilinois ‘s7| | 11262; 405; ~=—«eeB| 11317; 2408) S391; SiS) 75) 313) 491 645 750| 35460 
<a 11918} 456) 2255] 11034) 3206) 5947 322| 76| 361} —635|_— S54) 467|_ 37191 
indiana ¥ 1} 723i; 164) 1399) 7639) isis a 449 101 42%8| 623 ami 457| 23755 
‘ 1] 8243] —*185|_—*1520| ~—-7013|_—« 2000) 4144} = 336) 544 746, 280; 298, 25421 
lowa 57) | 4514 125; 704) ««4717|—=Ss«B02| 24%) SH 19) +97| ~=«25|—Sté=«‘i]si«i Ys 
56) 4472 125} 691| 4174) 847] 2721 28 18) 124 120 79) 204) 13603 
Kansas 57) | 4792) 53) 532| 489! 863| 1559) a7 7 Tn 131 219) 1) 13319 
56) |__ 4897) 29| 583) 4418) +1125) ~—_—*1909) 24 42 149 113 176) 69| 13534 
Kentucky 57) = 30) 717) = 1373; 1560) ~—=«13! 23 a8 125; 313 98) 14044 
: 56) | 5580 40} 908} 4330) «1701; =«1719) ~S3 39 132 142| 374 53| 1513! 
Louisiana 57) | 8793) 5é| 839) os 1298|  1872| ~—«-222| a 7 1%) 73 in| 21234 
56) | 7989) 61} 929, 6812) 1791) 1783 167 31 136 41} 273 48| 2016! 
Maine "57 | 8| 1400 6| 295| 1433) + 440! 908) 8 2 60) 3 4i8 119) 5230 
56) 7| 1688 9| 419) 1605! ~=— 661] ~— 910 85 3 87} 58} 3%) ~—si17| 6045 
Maryland 57) 35| 3605) 23|.-872|—=«3193) SAN) SCN) “ 3 ~ 178 i87| 10548 
56! 15| 3728) 18} 1004) 3362) —749|_—«149t| 286 7% 94| 206 157 107} 11293 
Massachusetts 57) 43; 3019) “| 622; 3812; «987, S645) S279 “ 57; 392) oss) “4 | 123%8 
56) 68| 3957} 134) ~—«41450| +5007} 1610} 2185) ~—572| ~——106 106} 599| 673 16869 
Michigan 57) | 10039, 228) 2559) 11305; 2298) 22%| 290 128 167; 308) +=+«721; + ~=7tt| +3050 
56) | 11980} 251} 3236) 10993) 3433) 2656! = 299) 237 517} a 449| 34987 
Minnesota 57) | 4980) 69| «899 «6017, = 980) «2425; —S—«*:37) 2%) «209 110 | 4 25; 16393 
56! | 5109) 76| _ 894 +5265! 1413! ~—«2717| ~_—=20 53} 210, ‘128 33s! 259| 16579 
Mississippi 57) | se? | 9| 400, 4684) 1098) 1626) 4 | 106 21 145 68; 14019 
56) | 6558 5| 650] 5099) _—*1719| ~—-2035) 66) 2 164) 4 159 13) 16504 
Missouri 7 8412) 4) 814) 680) ~—sa84) = 2529 162 26; «153) S381 194| +246) 21557 
56! 8741) 91; 4179) 6485) 2307) 3011) 84) 51} 190) 421) 212) 138) 22910 
Montana 57| 2118 13) 418; «1895; —S38| 1243) 72| | 106 44 sey 159) . 7ie2 
56) 2035 2 448; 1949) = =719) ~=—«1234) 68) 17) 16 47) 93| 7332 
Nebraska "57 | 2904) 97| «-386| «2870; += 644) =SCSS2) —=« 12 5| 58 129; 209) ~=S«27)~S« 9093 
56! | 2615) %|  361| 2356)  679/ 1608) 20) 29/ e4| 158) 90} 2 | B37 
Nevada 57 | 1166) S| 131; 7) 2) 198) 9 J 68) y 28; «is9| 3084 
"56! | 931} 6| 290 722) 49] 243 27 2 94) 4| 228} 75} tt 
New Hampshire 57) 4] n° EE 219; e4t| S292) = 472|~—S—« 00 ‘| 33,33, 88) 4a) 2 
‘56 | 965 7| 289) —872|_— 350] S24) ea} St) 59) 57] S40} 3798 
New Jersey 57) 4; 6716 EE igi2| 6028 | Weil 2 2275 | a s) 7 c sm 060; (21923 
56) 163| 6324 2104; 6108; 2138) +2749} + —-736 74 150} 710} += $25 483| 22464 
New Mexico "57 | 4213 4) 445| 2 %; (O93 147 2B 72| 2) 285 | 87| 1008s 
56 | 3508 4) 416) «2215 .— 698 134 23 64) 304| 56| 8480 
New York "57 320| 12338) ~—«212 eal iam 12139 44 $407; —«1256| S34 24|~=«1122 te 2148| 46229 
"56 438| 12751| 216) 4556 4604| 7303) .159| 435 315} 1369] 1863) 1150] 49602 
North Carolina 57) 8204 es) Si) ‘sail 1726} 1913) +730 ie) 1% 2) a 175) 21065 
"56! 857! 146} 1207| 7231; ~—-2094 ms! 595 262} 370) 298 87| 23118 
North Dakota "7 | 1475 J 298; 175! 320;.—«1187) | | 6 H él | «Sie? 
"56 | 14il 313} 1387 373} 1153} 5| 53| 5 103 14) 4818 
Ohio "57 | 10367) 202) 2557| 12377) 2428) 4612) 183; +279) +693) ~«stoet 918) 36682 
56 | 11747 181} 2916 11973, 3094] 5464) 4] 215) 318} 1001} ~— tt 486| 3892! 
Oklahoma 57 | 6913 17| + 625| +6176) +1307) tees 112 42 % 197 188 139) 17698 
"56 6939 15| 676} 5430) 1486) 2024 19 a9 133 186 117 92| 17266 
Oregon 57) 4106 7 726| 3745) +1079) +~=«i578| ~—s 186 39 1%| 254) +686 | 13481 
"56| 4438 75| 908} 3740 1769| 2057; «173 49| 326) = 434) S901 499| 15369 
Pennsylvania "57 147| 11014 186 a i 11542) 2769) sea 1577 116) 425) 2 1666; 842) 40336 
"56 140| 12224) 255 11792| 3731; 6160! 1388 177| 490} «—«:1301]S:1744)— 459 = 
Rhode Island 57) 1} 1210 17 179, «338 2 is 3 5 éi 114 
"56! | 1079 rl 7 7 38! 9 2 27 a, 8 86 tel 3103 3103 
South Carolina 57) | 3567 | 3108; «S91 722| ol “| | 306 102; asi 
56] 3918 8} 640) 3330) 850) 841} 205 6 79 119 8! 25| 10102 
South Dakota 1372 1 277| «1505 = 1232! 2 5 44 8 = 3 $127 
"56! 1323 28; 234) 1229] 451) ~—«*1176| 9 3 = ul 65| 4788 


57| 
| 





Tennessee ‘57| 59941 4] 738 ion 1321 1723 31 al 44 Le Ne 15826 
56] 5934 1121 1843 1975} 425 ies 36| 17293 
T2MA 





Texas "57 | ff By = 4046| «6572 a 51 a oH = 
56) _ 21700| _5132| _7341 845 82; 490 758| 239 
Utah 57, r | # 390) 1603| +467 a a7 15 al a mt 187) 5486 
56 1782 426| 1272) 567] 620 53 18 62| 139] 5295 
Vermont "s7 4 800 8 155| 762) ~—=«263| S426 33 2) 3? 4 3% 2960 
"56 20| a H 186 bol 35) a 57 Hi 53 " 412 | Sl 3312 
Virginia "57 3 tos 16) 1317) 5620) 1187 1972 | 2 3 | - ed + a - a ae 18101 
"56 4| 6658 23 = 5707| 1610 ae 528 90} 208) 340 100 a 
Washington "57| “679 - _ieel el I 166 23) 150 14, 443 |S iS 
56] 4719 296 iets 176 163 135| 651 
West Virginia ‘57 | 2941 . ee 88! al nx 24 120 110 eit | “SMe 
"56 2760 4] 726| 2815| 978, 994 70 33 122 134, = 7I 9414 
Wisconsin "57 4878 31|  746| $073) 1009 al | | 31 139 173; «383)~=S=O«SN7|~«S777 
"56 5007 54] 1081| 4812} 1361] 3004) 190 48 162| 155] 343] 231) 16448 
Wyoming 57) iF 1294 a 231| 1228) +432)~«=CO6AA)(itéiD ‘| a z | | 4414 
“e 56 1249| a... _ 1084) 461 59! 21 40 32} 330 17| 4048 
12 Month's Total "57 ay a 277301! | Bas) ~"96956| 13312) 2067) 6547) 12491| 22005| 20640 
All States "56 302145| 4037 ones 263753| 108014; 13190] 2974| 98708) 15137| 23488] 12119] 894366 


“The information contained in this report has been compiled from official state documents. 
rt to the extent of the registrations’ received and tabulated at the time the report is published. 
iability by reason of inaccuracies or omissions.""—R. L, 
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exercised to insure accuracy of 
Ik & Co, cannot assume any 


R. L. Po 


Every reasonable precaution has been 
Polk & Co. 
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(6) Sport coupe, $675°*. 
on, $670; 4-dr., 
PONTIAC—’57 Chieftain Sport coupe, $1,- 
"56 Star Chief Hardtop, $1,485*; 
. '55 4-dr, station 
; Sport coupe, $1,065*; 
. , . "53 Sport coupe, $545*, 
. 52 4-dr., $270°. 
RAMBLER—’56 Custom 4-dr., 
Sport coupe, $330*. 
STUDEBAKER—’55 President 4-dr., 
WILLYS—’51 station wagon, 0. 
MISCELLANEOUS — '56 Chevrolet 
pickup, $1,060; English Ford, $545. 
Jaguar Mark VII, 
%-ton pickup, $395. 


CHICAGO 


(Greater Chicago Auto Auction. 
every Thursday, Prices are for 





’53 station wag- 





Biggest Auto Freighter 
Carries 25,000th Volvo 


LOS ANGELES—tThe M. 8. 
Hindustan, largest freighter ever 
built to handle automobiles, ar- 
rived in Long Beach last week on 
her maiden voyage with a cargo 
of 1,008 Volvos, Swedish-built 


Used-Car Auction Prices 


Chieftain 4-dr. ’ 





(Continued from Page 37) 


DODGE—’56 Custom station 

club coupe, $1,065*. 

wagon, $510*; 
° 


. 53 Chieftain 2-dr., 
$200, ’51 4-dr. 

STUDEBAKER—’53 lub coupe, $255*. 

MISCELLANEOUS — ’56 Chevrolet %-ton 
Pickup, $690. 


SEATTLE 


(South Seattle Auto Auction, Sale every 
Wednesday. Prices are for sale of Feb, 19.) 
Lots action Best sale this 
year, Sold 139 cars out of 268 consign- 


'53 station 


. "52 Chevrolet 
FORD—’58 (8) Ranch Wagon, $2,560°*. 

Thunderbird, $2,900* 
$2,020* (ps), 
, $1,880* (ps); 
Fairlane (6) 4-dr., 
Country sedan, 
Fairlane Victoria, 


Country se- 
; Fairlane (8) 
Victoria, $1,835; 


Included was the 25,000th Volvo 
to be delivered to the U. S. The 
Volvos were loaded in Gothen- 
burg, Sweden, Jan. 15. 





(Sold 254 cars out of 411 offerings.) 
BUICK — '57 RM Riviera, 
Century Riviera, 
4-dr. Riviera, $1,500* 
$1,455* (ps); 
$1,370* (ps); 
’55 Super Riviera coupe, , 
Special Riviera coupe, $1,070* 
: ‘ ; Century Riviera, $1,- 
. 54 RM Riviera, $730* 
Riviera coupe, 


.» $1,300; Two-ten 
Two-ten (8) 2-dr., 
'56 Two-ten 


. 55 Fairlane 4-dr., $980; Victoria, 
$820; Custom 4-dr., 
Ranch Wagon, $805; 4- 
"53 club coupe, 
. *52 Victoria, 
Custom 2-dr., 


) 
BUICK—’56 Special station wagon, $1,780* 
; Century station wagon, $ 
'55 Super Sport coupe, $1,290° (ps); 
$1,230° (ps). 
; Special 4-dr., 
coupe, $140. 
OADILLAC — ’54 coupe de, Ville, 


OHEVROLET 
wagon, $2,080* 


; 4-dr, sedan, $1,765°, 


$1,270; One-fifty 2-dr., 


Riviera coupe, $1,380* (ps), station wagon, 
52 RM conv., 4-dr, Riviera, $1,360* (ps). 


. *49 RM Sport 


Sport coupe, $705, $680°*, 


$325. 50 2-dr., : "55 Two-ten 4-dr., 
—'55 Hornet 4-dr., 
coupe, $195. 

— 57 Monterey . 
"55 Montclair Sport coupe, $1,230*, 
Monterey Sport coupe, $950*; 
. ‘563 Custom 4-dr., 
. . "50 club coupe, $150, $130. 
OLDSMOBILE—’56 (88) Super 4-dr. Hard- 


Super 4-dr., One-fifty (6) 
Riviera coupe, $430*; 


RM’ Riviera 


. 53 Bel Air 2-dr., 
., $385; Two-ten 2-dr., 

’51 coupe, $315*, 
CHRYSLER— 57 


Sport coupe, 6 
Super Riviera coupe, $265*; 
coupe, $265* (ps). 


'56 Two-ten CADILLAC—’58 


(62) coupe, $4,385* 
"57 (62) sedan de Ville, $3,695* (ps). 
(62) sedan de Ville, 2,650° (ps), 
'55 (62) coupe 
coupe, $1,720* 


Windsor 4-dr. 
station wagon, . 53 NY 2-dr., 
Two-ten (6) station wagon, $1,405; 2-dr., 
Sport ek $1, 085°. 


(8) Sport coupe, 


s DeSOTO—'57 Fireflite Sportsman, 
Sport coupe, 
Sport coupe, $1,265* 


Two-ten 4-dr., f 
, . on | DODGE—’57 Coronet 
<° em coupe, $845° (ps); $1,625*° (ps); 
, $745; Two-ten (6) 4~ ar, 


Sport coupe, $540, $425". 
OCHRYSLER—'5S5 NY Sport coupe, 


DeSOTO—’53 Custom 4-dr., 
coupe, $265*. 


"54 (60) Special 4-dr., 
coupe de Ville, 
coupe, $850* 


CHEVROLET—’57 Bei 


"51 Sport coupe, $375*. 
PACKARD—'55 Clipper 4-dr., 
PLYMOUTH—'57 Savoy (8) 4-dr., 
. °56 Suburban, 
; Belvedere Sport coupe, $1,320°. 
Sport coupe, $1,125*; 
"54 Belvedere 


World’ - est autemetiv 
consumer audience in the 
Petersen Automotive Grou 


® Over 4,000,000 automotive readers! 
®@ 48.3% own two or more cars! 


@ Average reader drives 6,000 miles 
farther each year than average American! 


®@ 75.4% “shop” in P.A.G. pages! 
@ 61.2% buy products by brand name! 
®@ Millions influenced by P.A.G. readers! 


coupe, $330°. 








—58 Citation coupe, 
" station wagon, $2,100° 

| FORD—’58 Fairlane (8) 500 2- dr. Victoria, 
"57 (8) Country sedan, $1,- | 


; Sport sedan, 2 $2,275* (ps). 








Sport coupe, 















ee 


oa 
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PETERSEN AUTOMOTIVE GROUP 
MAGAZINES A&C circulation 1,120,442 *World’s Largest Automotive Consumer Audience 


PETERSEN PUBLISHING COMPANY 
cr 
5959 HOLLYWOOD BLVD., LOS ANGELES 28, CALIF. © HOLLYWOOD 2-3261 

524 Book Building 


Detroit 26, Michigan 
Weodward 3-8660 


Bennett-Chaiken 
1956 Survey 


17 East 48th Street 
New York 17, New York 
Plaza 1-6690 


360 North Michigan Avenue 
Chicago 1, Illinois 
FRanklin 2-6067 


DETROIT NEW YORK CHICAGO 


lane (8) 500 2-dr. Victoria, $1,655*, $1,- 
630°, $1,595*, $1,580, $1,575*, $1,570* 
4-dr. Victoria, $1,575*, $1,455*, $1,450* 


$1,415*; Custom (8) 4-dr., $1,340*. 56 


Thunderbird, $2,190*; Country sedan, $1,- 
285*; Fairlane (8) Victoria, $1,145*, 
$1,110*; 4-dr., $1,115* (ps), $1,100* (ps), 
$1,075* (ps), $975; conv., $1,045; Cus- 
tom (8) 2-dr., $945, $900*, $775; Custom 
(6) 2-dr., $925. °55 (8) Ranch Wagon, 
$1,000*; Fairlane (8) Victoria, $00, 
$705*; Custom (8) 4-dr., $775*. '54 Crest 
(8) Victoria, $650*; Custom (8) 2-cr., 
$550*, $315; Custom (6) 4-dr., $455; 
2-dr., $260. '53 Crest Victoria, $220° 

LINCOLN—’57 Premiere Landau, $2,800* 
(ps). °56 Premiere coupe, $1,695* (ps). 
’55 Capri coupe, $1,240* (ps). '54 Capri 
coupe, $875* (ps). 

MERCURY—’57 Montclair coupe, $2,020* 


(ps); Monterey coupe, $2,025* (ps). ‘56 
Monterey coupe, $1,205*; Custom corv., 
$1,075*. °55 Monterey station wagon, 


$1,200*; coupe $970*, $760*; Custom 
2-dr., $820*; Montclair 2-dr., $770*. ‘52 
Custom 4-dr., $250. 

NASH—’'56 Statesman 4-dr., $760°, $750°. 
’53 Country Club, $240*. 

OLDSMOBILE—’57 (98) Holiday, $2,150* 
(ps); (88) Super Holiday, $2,000* (ps), 
$1,815* (ps), $1,800* (ps), $1,700* (ps); 
(88) 2-dr., $1,830° (ps). "56 (98) Holi- 
day, $1,605* (ps), $1,595*° (ps), $1,575* 
(ps); (88) Holiday, $1,380*°; 4-dr., $1,- 
250°, $1,200°, $1,125°; 2-dr., $1,150*, 
$1,100*, °55 (88) Super Holiday, $1,305* 
(ps), $1,195*; (98) 4-dr., $1,180* (ps), 
$1,175* (ps); (88) 4-dr., $1,105° (ps), 
$995*. °54 (88) Super Holiday, $1,050*; 
4-dr., $885*; conv., $825*; (88) Holiday, 
$990*, $925°*; 4-dr., $925°, $710*, $660°*. 
"53 (98) 4-dr., $475*, $455°, $295°. ‘52 
(98) 4-dr., $325°. 

PACKARD—’'57 Clipper 4-dr., $1,760° (ps). 
'55 Constellation Hardtop, "$900°, 

| PLYMOUTH’ 57 Fury (8) Sport coupe, 
$1.900* (ps); Plaza 4-dr., $1,650°; Bel- 
vedere 4-tr., $1,580°. °56 Belvedere (6) 
2-dr., $935*; Savoy (6) coupe, $845*; 
Plaza (6) 2-dr., $695. "55 Belvedere (8) 
4-dr., $855°, $800*; coupe, $780° (ps), 
760°; station wagon, $650°; Savoy 2-dr., 

720°; 4-dr., $520. °54 Belvedere conv. 
$230, ‘53 Cranbrook 4-dr., 2 at $275 

| PONTIAC '56 Star Chief Catalina, $1,- 
320° (ps); 2-dr., $935° (ps); Chieftain 
4-dr., $1,140*, "54 Chieftain conv., $510*; 
4-dr., $465°; 2-dr.. $255. ‘53 Catalina, 
$445; 4-dr., $340°, $200°. ‘52 4-dr., 
$200°. 

RAMBLER—’'55 Cross Country, $900. 
STUDEBAKER—'56 President 4-dr., $1,- 

| 055°, "53 Commander Hardtop, $385*. 


VALDOSTA, GA 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Feb. 21.) 

(Had a good sale today. The weather 
was real good today and there were lots 
of dealers here buying. Had plenty of 
geod clean cars.) 

| BUICK — '57 Special 4-dr., $1,725°. ‘56 
Special Hardtop, $1,360°; Century Hard- 
top, $1,.230° (ps). °55 Special 4-dr., $825°. 
"53 4-dr., $350; 2-dr., $260. 

CADILLAC—'58 (62) 4-dr., $4,600° (ps). 
"56 (62) 4-dr., $2,.450° (ps). ‘55 (62) 
coupe, $1,575°*. ‘53 (62) 4-dr., $855° (ps). 

| CHEVROLET—’57 Two-ten 4-dr., $1,450° 
(ps), $1,400. '56 Bel Air 4-dr., $1,200°; 
Two-ten 4-dr., $1,050°; 2-dr., $870°. ‘55 
Bel Air Hardtop, $1,025*; 4-dr., $700°; 
Two-ten 4-dr.. $450°. "54 Bel Air 4-dr., 
$600°; Two-ten 2-dr., $570. ‘53 Two-ten 
4-dr., $420°; Bel Air 2-dr., $250. 

CHRYSLER — ‘56 Windsor 4-dr., $1,400° 
(ps). "53 4-dr., $300°. 

DeSOTO—'55 4-dr., $550°. 

DODGE—'57 Coronet 2-dr., $1,400. "53 4- 
dr., $350. 

FORD—’'58 Country sedan, $2,400°; Fair- 
lane (8) 500 Hardtop, $2,370° (ps); 4- 
dr., $2,300° (ps). ‘57 Fairlane 4-dr., 
$1.630°; Custom 4-dr.. $1,370° (ps). ‘56 
station wagon, $1,360°; Ranch Wagon, 
$1,000; Custom 4-dr., $1,100°; Fairlane 
4-dr., $1,100°. °55 Country sedan, $975; 
Custom 4-dr., $775° (ps); Fairlane 4-dr., 
$915°; 2-dr.. $800°. ‘54 Custom 4-dr., 
$650°; 2-dr., $610°; Main 2-dr., $485, 
$385. ‘53 4-dr., $405. '51 2-dr., $365. 

MERCURY—'57 Monterey 4-dr. Hardtop, 
$1,825*. °56 Montclair Hardtop, $1,200°. 
"55 Monterey sedan, $1,050°. ‘54 Mon- 
terey 4-dr., $340°; coupe, $325°. ‘53 2- 
dr., $350°. "52 conv., $190°. ‘51 2-dr., 
$210. 

OLDSMOBILE— 57 (88) Hardtop, $1,800*. 
"56 (88) Hardtop, $1,435*, $1,310°. ‘55 
(88) Hardtop, $1,100° ‘54 (98) 4-dr., 
$800°. °52 2-dr., $300, $260°. 

PLYMOUTH—'57 Savoy 4- dr., $1,150°. °55 
Belvedere 4-dr., $560. "52 2-dr., $200. ‘51 
4-dr., $115. '49 4-dr., $100. 

PONTIAC—'56 Chieftain Catalina, $1,220*, 
$1,125*, $1,075° ‘55 Chieftain Hardtop, 
$775°*. 

MISCELLANEOUS—' 54 Ford \%-ton pickup, 
$470. °53 Chevrolet pickup, $260. 


FARGO, N. D. 


(Tri-State Auction Co., Inc. Sale every 
Thursday. Prices are for sale of Feb. 20.) 
(Seld 53 cars out of 90 consignments.) 

CADILLAC—'49 sedan, $105*. 

CHEVROLET—'57 Bel Air conv., $1,800* 
(ps); 4-dr., $1,775*, $1,640; Two-ten 4- 
dr., $1,580°, $1,530, $1,505; 2-dr., $1,- 
575°, $1,565*; One-fifty 2-dr., $1,450. 
56 Two-ten 4-dr. station wagon, $1,350, 
$1,300*; 4-dr. sedan, $1,075. ‘55 Two-ten 
(6) 4-dr., $855°; 2-dr., $765; One-fifty 
2-dr., $650. ‘53 Two-ten 2-dr., $430; Bel 
Air 4-dr., $475, $415. 

DeSOTO —'56 Fireflite Hardtop, $1,675* 
(ps). "53 4-dr., $230. 

FORD—'57 Custom 300 4-dr., $1,505*, 2 
at $1,475°, $1,375*; sedan, $1,465. ‘56 
Country Squire, $1,300*; Fairlane 4-dr., 
$1,190; Custom 4-dr., $1,200, $990; 2-dr., 
$845*. '55 Custom 4-dr.. $920, '54 Main 
4-dr., $405*; 2-dr., $405*; Crest Victoria, 
$695; Custom 2-dr., $605; 4-dr., $500. 
"51 4-dr., 2 at $220°*. 

HUDSON—'52 2-dr., $165. 

PLYMOUTH—'55 Plaza sedan, $605, ‘53 
club coupe, $240. 

PONTIAC—’55 Chieftain 2-dr., $785. 

STUDEBAKER — ‘56 Commander 2-<dr. 
$875. '52 Commander 4-dr., $200, 

WILLYS—'48 Jeep, $285. 

MISCELLANEOUS — '55 Chevrolet ™%-ton 
pickup, $795; Studebaker %-ton pickup, 
$740. ’53 Chevrolet %-ton pickup, $500. 
"52 Ford 2-ton truck, $505. 49 GMC 
1%-ton pickup, $265. 


ATLANTA 


(Dixie Auto Auction. Sale every Tuesday. 
Prices are for sale of Feb. 18.) 

(Cold, snow, freezing weather held con- 
signment down today as dealers stayed 
close to home, Lots of consignors were 
snow bound from up in the country. 
ee lots of buyers from further 
south showed up and bought cars right 

(Continued on Page 39, Col, 1) 
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Used-Car Auction Prices 





(Continued from Page 38) 


and left, Actually we could have sold 
plenty more of the sharp type as that is 
what seems to be most in demand... 
but spring is just around the corner and 
then we will get back in the groove.) 

BUICK—' 57 Century Riviera, $2,000* (ps), 
$2,000*, $1,900*; Super Riviera, $1,980* 
(ps); Special Riviera, $1,885*, $1,850°*; 
4-dr., $1,815*. "56 Super Riviera, $1,455* 
(ps); 4-dr., $1,415* (ps); Century Rivi- 
era, $1,425*; RM Riviera, $1,385* (ps); 
Special Riviera, $1,385* (ps), $1,385*; 
2-dr., $1,295*, $1,270*. '55 Super Riviera, 
$1,305* (ps); 4-dr., $1,150° (ps); Cen- 
tury 4-dr., $1,290* (ps); Special 4-dr., 
$1,210* (ps), $1,200* (ps), $1,185*, $1,- 
075*, $1,060°,. °54 Super Riviera, $910* 
(ps); 4-dr., $905* (ps), $800*; Special 
Riviera, $895*; Century 4-dr., $805*. °53 
Super Riviera, $595* (ps). ‘52 Super 4- 
dr., $405°. 

CADILLAC (62) coupe, $3,350* (ps); 
4-dr., $3,205*° ‘ps). ‘56 sedan de Ville, 
$2,580* (ps), $2,405* (ps); 4-dr., $2,505° 
(ps), $2,.500* (ps). °55 coupe de Ville, 
$2.035* (ps); (62) coupe, $1,970* (ps); 
4-dr., $1,970° (ps), $1,945° (ps), $1,905* 
(ps). "54 (62) 4-dr., $1,765* (ps), $1,600* 
(ps); coupe de Ville, $1,740* (ps). '53 
(62) 4-dr., $855° (ps), $745* (ps). 

CHEVROLET—’'58 Impala coupe, 2 at $2,- 
385*, $2,.365*; Bel Air Sport coupe, $2,- 
385°: 4-dr., $2,360* (ps). "57 Bel Air (8) 
4-dr, Hardtop, 2 at $1,735* (ps), $1,710* 
(ps); Sport coupe, $1,705*, $1,690*; 4-dr., 
$1,685*, $1,675°. $1,660°, $1,650°, 
535*, $1,505*, $1.405; Two-ten 4-dr, sta- 
tion wagon, $1,605*; 4-dr. sedan, $1,535°, 
$1,435", $1,410*, $1,.345*. °56 Bel Air 
Sport coupe. $1,405*, $1,390°, $1,375* 
(ps) $1,360°; 4-dr., $1,300°, $1,275*; 
2-dr $1,050; Two-ten (6) 4-dr $960 
‘55 Bel Air Sport coupe, $1,060° (ps), 
$1,060*, $1,055*; 4-dr.. $1,040*; 2-dr 
$1,.015*, $975°; Two-ten 4-dr., 
dr., $790; One-fifty 2-dr.. $620 
$975*. $655: Sport coupe, $705* 
coupe, $550*; 2-dr., $390; 4-dr., 
"49 2-dr., $165 

CHRYSLER "56 Windsor 
(ps). "55 Windsor Nassau, 

DeSOTO—"53 Firedome 
Custom 4-<dr., $300* 

DODGE—'56 Royal 4-dr. Hardtop, $1,265*. 
‘55 Royal Hardtop, $990*. °54 Coronet 
4-dr., S700° (ps) 

FORD 
2.295° 


(ps) 


‘57 


"54 4-dr 
°53 Sport 
$290. 


4-dr., $1,345* 
$1,145* (ps). 


4-dr., $310°, °52 


‘58 Fairlane (8) 500 4-dr., $2,300*, 

$2.285*, $2.250°, $2,080, $2,210* 
57 Fairlane (8) 500 Victoria, $1.- 
755° (ps), $1,610° (ps): 4-dr., $1,675* 
(ps). $1,590° (ps). $1,515* (ps); conv., 
$1.510°* ‘ps); Fairlane 4-dr $1,380° ; 


Frend Bares 
Criminal Past 


Of N.H. Dealer 


SALEM, N. H.—A Salem auto 
dealer, who became president of 
the Lions Club and established an 
“excellent” credit rating, has been 
revealed as a former convict with 
a long criminal record. 


Police said William F. Collins, 
56, has a record of 18 convictions 
in Massachusetts dating back to 
1926, including a 12 to 15-year 
sentence for armed robbery. 


His past was bared when he was 
placed on probation for five years 
and ordered to make restitution 
after pleading guilty to a charge 
of obtaining money under false 
pretenses. 

Collins was accused of taking 
$2,377.35 from the N. H. Finance 
Corp. of Manchester upon presen- 
tation of a receipted bill of sale for 
a automobile he had never re- 
ceived. 

Investigators said Collins’ record 
showed he had had similar dealings 
with at least four banks in New 
Hampshire and Massachusetts and 
with a finance company in Haver- 
hill, Mass. 

Bankers and finance company 
officials described Collins as “a very 
smooth character, a distinguished 
type and a smooth talker” whose 
automobile operation was what is 
known as “gypsy dealing.” 


Bid Error Denied 
By Edsel Dealer 


GREENWICH, Conn. — Michael 
Salvatore, president of Salvatore 
Brothers, Inc., denied that his firm 
had erred in preparing a bid for 
sale of 15 Edsels to the City of 
Greenwich or that Edsel had re- 
imbursed him for any loss. 

Salvatore said the sale was han- 
died under Edsel’s fleet-concession 
program but refused to discuss the 
deal further. The City traded in 
a similar number of 1957 models 
on the Edsels, he added. 

An Edsel spokesman told. AuTo- 
motive News that a subsidy was not 
involved but said the division had 
reimbursed Salvatore for the 
“error.” A subsidy of at least $300 
had been reported in the deal. 





For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 


$1,- | 


$855; 2-/ 


Custom 300 4-dr., $1,410, $1,390, $1,375*, 
$1,340*, $1,315*; 2-dr., $1,240* (ps). '56 
Fairlane Victoria, $1,300*, $1,270*, $1,- 
150*, $1,090*; 4-dr., $1,265*, $1,170*, 
$1,165*, $1,140*, $1,115*, $1,075*. 
Fairlane Victoria, $985*; 4-dr., $985, 
$970; 2-dr., $875*. °54 Custom 4-dr., 
$710*, $510. °53 Crest Victoria, $655* 
(ps), $505*; 4-dr., $490*, $455*. °52 Vic- 
toria, $345*. 

IMPERIAL—’ 57 Hardtop, $2,995* (ps). '56 
Hardtop, $2,400* (ps). 

LINCOLN "58 Premiere 4-dr. Hardtop, 
$4,100* (ps). 57 Premiere 4-dr, Hardtop, 


$2,765* (ps). °56 Premiere 4-dr. Hard- 
top, $1,975* (ps). °55 Capri Hardtop, 
$990° (ps). 

MERCURY — '56 Montclair Hardtop, $1,- 


360°; conv., $1,355*; Monterey 4-dr., $1,- 
340°, $1,165*; Custom 4-dr., $1,290*. '55 
Montclair 4-dr., $1,050*; Custom 4-dr., 
$985*. 54 Custom 4-dr., $500*. '53 Cus- 
tom 4-dr., $575*. 

OLDSMOBILE—’'57 (98) 4-dr. Holiday, $2,- 
300° (ps), $2,110° (ps). "56 (98) 4-dr. 
Holiday, $1,765* (ps); (88) Holiday, $1,- 
575* (ps), $1,560*° (ps), $1,555* (ps), 
$1,540* (ps). °55 (98) 4-dr. Holiday, 
$1,340* (ps), $1,330*, $1,250* (ps), 
225* (ps); (88) Holiday, $1,325*, $1,230* 


(ps), $1,160°. °54 (88) Holiday, $885* 
(ps); 4-dr., $855* (ps); (98) 4-dr., $880* 
(ps), $850* (ps). 53 (88) Holiday, $655°; 
4-dr., $645° (ps); 2-dr., $600*; (98) 
Holiday, $650* (ps). 

PONTIAC — '58 Bonneville coupe, $2,985* 


(ps). '57 Chieftain 4-dr, Catalina, §$1,- 


LOOKS LIKE ORIGINAL EQUIPMENT . . 








Standard Dash Model. A price leader with a profit! 
An excellent dash model comparable to other makes 
in every way except in its low price. 


Trunk Model. You get a shot at all the business. Mark 
IV's complete line and long list of adaptor kits gives 
Mark IV distributors business that others can't even 
try for. 





"55 | 


$1,- | 





| little unemployment. 


795* (ps), $1,760* (ps). °56 4-dr. station 
wagon, $1,275*; Star Chief 4-dr., $1,260*, 


$1,255*, $1,240*. °55 Star Chief 4-dr., 
$1,140*, $1,120*%; Catalina, $1,115*; 
Chieftain 4-dr., $1,110*, $1,105*, $1,075*, 
$1,060*, $1,060*, $1,040*, $1,020°, $990* 


(ps), $905. 

MISCELLANEOUS — '57 Ford Ranchero, 
$1,200. '56 Chevrolet %-ton pickup, $800; 
Ford %-ton pickup, $685, $655. '55 MG 
conv., $1,045; Ford %-ton pickup, $545. 
’54 Chevrolet %-ton pickup, $455, $450; 
Ford %-ton pickup, $405. °53 Ford %-ton 
pickup, $395. °52 Morris Minor 2-dr., 


$335. 
* * * 


— Auctions in Brief — 


ALBANY 
Tim Anspach Dealer’s Auto Auction. 
Sale every Monday (Feb. 18). Monday was 
the first time in almost 12 years that I 
have been unable to conduct my weekly 
auto auction. It would be ‘‘old hat’’ for 
me to tell you why it was called off; Al- 
bany and surrounding counties were under 
a state of emergency, all roads and streets 
were almost impassable, statistics show this 
is the worst snow storm and blizzard since 
the year 1915 with intense cold. I returned 
from an auction meeting in Arizona, The 
used-car business is good out there; very 
Prices, if anything, 
just a shade lower than here in the East. 

* * * 


ST. LOUIS 
St. Louis Auto Auction Barn. Sale every 
Tuesday and Friday (Feb. 11 and 14). Due 
to snow and cold weather market was slow. 
* * * 


INDIANAPOLIS 
*Ken Schaefer Auto Auction, Inc. 
every Thursday (Feb. 20). Prices remained 
steady today with a very active market 
here accounting for 164 cars sold out of 
206 consignments. 


Sale } 





| Marks Silver Anniversary— 





Jacob G. Goldenberg, center, president, Royal Sales and Service Co. (Dodge- 
| Plymouth), Chicago, receives plaque marking his 25 years in business as a Dodge 
dealer. Making the presentation is Chicago Dodge regional manager, O. D. Thomas, 
left. At right is Maurice Goldenberg, son of the longtime Dodge dealer. 





Here’s why this air conditioner pays 


PROFITS from coast to coast 


New clear through! Long low evaporator case tucks easily under new 
low dash boards — looks built in. New, positive, wide range, tempera- 
ture control. New illuminated Monitor Beacon temperature indicator. 
New air control with six louvered outlets. New, quiet, twin squirrel cage 
blowers. 
Priced for profit. Pricing, packaging, warranty allowances all are de- 
signed to give distributors and dealers a proper profit with a minimum 
investment. 
Engineered to eliminate trouble spots. The clutch is used only to 
start or stop the unit, not to regulate temperature. The exclusive Selectrol 
system controls temperature by metering the Freon flow. Thus the jar- 





VPNs eae 


cools far better! 






ring, off-and-on action of a cycling clutch—the source of much wear and 


service trouble — is eliminated. 
National sales and service. Factory trained service men coast to coast, 
over 500 distributors and service centers. 


National advertising. Now in the third year of coast to coast outdoor 


MARK IV DIVISION 


JOHN E—. MITCHELL COMPANY 


3800 Commerce Datias, Texas 


JOHN E. MITCHELL CO., 3800 Commerce St., Dallas, Texas 


I'd like information about a Mark IV distributorship or 
dealership. 


Name 
Company Name 
City 

Type of business 
We are [[] are not [7] rated in Dun & Bradstreet. 





State 








poster showings. And the big new medium planned for this year: six 
segments of MONITOR each summer week end over the nationwide 
NBC radio network. Plus free aids, co-op help on local advertising. 


NManusfactinend of 7ine Machinery fer More Than Half a Conituny 
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Vi 

tury and Super; Dynflow 
standard on Roadmaster 75 and Limited. 
Powering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 


(Copyright, ieee. ‘by Automotive News) 

ALFA Bisse —-Gueate Seer, 8. 
298; Su Spider, y in . 
$3,784; Veloce Coupe, $4,194. 1900 Super 
Sprint 


Se Cee eee crices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995, 

$680°. '53 (98) 4-dr., $305*. 

ASTON-MARTIN—DB24 Mark III cpe., 
OOADUTIN—A-36 Deluxe 2-dr. sed., $1. 
A-55 Deluxe 4-dr. sed., $2,214. 


RK EL E Y—328-c.c. roadster, $1,595 
in a ne York ($1,695 in Los Angeles. West 
is principal entry point). 

Driote “th Oe, BMW Usetiay e064: 

=, ’ 
, $1,398. (Heater standard on all 


on Empress, 

Custom 

HILLMAN—4-dr. Special sed., $1, 699; 
4-dr. Deluxe sed., $1,849; conv., $2,099 
2-dr. stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

JAGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,695 (automatic transmis- 
sion). 3.4 Liter sed., $4,460 (overdrive), 


a (automatic transmission). XK-150 
$4,475; cpe. (automatic transmission), 
$725: conv., $4,595; conv. (automatic 
Gieeceetens. $4,845. 
LLOYD — 4-pass. sed., $1,295; 4-pass. 


Port-of-Entry Prices 
On Imported Cars 


AUTOMOTIVE NEWS, MARCH 3, 1958 


Current Prices on U. S. Cars 


2-seat, 


$3,190; 
(Automatic transmission 





4-dr. 3- 


$2,055; business 


sed., $2,275; 


079; 2-dr, hardtop, $4,784; conv., $5,454; | $2,728. Corvette — hardtop cpe. or conv. ; Bermuda—4-dr. 

Sedan de Ville 4-dr. hardtop, $5,497; Coupe | (V-8 std.), $3,631. seat, $3,247. 

de Ville 2-dr. hardtop, $5,25. Eldorado— CHRYSLER — Windsor — 4-dr. sed., $3,-| standard on Corsair and Citation.) 

Seville 2-dr. hardtop, $7,500; Biarrits conv.,| 129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 

$7,500; Brougham 4-dr hardtop $13,074. $3,214; 4-dr, 2-seat stat, wag., $3,616; 4-| els. 

Sixty Speeial—4-dr. hardtop, $6,232. dr, 3-seat stat. wag., $3,803. Saratoga — 

15—8-pass. sed., $8, , limousine, | 4-dr. sed., $3,818; 4- ‘ar, hardtop, $3,955 

$8,675. (Hydra- , Power steering, | 2-dr. hardtop, $3,878, New Yorker—4- dr. $2,109; 2-dr. sed., 

power standard on all models.) sed., $4,295; 4-dr, hardtop, $4,403.50; 2-dr, | $1,967. Fairiane—4-dr. 
OHEVROLET — (Prices are for six-| hardtop, $4,346.50; conv., $4,760.50; 4-dr. 

cylinder models. For V-8s, add $107.) Del- | 2-seat stat. wag., $4,868; 4-dr. 3-seat stat, | hardtop, $2,354.12. F 


ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
util. $2,013. Biscayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed. $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr 

Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman. $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 


wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 
CONTINENTAL—4-dr,. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283, (Turbe-Drive, steer- 
ing, power brakes standard on all models.) 
DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50; 4-dr. 2- 
seat stat. wag., $3,266; 4-dr, 3-seat stat. 
wag., $3,408. Firedome——4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- | 945; 4-dr. 
177.50; conv., 88.50, Firefiite —4-dr. | $4,838.50. 
sed., $3,582.50; 4-dr, hardtop, $3,731; 2-dr. | hardtop, 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat | COnv., 
stat, wag., $4,030; 4-dr. 3-seat stat. wag., 968.50; 
$4,172. Adventurer—2-dr, hardtop, $4,071; | Filte, 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 
DODGE — Coronet Six —4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coronet V V-8—4-dr. sed., ae: 
2-dr. sed., $2,556.25; 4-dr. hardtop, $2,764 
2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. Custem 
-dr. sed., $3,030; 4-dr, hardtop, 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr. hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
~ oe te ’ a Sierra, $3,034.75; 
300-D hardtop.) rT. 3-sea' rra, 176.25; 4-dr. 2-seat 
METROPOLITAN — 2-dr, hardtop, $1,- ——— Sierra, ima 4-dr. 3-seat Cus- 
626.10; conv., $1,650.10. EDGELDeneer i- . 
MG—MG ‘‘a”—roadster (disk wheels),| ar" sed. $2019; ddr handton”’ $e 61s, 
$2,462; roadster (wire wheels), $2,546;|/o.4; hardtop, §2,593 wee—t'as ana. 


cpe. (disk wheels), $2,695; cpe. (wire . 
wheels), $2,785. Magnette—4-dr. sed., $2,- on Gnsee’ a Se: aér. hasé- 


740. ¢ standard on Magnette.) ha =~ 
MORRIS—4-dr. sed., $1,794; 4-dr. De- cereaee, 95,008; 3-¢r. $3,615; far hare. | 1 


luxe sed., $1,860; 2-dr. sed., $1,705; 2-dr. | to 
Deluxe sed., $1,761; Tourer (conv.), $1,- e, $3,535; Dar. 12 S2,i01,, Station Wages 
689; Deluxe Tourer (conv.), $1,745; stat. 2-seat, $2,933; 4-dr. 3-seat, $2,990. | $2,837; 
wag., $1,912; Deluxe stat. wag., $1,967. : : . , 
(Heater standard on Deluxe models.) 

OPEL — Rekord — 2-dr. sed., $1,957.50. 
Caravan—2-dr. stat. wag., $2,370. (Heater 
standard on both models.) 

PANHARD — 4-dr. sed., $1,995; 4-dr. 
deluxe sed., $2,195. 

RSCHE 


top, $2,498.72; 
standard), 


Del 


2-seat Nomad, 





standard). 


power 


MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL cpe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
220-S conv.. $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL cpe., $8,905; 300-D 4-dr. 
hardtop, $10,418; 300-SL roadster, $10,928; 
300-SO conv. or roadster, $12,272, (Power 
brakes standard on 219 sed.; antomatic 
transmission standard on 300-C sed. and 


power 
all models.) 
2-dr. 


$2,840; 2-dr. 
081. 


top, 


muter, 
$3,105; 
2-seat Voyager, 
ger, $3,635; 
=. 775. 


$3,035 ; 


4-dr. 


hardtop, 
$5,632; 


ard on all models.) 
LINCOLN—Capri—4-dr. 
dr. eae 2-dr. hardtop, $4,803 


2-dr. 


FORD—(Prices are for six-cylinder mod- 
For V-8s, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; $137 
for Custom 300.) Custom 300—4-dr. sed., 
sed., 
2-dr. 
sed., $2,221; 4-dr, hardtop, $2,418.73; 2-dr. 
airiane 


500—4-dr. sed., 


$2,503.24; 


$2,664.24; 


2-dr. 


sed., 


4-dr, 


$2,427.72; 2-dr. sed., $2,373.72; 4-dr. hard- 
hardtop, $2,434.72; 
conv., $2,649.88; retractable hardtop (V-8 
$3,162.69. Station Wagons— 

2-seat Ranch Wagon, $2,396.76; 2-dr. 2-seat 
Rio Ranch Wagon, 
2-seat Ranch Wagon, $2,450.76; 4-dr. 2-seat 
Country Sedan, $2,557.24; 
Country Sedan, 
Country Squire, $2,793.90. Thunderbird — 
2-dr, hardtop (4-passenger), 


2-dr. 
4-dr. 


3-seat 
4-dr. 3-seat 


$3,630.85 (V-8 


IMPERIAL — Imperial —4-dr. sed., $4,- 
$4,945; 2-dr. 


hardtop, 


( 


Crown—4-dr. sed., $5,632; 4- dr. 
hardtop, 

$5,758.50. LeRaron—4-dr. sed., 
4-dr, hardtop, $5,968.50. 
steering, power brakes stand- 


$4,951; 


.- 


4- 


$5,565; 4-dr. ‘hardtop, 


2-dr, 


$3,535; 4-dr. 
4-dr. 


sed., 


MERCURY—Medalist—4-dr. sed.. $2,617; 
sed., $2,547. Monterey—4-dr. sed. 
$2,721; 2-ar. sed., $2,652; 4-dr. 


Premiere—4 
$5,565; 2-dr. hardtop, $5,318. (Turbo- Drive, 
» Power brakes standard on 


hardtop. 


hardtop, $2,769; conv., 
$3,236; 
hardtop, 


$3,- 
” 4-dr. 


$3,284; 
Turnpike Cruiser 4-dr. 


hardtop, S77; Turnpike Cruiser 2-dr. 
hardtop, $3,495. Park Lane—4-dr. 

$3,944; 2-dr. hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 
4-dr. 


hard- 


2-seat Com- 
2-seat Commuter, 
4-dr. 3-seat Commuter, $3,201; 2-dr. 
2-seat Voya- 


2-seat Colony Park, 


(Muttt-Drtve Mere-O-Matic, power 

brakes standard on Park 
Lane; Mere-0- Matic standard on Montclair, 
Voyager and Colony Park.) 
OBILE — Series 88 — 4-dr. sed., 
2-dr. sed., $2,772; 4-dr. 


hardtop, 


New Commercial Car Registrations, 





— 


$2,971; 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr, 2-seat stat. wag., $3,284; 4-dr, 
2-seat hardtop stat. wag., $3,395. Super 8 
—4-dr, sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr, hardtop, $3,262; conv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet. 
away Hydra-Matic, power steering, Power 
brakes standard on Series 98.) 

PACKARD —4-dr. sed., $3,212; 2-dr, 
hardtop, $3,262; 4-dr. 2-seat stat. wag., 
$3,384. Hawk— 2-dr. hardtop, $3,995, 
(Flightomatic and power brakes are stand- 
ard on all models.) 

PLYMOUTH—(Prices are for six-cylinder 
models, For V-8s, add $107.) Piaza—4-dr, 
sed., $2,169; 2-dr. sed., $2,117.50; Lo om 
32,028.25. Savoy—4-dr. sed., $2,304 2- 
ur. sed., $2,254.25; 4-dr. ’ am ‘$2, 
399.50; 2-dr. hardtop, $2,328.50. Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,. 
456.50; conv. (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. Sta- 
tion Wagons (Suburbans)—2-dr. 2-seat De- 
luxe, $2,431.50; 4-dr. 2-seat Deluxe, $2, 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, $2,747; 4-dr. 2-seat Sport, $2,- 
759.75; 4-dr. 3-seat Sport, $2,899.75. 

PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat 
wag., $3,088. Super Chief—4-dr. sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4- 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481; conv., $3,586. 

RAMBLER — American — Deluxe 2-dr, 
sed., $1,789; Super 2-dr. sed., $1,874. 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr, sed., $2,212; 4-dr. hardtop, $2,287; 
4-dr, 2-seat stat. wag., $2,506. Custem Six 
—4-dr. sed., $2,327; 4-dr. 2-seat stat. 
wag., $2,621. Rebel V-8—Super — 4-dr. 
sed., $2,342; 4-dr. 2-seat stat. wag., 
636. Custom — 4-dr. sed., $2,457; 4-dr, 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. Ambassador — Super — 4-dr. sed., 
$2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
tem—4-dr. sed., $2,732; 4-dr. ‘hardtop, $2,- 
822; 4-dr. 2-seat stat. 
2-seat hardtop stat. wag., 

STUD sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
wag., $2,055. 6—4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat’ Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 
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YOUR CUSTOMERS CAN TELL THE 


Wiad lhe 


. .. when they change to WoLr’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. Be sure to stock, 
display and sell Wo.r’s Heap, 
100% Pure Pennsylvania—the 
superior premium quality motor 
oil that makes the difference. 

@ Lower oil consumption 

@ Smoother engine performance 
@ Satisfied customers 

@ Greater profits 


Coca 

a 

Oll REFINING CO 
ahaa 


VOLF'S HEAL ie 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volumel 
@ Plan on Steady Business! 
OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 
Cers Are Located 
In Your Area 


CALL US NOW—- 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Iilinois 


Nationwide Automotive Leasing 
Service 


Sowice 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv- 


it. 
Aorghere - Ftemat mc. 
Division of C. A. Norgren Co. 


1261 SO. CHEROKEE ST., DENVER 23, COLO. 


MASTER 


MOTOR MASTER PRODUCTS CORP. 
BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 


MONEY BY HANDLING THE FOLLOW- 


ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER UNIVERSAL 


CITY & STATE 











New Drives 


Launched 


=) 7o Steam Up Sales 


(Continued from Page 1) 


for the poorhouse,” he said, “we 
are certainly going well-heeled.” 


The Buick officials, travelling in 
a Lockheed Lodestar, stopped at 
Minneapolis, Billings, Seattle and 
San Francisco last week. Their 
itinerary this week includes Los 
Angeles, Phoenix and Oklahoma 


City. 

A WESTERN swing was com- 
menced Thursday by Pontiac 

top executives, while Cadillac offi- 

cials are in the midst of a 15-city 

trek. 

General Manager S. E. Knud- 
sen and General Sales Manager 
Frank V. Bridge of Pontiac were 
in Albuquerque today (March 3) 
and after going to the West Coast 
will return to Phoenix March 7-9 
for a discussion of business with 
a group of 18 Pontiac dealers 
from across the country. 

Cadillac dealers in Philadelphia, 
Washington, Pittsburgh and Cin- 
cinnati will confer this week with 
General Manager James M. Roche 
and General Sales Manager F. H. 
Murray. 

Automotive News survey reports 
by cities follow: ‘ 

> 7 


Cleveland 


MARKED interest in automo- 

tive sales, both new and used, 
was noted as Cleveland’s “You 
Auto Buy” week got under way. 

Dealers, saying there was in- 
creased volume in their show- 
rooms, nevertheless, were 
surprised to learn that many 
prospective buyers admitted they 
never had been contacted by sales 
personnel. 

The overall reaction, though, 
from combined newspaper, radio- 
television, publicity, has been 
highly favorable, according to 
David Blaushild, president of the 
Cleveland Automobile Dealers 
Assn., and Harry Halpert, president 
of the Cleveland Independent Auto 
Dealers Assn. 

. 


Cyan day box score, polled 
by Al Rothenberg, Cleveland 
News automobile writer, showed: 

Friedman Buick delivered eight 
new and seven used cars while 
Lake Buick, reporting the largest 
showroom crowd in weeks, sold 
two ‘58s and three used models. 

Conway Cadillac sold two new 
cars. 

Southeast Chevrolet reported 
six new and nine used sales with 
“used car action especially 
heavy.” Ed Stimm sold six 
factory-fresh autos on top of 12 
registrations last Saturday. 

Cole Motors (Chrysler) sold a 
new Chrysler and a new Plymouth 
plus a pair of used cars. Hale- 
Zupan reported increased traffic 
and the sale of one Chrysler. 
Blaushild Motors delivered four 
Chryslers and four Plymouths. 

A. D, Pelunis sold two Plymouths 
and eight used cars, of which four 
were 1957 models. Stearns Motors 
totalled two ‘58 Plymouths, three 
used cars. Both are DeSoto dealers. 

7 . . 
(coerraronee the first day box- 
score: 

DODGE — L. J. Trotter, three 
new, one used; Cooley Motors, two 
new, one used plus three "58s on 
Saturday. 

FORD—Marshall-Field, four new, 
two used; Southwest, five new, 
three used. 

LINCOLN-MERCURY — Barry, 
four 58 Mercury cars, three used; 
Cleveland Heights, four ’58 Mer- 
cury sales virtually closed. 

OLDSMOBILE — Dowd, four 
new, two used; Earl, eight new, 
eight used (wholesaled). 

PONTIAC—Grabski, seven new 
and three used with business and 
traffic about doubled; Paradise, 
four new, three used. 

RAMBLER — Englander, seven 
new, five used. Unusual used car 
activity. 

STUDEBAKER — Koepke, two 
new cars, one used. Showroom 
crowds among best of all time. Dis- 
played Studebaker-Packard’s ex- 
perimental car, the Astral. 

On the used-car front, Bell 


Motors said crowds were nearly 
double and that three cars had 
been sold by 3 p.m. Universal 
Motors, on Euclid Avenue, sold 12 
cars and Allan F. Brian, general 
manager, said traffic was the heav- 
iest for a Monday since last fall. 
* 7 = 

At™ THE giant sales rally held 

by Cleveland dealers Feb. 20, 
Chevrolet's Bill Power exhorted: 
“See people, lots of people. Ask 
them: ‘Do you know anyone who 
is going to buy a car?’” 

Power, one of the top industry 
drumbeaters and bell ringers, 
used those props and countless 
others (he even threw silver dol- 
lars to the audience) to bring 
Cleveland’s auto sales force to 
a fighting pitch. 

Said Power on the recession: 
“There's nothing wrong with the 
economy except people are not 
buying.” 

On selling: “Salesmen must make 
people want a new car more than 
they want the money they have in 
the bank.” 

On money and cars: “Money is 
like a car; it’s no good unless it’s 
being used.” 

> > > 
UTOMOBILE Week was termed 
“the right step” to improve 
business here in a statement by 
J. O. Wright, general manager of 
Ford division. 

“We congratulate the Cleveland 
Automobile Dealers Assn. for its 
determination to improve sales,” 
Wright said. “We feel that the en- 
thusiasm generated by the pro- 
gram, coupled with hard work, will 
help the automobile business in the 
Cleveland area. 

“We have felt all along at Ford 
division that the economic factors 
are on the encouraging side and 
we see nothing to indicate people 
are not in a position to buy auto- 
mobiles.” 

The rally, largest of its type ever 
held here, will be repeated on Apr. 
3, when W. Heartsill Wilson, assist- 
ant to the sales vice-president of 
Plymouth, appears at a breakfast 
meeting. 

Cleveland automobile week was 
viewed as a test case to determine 
whether families with adequate in- 
comes and money in the bank will 
purchase things they need right 
now, instead of waiting “until 


things look better.” — (Sanford 
Markey.) 

> > - 

Atlanta 


pean was a rough month 

for new-car dealers in the At- 

lanta area. Like the rest of the 
(Continued on Page 42, Col. 3) 


Mack Earnings 
Set Record Third 


Year in a Row 


P . — For the third 
successive year, sales of Mack 
Trucks, Inc., for 1957 were the 
highest in the company’s history, it 
was announced last week by P. O. 
Peterson, president. 

Consolidated net sales reached 
$263,660,325, a gain of approxi- 
mately four percent over the 1956 
figure of $254,243,784. 

Net earnings after taxes were 
$11,072,820, or $4.33 a share, com- 
pared with $12,103,763, or $4.75 a 
share in 1956. A tax refund brought 
total income for 1957 up to $13,- 
156,567, equal to $5.15 a share on 
the 2,554,929 shares outstanding at 
the year-end. 

Net income from operations in 
1957 represented 4.2 percent of sales. 
Although lower than the 4.8 percent 
margin shown in 1956, this was 
higher than any preceding year 
since 1947, Peterson said. 

Peterson also reported that 
Mack’s financial position had been 
strengthened during the year. 
Working capital rose to $122,839,670 
oom $77,944,909 at the 1956 year- 
end, 

Civilian orders on hand at the 
end of 1957 totalled approximately 
$73 million compared with $78 mil- 
lion a year earlier. 














SOME DEALERS HAVE 160% ABSORPTION FIGURES! 


{National Average is 65%) 


your 


to Increase service absorption figures 
- eliminate non-productive and unapplied ti 


per month, we 
costs 


nothing. We will analyze your 
°° train the entire service 


so that he can 
have 


8 hours a day fo sell... 


and fill shop with customer- 
me. and increase 


can install a complete service juction 
poe ine ae 
think free service salesmen of doing 
eliminate duplicate handling 


from single-item repair orders. 


Flash-A-Call Service Control 70 Snir ccce on. 


“The AUTOMOBILE DEALER" ; 


Tells How To 
OPERATE PROFITABLY 
in a BUYERS MARKET 


267 Pages—Cloth Bound 


For Your Copy. 
Send $5.20 Direct To 


PHILPENN PUBLISHING CO. 


1750 NORTH BROAD ST. 
Philadelphia 21, Pa. 


Valuable Information About 
New Car Pricing 
Advertising 
Compensation Plans 
Car Rental 

Sales Methods 

Used Car Profits 
Super Salesmen 
Accounting Controls 
Factory Relations 
Combating Unscru- 
pulous Competition 
And Many Other 
Subjects 








MODEL 700-6 


6 compartments, 
25 sq. ft. floor 
loading area 


MODEL 1050-S 


with full top closure. 
35 sq. ft. floor 
loading area 


] Bonderite-Protected Against Rust, 
Corrosion —a Morrison exclusive! 


2 Bridge Girder Floor Construction— 
a Morrison exclusive! 


3 Adivstable Shelving for More Load 
Combinations in all compartments 
—only with Morrison! 


Horizontal Materials Bin with 
flexible shelving on all models—a 
Morrison exclusive! 


SERVICE AND UTILITY 


7-POINT SUPERIORITY means extra sales... 











MODEL 900-S 
with lockable 
sliding top 
and rear 
closure 


















UNDERSIDE VIEW 
showing bridge-type 
construction of 


heavy gauge floor 
assembly. 


5 Handy Single Siam Catch, 2-Point 
Locking Bars on long compartments 
—exclusive with Morrison! 

6 Safety Bumper Step and Gravel 
Shield for all makes of trucks—only 
with Morrison! 

7 User-Designed, Precision-Engi- 
neered Models, combinations, ac- 
cessories to fit any application and 
make of truck—versatility offered 
only by Morrison! 


INTERESTED in the extra volume Morrison superiority could 
bring you? For details write: Morrison Service and Utility 
Body Division, Morrison Steel Products, Inc., Box 3003, 
680 Amherst Street, Buffalo 7, New York. 
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PRODUCGTION 
oi 
GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 
FOUNDRY DIVISION 


AAINT OFF a) aden, 


CHATTANOOGA 2, TENNESSEE 


LOW 


MEETS ALL COMPETITION! 


THAN ANY OTHER INDEPENDENT BRAND. 
e FACTORY FURNISHES GOOD SALES AIDS. 


- , 
TSE MLL, 











FRIGIKAR CORPORATION 


1602 COCHRAN ¢ DALLAS, TEXAS 
Riverside 1-1661 
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To Steam Up Sales 
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nation, the metropolitan trading 
area had a high rate of unemploy- 
ment, and in addition, some of the 
worst weather this section has ever 
seen. For a three-day period in- 
dustries, businesses and schools 
were closed, due to a natural gas 
shortage. While car dealers re- 
mained open, it was pretty much 
a lost cause. 

“Our showroom was like a 
morgue,” one dealer said. Nobody 
came in. You couldn’t even get 
those who had bought to talk about 
delivery.” 

“Nevertheless, we're optimistic 
about the future,” a Chrysler line 
dealer said. “I believe the sales 
Picture will change for the better 
in March.” 

To stimulate lagging new-car 
sales, many local dealers are put- 
ting on campaigns within their own 
organizations to keep salesmen 
producing and to bolster morale. 
Tim Timmers Chevrolet is cur- 
rently running a salesmen’s contest 
with high scorers receiving mer- 
chandise prizes and bonuses aver- 
aging about $6 a car. 

A sales campaign for Chevrolet 
truck salesmen is to start soon, 
and Chevrolet dealers are now in 
the home stretch of their factory- 
sponsored Havana campaign. 

= > > 


ANDER MOTORS (Plymouth- 
Dodge) has an exclusive sales 
stimulator here The Dart, a 
specially designed Plymouth two- 
door hardtop which is being ad- 


DEALERS! MAKE MORE MONEY! 


NINE yaw LUCE) dy CBT) SFTP Se GET) 
FASTEST-COOLING, FASTEST-SELLING REFRIGERATED AUTOMOBILE 
VE M@O UO een ae OE NE 


AUTO Ale CONDITIONER Jp 


bel i 


aa 
ates 


e EVERYONE CAN AFFORD! PRICED RIGHT FOR VOLUME SALES. 


e EASY, FOOLPROOF INSTALLATION BY AVERAGE MECHANIC IN 
LESS THAN 4 HOURS. FACTORY TRAINING PROGRAM. 


FITS ALL POPULAR MAKES, MODELS. MORE FRIGIKINGS IN USE 











vertised as “America’s lowest-priced 
hardtop.” Sales have been more 
than satisfactory, John Lander re- 
ports. 

Using a rocket missile theme, 
Lander Motors is also conducting 
a contest in which the four depart- 
ments within the organization com- 
pete against each other. The quotas 
are set up by the department 
managers themselves. The winning 
department will divide $1,000 in 
prizes; 75 percent going to the de- 
partment achieving the highest 
score, and 25 percent going to the 
second highest. 

A board is used on which 
miniature missiles shoot upward 
daily denoting the progress of the 
various departments. At the end 
of each day, Flopnik, a sad-eyed 
dog, is awarded to the lowest de- 
partment manager. 

New-car salesmen at Lander 
Motors are divided in two teams, 
and are competing for cash prizes 
in their own contest. 

Bob’s Rambler, Inc., is giving free 
gasoline for a year or for 10,000 
miles, whichever comes first, with 
the purchase of any Rambler at 
factory list price. This has been 
an excellent sales stimulator, Bob 
Freese, president, says. 

To acquaint Hudson, Metropoli- 
tan, Rambler and Nash owners 
with the service department at 
Bob’s Rambler, the firm offered 
free lubrication for a _ three-day 
period. This promotion also was 
successful, according to Freese. 

> > > 


AM dealers declared they were 
in favor of factory sponsored 
contests as they helped the dealer 
and his salesmen. 

Some new-car and used-car deal- 
ers queried stated they were stick- 
ing to twice-weekly newspaper ads, 
and were using some radio and TV 
spots to bring people into their 
places of business. An Edsel dealer 
said he is sold on direct mail ad- 
vertising. 

Bishop Bros., used-car dealers, 
believes its policy of pricing cars 
fairly, plus the fact that the cars 
they sell are warranted, is suffi- 
cient to bring them business. 

Ben R. Donaldson, director of 
institutional advertising for Ford 
Motor Co., is visiting various cities 
in the South saying that the loss 
of public confidence is one of the 
greatest dangers in the nation’s 
economic situation. 

Donaldson said new services, new 
markets and new approaches to old 


markets should be developed.— 
(E. C. Bash.) 

> > as 

Denver 


Dealers are depending, for the 
most part, on newspaper advertise- 
ments and personal calls by sales- 
men to sell new cars with used-car 
dealers following pretty much the 
same plan. 

One Denver dealer advertised 
that he was in need of 15 late- 
model Chevrolets to round out his 





Sounding Off for Auto Week— 


Members of the Cleveland Independent Automobile Dealers Assn. 
Cleveland Auto Week with this sound “truck.” Manning the controls are Mannie 
Weiser, left, CIADA secretary, and Mark Durschliag, regional vice-president of the 
national association. 


used-car stock and would sell own- 
ers of the first 15 Chevrolets to 
apply a new car at “cost.” 

Dealers are advertising good 
tradein allowances at the present 
time and are making sales with 
small profit margins. 

No contests are being used at 
present in the Denver area as a 
sales aid. Dealers here, according 
to those interviewed, have nothing 
against factory-run gimmicks ex- 
cept as they hurt dealers in com- 
petition with factory-run events. 

The Denver sales promotion pro- 
gram is pretty much the same as 
last year when a record number of 
new and used cars were sold. 

“A harder hitting campaign to 
build sales must be launched in all 
lines of business,” declared Harold 
E. Churchill, president of 
Studebaker-Packard Corp., while in 
Denver last week. 

He said that public acceptance of 
S-P’s Scotsman series of cars is 
increasing, adding that he was glad 
to note that Denver ranks as one 
of the best business spots in the 


country.—(Ira Alexander.) 
+ * = 


Chicago 

" ONEY” is the feature used by 

new and used-car dealers and 
associations here to stimulate sales 
and increase floor traffic, as well as 
stimulate salesmen. Practically all 
ads feature bigger trades, bigger 
discounts, or cash. Many are listing 
prices on ’58s and most are offering 
’57s below original factory invoice. 

One dealer said the ads brought 
people into the showroom. Others 
emphasized “terrific tradeins.” A 
Mercury dealer offered a $50 re- 
ward if he could not beat any best 
offer on any car above the low- 
priced three. One dealer took ads 
in the form of an open letter re- 
garding new-car prices. 

Cold weather offered stimulus 
to some ads emphasizing heated 
showrooms, Another dealer 
offered $20 toward the purchase 
of a new Ford for every degree 
above or below normal during 

the week end. Other dealers used 
attention getters such as “tilted” 
models on the floor. 

Higher-priced model dealers in 
conservative neighborhoods had 
not been using any special promo- 
tion. One dealer said his staff had 
been calling all former customers, 
asking how their cars were per- 
forming, and offering them a free 
wax job or a tuneup. Another dealer 
said he was using a “special of the 
week.” Many dealers are now using 
trading stamps as a lure. 

There was mixed reaction to 
factory-run gimmicks and contests. 
Dealers who won in the past com- 
mented “satisfactory.” Among oth- 
ers, reaction to such plans was not 
enthusiastic. 

One said a factory plan where 
the public comes in to fill out a 
coupon for a national drawing was 
“throwing money down the drain.” 
He said such plans had never 
worked to do much for the dealer. 

> > . 


NOTHER said the success of a 

factory plan depends on the 
type. He said the best plans are 
those offering a bonus. He said 
a contest is now being conducted 
over a six-month period and is too 
long. He said most plans have to be 
conducted in a short period and 
offer a bonus. 


Most dealers said that they are 
(Continued on Page 43, Col. 1) 
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Cleveland, Boston Events Hailed .. . 
ee  ———————— 


New Drives On to Revive Sales 


(Continued from Page 42) 


conducting sales contests, offering 
cash among their own salesmen 
as a sales stimulus. 

Dealer organizations here are em- 
phasizing price to help stimulate 
sales. Oldsmobile’s group began by 
issuing a pamphlet called “With 
Oldsmobile the Price Is No Secret.” 
The Buick dealers also issued such 
a book, and Ford dealers joined in 
a list price plan. The prices indi- 
cate delivery prices in Chicago.— 
(W. M. McCarty.) 

+ * = 
San Francisco 

OST dealer associations in this 

area have sales promotion 
campaigns under way or about 
ready to roll, while individual deal- 
ers are going all out on advertising 
designed to bring reluctant cus- 
tomers into the showrooms. 

Ford dealers of eight Bay Area 
counties are conducting a contest 
with a new Custom 300 as first 
prize and $500 cash as second- 
place money. To enter, contest- 
ants must bring their cars in for 
an appraisal, take a test-drive in 
a 58 and complete a sentence on 
“I like the 1958 Ford because .. .” 

Edsel ran a star salesman cam- 
paign for Northern California 
dealerships in January and Febru- 
ary, and is launching a satisfied 
customer testimonial campaign this 
month. Ads will feature buyers) 
from each dealer's area. 

Chevrolet, Plymouth and Pontiac 
dealer groups have campaigns) 
ready to go or at least in the 
talking stage. A cooperative Buick 
effort reportedly has fallen through. 

* > 7 


ERCURY dealers are cooper- 
ating in a “Mercury invades 
the low-priced field” advertising 
drive, featuring price leaders. 
Meanwhile, there were scattered 
indications the market may be} 
coming out of its doldrums. One| 
Chevrolet dealer reported a near} 
record sales week in progress and | 
dealers in other lines reported a) 
slight increase in used and new-| 
car sales. 

The principal reason seemed to 

be a break in the rainy weather. 
This area had some rainfall 
every day in the first half of 
February. 
Although some dealers had cause 
for at least mild rejoicing, others 
in the same line or city could see 
no improvement in a dismal 
picture. 

Dealers for the most part were 
unenthused about factory-run gim- 
micks and contests for customers, 
but said those for salesmen help 
their morale and alertness. The) 
general sentiment was “They're all | 
right—they don’t cost us anything.” | 

> > > 


E Chevrolet dealer said he 

had more callers than he could 
handle for a promotion involving 
a demonstration ride and a free 
hi-fi record. “But we only attributed 
one sale to it,” he added. 

On the other hand, an Edsel 
dealer reports many call backs by 
persons who took demonstration 
rides in the first days after the 
auto’s debut. 

Dealers agreed they were work- 
ing harder than ever with gener- 
ous use of mail outs, radio spots 
and other advertising to bring 
customers in. Advertisements 
feature the price leaders, low 
downpayments and long-term 
payments. 

There was a difference in com- 
ments on sales forces. Most dealers 
said their salesmen were putting 
out as never before, but a few 
said their floor men appeared 
demoralized by the long slump in 
sales. 

Used-car dealers on both sides of 
the bay are carrying the ball indi- 
vidually—there are no association- 
sponsored drives under way. Their 
program was summed up by one 
as “advertise like hell and keep 
your prices down.” They, too, 
reported a slight upturn with end 
of the rain and said they are 
confident there are buyers around. 
—(Steve Still.) 

” 





+ 7 
Cincinnati 
EW and used-car dealers and 
their associations do not have 
any plans to run any special pro- 
motions or contests; in fact, most 
have reduced their newspaper ad- 


vertising expenditures and are de- 
voting their time to telephoning 
former customers and using direct 
mail. 

William Judd, Plymouth dealer, 
is still using newspapers, but on a 
much smaller scale. “We can’t get 
people to believe in our factory 
invoice pricing plan,” he said. “We 
tell them that we charge only 5 
percent over the factory invoice 
price in our advertisements, but 
they don’t believe it. 

“I think people are putting off 
purchases in the belief that 
they'll be able to buy ’em cheaper 
as things get worse.” 

Judd said Plymouth’s recent 
contest was a fizzle. 

“We plugged it at the auto show 
and people thought it was too fan- 


tastic and didn’t believe it,” he 
said. 
G. G. Russell, Studebaker- 


Packard dealer, said that the “only 
thing we’re using is the phone. We 
don’t have any money for news- 
papers either, cause we're tired of 


| bucking the gimmicks.” In regard 


to factory gimmick and contest 
advertising, Russell stated that 
“the factory should give us more 


| advertising on the local level and 


not nationally.” 


* * > 
AY STIDEL, sales manager of 
Andy Schain, Inc. (Pontiac), 
said, “We have an intensive tele- 
phone campaign under way and 


|we are using mail, plus a limited 


amount in newspapers in an at- 
tempt to boost sales.” 

Asked what he thought of factory 
gimmick and contest advertising, 
Stidel stated that “you just get a 
bunch of free-loaders and no buyers 
from this type of advertising.” 

George Hagen (Buick) said, 
“We have a standard operating 
procedure. Every man has to mail 
25 cards every week and every 
third day he must follow up the 
cards with a phone call. I don’t 
like factory gimmick and contest 
advertising. All they do is excite 





NEW 








the sales personnel into losing 
money on a deal. No one has 
made money on a sales contest 
yet.” 

Karl Gatchett, one of 11 local 
Chevrolet dealers who recently 
pooled their money and ran a city- 
wide sales campaign, said neither 
he nor the Chevrolet group has 
plans for a major campaign. 

“We cancelled out the rest of our 
television campaign—it costs a 
helluva lot of money—and reduced 
our advertising expenditures,” he 
said. “We're still running ads on 
TV, radio and newspapers, but on 
a reduced basis.” 

When asked about results of the 
1l-dealer campaign, Gatchett said, 
“We got some deals, but the sales 
didn’t justify the amount spent on 
the campaign. Right now we're 
using two phones all the time, plus 
direct mail in addition to our other 
advertising. I think the factory 
should take its gimmick and con- 
test money and use it to reduce the 
cost of the car.”—(Frank Kappel.) 

. 


* * 


Manchester, N. H. 


Hundreds of visitors flocked to 
automobile showrooms here on 
Washington’s Birthday when mem- 
bers of the Manchester Automobile 
Dealers’ Assn. held their annual 
“auto show and open house.” 

Colorful displays of 1958 cars and 
trucks, both American and foreign- 
made, were arranged for the 
throngs of visitors in the appro- 
priately decorated showrooms, and 
souvenirs were distributed through- 
out the day. 

A four-speed, automatic hi-fi 
consolet phonograph was offered 
as the grand prize, and, as usual, 
a silver plaque was awarded to the 
dealer judged as having the best- 
decorated showroom.—(Guy Lang- 
ley.) 


Philadelphia 


_— second half of February had|own or factory-run contests for 


weather blues, but most of them 
expect to switch to a happier tune 
come spring. 


Generally, dealers reported that 
January was about even with last 
year in new-car sales, which was 
the most they expected. February 
started out even with last year’s 
figures for some, below for others. 
In either case, however, advance 
hopes for a pickup were thrown 
out of kilter by the near-zero tem- 
peratures and record-breaking 
snowfall. 

As a result, some dealers say they 
have the orders and deliveries to 
make, but are forced to hold them 
because customers don’t want to 
pick them up. Also, any thoughts 
of special promotions to stimu- 
late sales have been temporarily 
abandoned pending a break in 

the weather. 

Although dealers reporting a poor 
February put the brunt of the 
blame on the weather, one dealer 
admitted that the weather could be 
blamed for only about 10 or 15 per- 
cent of the lack of business. Last 
year at this time, he said, he did 
about 45 percent better even though 
his shop was on strike. 

= * = 

[pRALans hope that car buyers 

will end their “buyer strike” 
with the coming of spring, when 
the predicted upturn from the eco- 
nomic recession is expected to ma- 
terialize. At this time,however, they 
are leary of long-range commit- 
ments. 

To prepare for an upturn, dealers 
are rolling up their sleeves and 
planning promotions to break as 
soon as the weather does. Cur- 
rently, they are using radio and 
TV spots and newspaper ads. 

In addition, one dealer’s promo- 
tion plans include cooperation 
with a supermarket chain and 
with a center city department 
store in promotions where cars 
will be displayed and chanced off, 
backed by free servicing. He also 
plans a number of “parades” of 
open convertibles with pretty 
models atop in busy suburban 
shopping centers, and offers of 
free car washes. 

Dealers are also running their 


local dealers singing the cold| salesmen. They have mixed emo- 


Now available... 


in certain cities... 


FRANCHISES IN THE COUNTRY’S 
FASTEST GROWING "Leasing and 
Rental" SYSTEM ...a system de- 
signed exclusively for new car 


dealers! 


OVER 169 licensees already signed in just 
4 months! Many of them are the nation's 
leading new car dealers! 


The Cars Rental System, Inc., is founded 
and operated by eminent car dealers with 
unparalleled experience in leasing and rent- 
ing—the fastest growing business in the 


country today. 


Qualified licensees receive every business 
aid to commence operating immediately 
at lowest cost. Exciting "Three Day Semi- 
nars" introduce you to every facet of the 
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tions about the latter. Some think 
they are good and that they stimu- 
late sales, Others are vehemently 
against them. 
* * + 
v. in the latter category gave 
these reasons: Salesmen don’t 
often get paid until six or seven 
months after they win, and lose 
their enthusiasm as a result. They 
fight the house rather than work 
for it, by trying to make the easiest 
deais. 

He suggested the factory pay 
the dealer and let him use his 
discretion as to parcelling out the 
award money. In contests run by 
himself, payment to salesmen is 
prompt, he noted. 

Another dealer, “completely op- 
posed” to contests, observed that 
factory-run gimmicks to boost sales 
among dealers were apt to get some 
dealers over-enthusiastic, with the 
result that they make their prices 
“absurd” with unrealistic allow- 
ances and discounts.—(Allen Som- 


mers.) 
* = = 


Providence, R. I. 


AUTHOUGH dealers had to dig 
themselves out of nine inches 
of snow before they could open 
their dealerships Monday morn- 
ing, Washington's Birthday open 
house week in Rhode Island was 
considered very successful, accord- 
ing to Chairman Frank L. Hurd. 

Hurd said in his own Chrysler- 
Plymouth dealership in Cranston, 
R. L, Monday business was very 
good; activity slowed up on Tues- 
day and Wednesday; became a lit- 
tle better on Thursday, and Friday 
and Saturday traffic was not only 
encouraging in numbers, but in 
sales. 

Hurd said this same type of 
activity and floor traffic was re- 
ported throughout the state. 
This looked like an encouraging 
trend in the face of the “recession” 
period and high inventories, deal- 
ers said. The concensus here was 
that open house week definitely 
acted as a sales stimulus, in spite 
of the storm. 

This was attributed largely to 
the special automotive sections in 
Rhode Island papers, with ads from 


new and used-car dealers, foreign 
(Continued on Page 44, Col. 1) 
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business and the scores of benefits offered 
by CARS. Phone collect today to attend 
next Seminar in beautiful Fort Lauderdale, 
Florida. All expenses for your stay here in 
one of world's finest luxury hotels paid by 
CARS. No obligation. Telephone: LOgan 


6-1116 now. 
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New Drives On to Revive Sales 


(Continued from Page 43) 


car dealers, factories and finance 
companies.—(Ruth M. Eddy.) 
* +. 7 


Boston 


ASSACHUSETTS dealers are 

pulling all the stops on pro- 
motions to stimulate sales, from 
giveaways, to special advertising 
offers, and the effort is hypoing 
sales. 

The open-house promotion of 
Washington’s Birthday was the 
biggest of the gimmicks this year, 
with dealers giving away every- 
thing from TV sets to vials of per- 
fume in drawings. 

Nearly 1,000 dealers attended a 
sales-rallying dinner held last week 
by the Automobile Industry of 
Massachusetts, NADA Executive 
Vice-President Frederick J. Bell 
and acting Gov. Robert F. Murphy 
spoke. 

Factory-run gimmicks and con- 


tests are welcomed, but associa- 
tion spokesmen point out that 
“if the dealer cooperates with 
the factory to the nth degree, 
the promotions are very bene- 
ficial, and dealers who do this 
benefit exceedingly, but many just 
go along with a token participa- 
tion, which does not benefit too 
much.” 

Ford dealers here are tying up 
with an “Around the World” pro- 
motion in giveaways, while Chrys- 
ler and DeSoto agencies have fac- 
tory run gimmicks going for them. 
“Liberal terms” is one of the big 
gimmicks going for dealers. Carney 
Motors, used-car dealer in Cam- 
bridge, uses the slogan, “If you 
work you can drive,” and adver- 
tises “payments as low as $3 a week 
with no money down.” 

* = . 

RICE, deals and finance terms 

seem to be uppermost in the 
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minds of consumers these days, the 
auto dealers report. Charles Pon- 
tiac Co., Watertown, uses unique 
selling and finance plans and a 
legend “no money down—nobody 
sells for less, nobody offers bigger 
allowances, nobody gives easier 
terms and nobody gives better 
service.” Charles Wolf, who heads 
the dealership, says the “no cash 
down” tag is famous in the area 
and brings results. 

In contrast to the giveaways, 
Smyly-Brennan (Buick), Malden, 
advertises: “No Coffee... No 
Balloons . . . No Giveaways! Just 
low prices.” Clover Edsel, Malden, 
presented models and a picture in 
a minute with the model to bally- 
hoo the new Edsels. The firm sold 
their 145 new Edsels right off the 
floor in a promotion including beat- 
ing any deal on any new car and 
new ideas in lower-cost financing, 
with special no-money-down plans. 

Other dealers in Massachusetts 
are stressing “good services” to 
their customers and potential buy- 
ers. Weekly specials are featured 
at the two Peters Pontiac Village 
locations in Boston and Alliston. 
Konner’s Chevrolet, Huntingdon 
Ave., Boston advertises “After we 
sell, we service.” 

Consensus of dealers is that 
liberal financing plans are the 
order of the day and everything 
else is “window trimming.” As one 
dealer pointed out, “true, it is 
necessary to use gimmicks and 
giveaways to get them in in many 
cases, but the sale is based on the 
finance terms 90 percent of the 
time.”—(Guy Livingston.) 

> > > 


Seattle 


ore by Seattle-area dealers 
to stimulate new and used-car 





Dow Is Offering 
Prizes to Boost 


Seat-Cover Sales 


MIDLAND. — A sales-incentive 
program for manufacturers and 
retailers of auto seat covers made 
of saran has been launched by Dow 
Chemical Co. 

Manufacturers, their salesmen, 
retail dealers’ salesmen, jobbers 
and trim shops will compete for 
vacation trips and merchandise 
prizes. 

Sponsors of the program, which 
runs through May 16, are Dow, 
saran monofilament manufacturers 
and these weavers: Chicopee Mills, 
Columbus Fiber Mills, Laurel 
Plastics and Technical Textile Co. 

Dow said sales objectives are 
being established by an independent 
accounting firm for each participat- 
ing manufacturer, and the five 
manufacturers registering the high- 
est percentage of sales to objectives 
will win all-expense-paid vacations 
for two in Hawaii. 

Manufactures’ salesmen may win 
prize points from a pool being 
established by Dow for each manu- 
facturer on the basis of yardage 
of saran fabric purchased by him 
during the campaign, Dow said. 
Points are exchangeable for mer- 
chandise prizes ranging from bar- 
becue sets to major appliances and 
furniture, the firm added. 

Manufacturers’ salesmen will 
have another opportunity to win 
by submitting essay-contest entry 
tickets which they will be given on 
the basis of one ticket for each 
six sets of seat covers they sell, 
Dow said. 

Upon completion of a statement 
about saran seat covers, each sales- 
man becomes eligible to win one of 
10 prizes. These include a vacation 
for two in Paris, and similar trips 
to Bermuda or Mexico, and Miami 
or Las Vegas. 

A similar contest activity at the 
retail level also has been set up 
on much the same basis as for 
manufacturers’ salesmen. Retail 
dealers’ salesmen, jobbers and trim 
shops are covered by this phase. 


N. H. Dealer to Seek Office 


COLEBROOK, N. H.—Curtis C. 
Cummings, Colebrook auto dealer, 
has announced his candidacy for 
the State Senate this year. He 
has served four terms in the Sen- 
ate and two in the House of 
Representatives. 





Finance ‘Packing’ 
Assailed in Kansas 


TOPEKA, Kans. — The execu- 
tive committee of the Kansas 
Motor Car Dealers Assn. has ap- 
proved the following resolution: 

“The Kansas Motor Car Dealers 
Assn. deplores and disapproves of 
the use of excessive and padded 
finance charges in connection 
with time sales of motor vehicles. 
It authorizes that a study be 
made of ‘model time sale finance 
charges’ in effect in other states 
and endorses the enactment of a 
fair and equitable time sale 
finance law in the next regular 
session of the Kansas Legisla- 
ture.” 





sales on a relatively quiet market 
are going mostly toward bonus 
plans and other incentive programs 
for their salesmen. There is very 
little in the way of advertising and 
special promotion directed at the 
public, the attitude prevailing, as 
expressed by one dealer, that 
“there’s no sense fishing in a swim- 
ming pool.” 

A Ford dealer has just concluded 
& novel promotion to draw atten- 
tion to the introduction of the 4- 
passenger Thunderbird, involving a 
“Thunderbird Look” contest. People 
were invited, by newspaper and 
radio advertising, to come to the 
showroom and have their picture 
taken behind the wheel of a 
Thunderbird. 


The persons whose photographs 
were judged to show the “best 
expression of the Thunderbird 
look” were awarded prizes, top 
award being a week-end trip for 
two to Las Vegas. Other prizes, 
24 in all, were cameras and 
camera outfits. 

Each entrant was given a print 
of his photograph, delivered in 
person by a salesman. Floor traffic 
during the week-long promotion 
was over 5,000, with some 500 per- 
sons entering the contest. 

> . > 


YARIOUS Chrysler Corp. dealers 

have tied in with a factory- 
advertised “Green Tag Days” pro- 
motion, but without spending much 
of their own advertising money. A 
Chevrolet dealer will sponsor a 
four-day Seattle showing of the 
travelling Chevrolet Featurama in 
its showroum. 


A major downtown dealership 
initiated in January and is 
carrying along a unique “car 
savers club” promotion, its pur- 
pose being to encourage pros- 
pective buyers to place deposits 
toward future car purchases. The 
plan attracted nationwide atten- 
tion, but results so far have not 
been as anticipated. However, the 
company feels that it will ulti- 
mately prove out as a long-range 
sales stimulant. 

Dealers in general are lukewarm 
toward factory gimmicks and con- 
tests. The best, they say, are those 
involving merchandise prizes for 
the dealer salesmen. 


As for factory-run contests, one | 
dealer says that anything is bene-/| 


ficial that will bring people onto 
the floor, but another points out 
that such people are “contest 
types,” not solid prospects. They 
come in droves, he says, grab a 
contest blank and beat it—which 
disgusts and demoralizes the dealer 
salesmen.—(Martin Trepp.) 
= 2 > 


Dallas 


[pRALzas are maintaining sales 
volume at well above the na- 
tional average through a steadily 
increasing emphasis on “hard-sell” 
and correspondingly less resort to 
gimmicks — although there is in- 
creased dependence on advertising. 
The latter, for the most part, 
stresses price, long trades and 
quoting of a specific down payment, 
often followed by listing of the 
specific time payment per month. 

The big selling tool in Dallas 
still seems to be competitive pric- 
ing, but Dallas dealers are develop- 
ing a “normal” volume of unit sales 
by going after “cold” prospects. 

(Irrespective of profit margins, 
Dallas dealer spokesmen believe 
their present unit sales is normal 
in relation to their estimate of 
market potential. January and 
February sales this year, they 
point out, will average those of 
the same period for 1956 and 
1957, combined.) 

While competitive selling (price, 





terms, trades) seems to be an es- 
sential hangover from previous 
practice, it is in the development 
of prospects that Dallas dealers 
are holding up their unit volume. 


They credit the factory contests 
that offer really big awards with 
developing considerable traffic and 
some sales, but insist little or no 
actual sales have been developed 
from minor awards such as pres- 
entation of a small model car in 
return for a test drive. One dealer 
said too large a percentage of 
“moochers” appear for such 
awards, many of them not even 
bothering to test-drive the car. 


* * * 

A UNIQUE system utilized by 
Dallas dealer association mem- 
bers, wherein prospects are obtain- 
able in any given district in the 
city on the basis of the kind of car 
they own (and when they bought 
it), is credited with the best results. 

Lists of cold prospects are avail- 
able through a business machines 
operating firm that is able to pro- 
vide them by quick mechanical 
selection. This card system is kept 
up to date daily and is paid for, 
under exclusive automotive use 
contract with the association, by 
the individual dealer, according to 
his momentary requirements. 

Quite as effective, for some 
dealers who use it, is the referral 
system, whereby purchasers are 
offered a cash credit on their 
time payment, of say $100, for 
each prospect for a car who is 
actually sold a car by the dealer. 

At least two dealers say this has 
developed a good volume of sales 
and has enabled them to get better 
markups. At least one purchaser is 
said to have obtained his car free 
by furnishing leads on this basis 
and another has eight months’ 
credit on his monthly time payment 
maturities. 

This system actually proves to be 
no short-cut to reducing selling 
costs, as extra help is added to 
comb “cold” prospects by phone 
or otherwise. The plan is not 
publicly advertised, being more 
of the direct, personal contact 
approach.—(Charles Cates.) 








LOST ANOTHER 
NEW CAR SALE? 


Did you lose the deal by a few dol- 
lars? Or don't you know by what 
amount you lost the deal? Don't lose 
sales because you're selling in the 
dark—discover your competitors’ costs 
and you'll know the kind of deal it 
tokes to beat them! 


Order the 1958 edition of “AUTO 
COSTS"—the dealers’ wholesale cost 
encyclopedia—the authoritative book 
that gives the complete listing of the 
wholesale costs of All 1958 cars, ac- 
cessories and equipment. 


“AUTO COSTS" is priced at $10 per 
copy which includes FREE supplements 
containing all price and model 
changes. Send $10 for the ‘58 edition 
or only $18 for an economy 3-year 
subscription. 


AUTO COSTS 


Box 224 — Dept. B5 
New York 1, N. Y. 





NEW 
1958 
PENNANT 
CATALOG 
New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrlo products. 


MYRLO CO. 
Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8, PRODUCTION ONLY) 




















Week Week Total Jan. 1 ~~. 1 
March 1, Week, Feb. 22, ieee March 2, March 1, 
1958 1957* 1958* ary 1957* 
AMER. MOTORS** ...... 3,725 2,289 3,728 14,892 15,254 91,208 
eae 3,725 2,110 3,728 14,892 13,663 31,203 
CHRYSLER CORP. .... 10,800 29,020 10,100 41,861 253,373 101,788 
GRIOE -vevdcosserecssvencnveves 1,150 3,062 1,051 4,316 27,976 10,597 
Imperial. .................... 350 1,026 301 1,223 7,713 3,142 
ee 300 3,553 1,337 3,298 31,694 6,912 
a 1,500 6,666 1,534 6,217 55,225 15,737 
PITTI, sosercerccreccrseesees 7,500 14,713 5,877 26,807 130,765 65,400 
FORD MOTOR*** ........ 26,217 42,641 24,087 112,370 373,866 247,996 
a os 362 +: eo 2,836 
STII chiscksataveoievinnnsentvonnedte 24,400 33,879 20,025 96,494 294,303 214,755 
REED. Sistnsesessineveiceteevs 940 1,080 817 3,535 10,476 6,752 
BOE ccscvssnseescevovsecsses 875 7,647 2,883 11,238 68,929 23,653 
GENERAL MOTORS .. 51,660 64,733 50,889 221,378 584,987 496,244 
SI >< suniseinstaiedidiabebstetwincns 4,959 10,749 5,920 24,722 102,369 61,185 
C0 a 3,200 3,503 3,182 12,771 29,068 26,230 
EEE cdsicwmscrsniecenets 30,900 30,261 27,591 125,545 283,125 277,363 
Oldsmobile _.................. 7,401 11,288 8485 34,275 90,356 74,927 
a eee 5,200 8,932 5,711 24,065 80,069 56,539 
SE UIEEES. decsicssecisccesconces  ateusneses 1,679 1,173 2,538 13,672 5,165 
ee 301 169 376 3,930 804 
A 1,378 1,004 2,162 9,742 4,361 
Total Cars, U. S........... 92,402 140,362 89,977 393,039 1,241,152 882,396 
*Revised 
**american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(0. 8S. PRODUCTION ONLY) 
Week Week Total Jan. 1 Jan. 1 
Ended Same Ended » ‘o To 
March 1, Week, Feb. 22, Febru- March 2, March 1, 
1958 1957* 1958* ary 1957* 1958 
CHEVROLET ................. 5,600 7,331 5,095 23,358 64,785 48,945 
DIAMOND T .................. 110 86 132 483 701 962 
PY Sona iaseielist Nadia 60 80 62 241 686 495 
CN errata 1,200 1,735 1,196 4438 15,306 9,053 
SII - chiceiciadibipusisiablasbnotlaatiten 4,725 7,026 4,105 19,000 57,667 42,396 
1,455 1,864 1,447 5,250 13,233 11,045 
INTERNATIONAL ae 2,340 815 2,297 9,581 16,782 21,344 
I enc daiickitsaiciniindetiaaas 360 346 217 1,298 3,383 2,528 
STUDEBAKER  .............. 190 237 189 154 2,139 1,072 
eaten. 395 416 360 1,554 3,464 3,295 
I ia, ccnlahiiiahiatinimile 1,820 1,682 2,281 7,645 13,116 14,074 
MISCELLANEOUS*** 50 47 49 192 357 462 
Total Trucks, U. S....... 18,305 21,665 17,430 73,794 191,619 155,671 
Total Cars, Trucks, 
DRS. Gisiisrcncaecunaiainaeade 110,707 162,027 107,407 466,833 1,432,771 1,038,067 
Total Cars, Trucks, 
SN iT ile 7,189 10,622 7A70 «=—-29,812 «82,049 3S s« 62,818 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....117,896 172,649 114,877 496,645 1,514,820 1,100,885 


"Revised. Miscellancous includes Corbitt, 


Drive, ete 


Marmon-Herrington, Federal, Four-Wheel- 


N. B.: All U. S. totals include cars and trucks for military orders. 
***autocar, Freightliner, Reo and Sterling are included in White totals; Brockway 


included in Mack totals. 


Obituaries 


Seth Marshall Nones, 88; 


Built Ill-Fated Dixie Flyer 


LOUISVILLE.—Seth Marshall 
Nones, 88, former vice-president of 
the former Kentuck Wagon Works, 
died Jan. 18 in Shelbyville, Ky. 

When the truck caused a slump 
in their business about 1910, Mr. 
Nones and his father, W. C. Nones, 
tried to get into the auto business 
with the passenger car called the 





os 
Foreign-Car 
es e 
Registrations 
All states for December: 
of S 
1— 6,603 Volkswagen 5,147—1 
2— 2,368 Renault * 
3— 1,715 English Ford 540—4 
4— 1,070 Hillman * 
5— 1,065 MG 391—2 
* Metropolitan 630—3 
* Volvo 438—5 
All Others 3,120 
Total All Makes 
21,645 10,766 


* Not in Top Five. 





Dixie Flyer. The venture ended in 


failure. 
* * * 


Joe E, Robert 

PHOENIX, Ariz.—A 35-year veteran 
with Cadillac Motor Car Division, Joe EB. 
Robert, 64, general manager of the Chicago 
here Feb. 25 


factory branch, died while 


on vacation. 
x - * 
David S. Kruidenier Sr. 

DES MOINES.—Services were held here 
last week for David 8S. Kruidenier sr., 73, 
retired automobile dealer, 

* * + 


Fred L. Rigney 
CANANDAIGUA, N. Y.—Fred L. Rigney, 
69, an automobile dealer in this area for 
40 years and Ontario County 
chairman, died Feb. 17 of a heart attack. 
*- * * 


Curtis O, Erwin 
MARVELL, Ark.—Curtis O. Erwin, 61, 
said to be the oldest Ford dealer in 
Arkansas, died Feb. 14 in a Memphis 
hospital, He opened Erwin Motor Co, in 
Marvell in 1922. 
* * * 


Henry Wheless Cutchin 

ROCKY MOUNT, N. C.—Henry Wheless 
Cutchin, 71, former president and an 
organizer of the North Carolina Automobile 
Dealers Assn., died Feb. 19. He formed 
the Edwards-Cutchin Motor Co, here in 
1919 and retired in 1945. 

* * 


- 
Clarence Lewis Cam 
SEATTLE. — Clarence Lewis Campbell, 
68, partner in the Pacific Lincoln-Mercury 
Co., died at his home. 


Car, Truck Rates Gain... 


Big Three Leaders 
Step Up Production 


(Continued from Page 1) 


the January-February period a year 
ago. 

Truck output during February 
totalled an estimated 73,794 units— 
a 9.9 percent decline from the 81,877 
commercial cars turned out in Jan- 
uary and 20.1 percent off February 
last year, when the makers pro- 
duced 92,308 trucks. 


* x * 


OMMERCIAL-CAR output for 

the first two months of this 
year totalled an estimated 155,671 
units, compared with 186,181 during 
the January-February period a year 
ago. 

Next milestone for car manu- 
facturers will be the production 
of the one millionth car of the 
1957 calendar year, probably next 
Monday, March 9. The corre- 
sponding car of 1957 rolled from 
the lines on Feb. 23. 


The return of Ford division’s 
River Rouge (Mich.) plant to five- 
day operations and increased sched- 
ules at Lincoln helped push Ford 
Motor Co. output from 24,087 as- 
semblies the previous week to an 
estimated 29,223 units last week. 

Ford division halted car assembly 
operations Wednesday through Fri- 
day at its Chicago plant, and 
closed down operations at its At- 
lanta, Chester (Pa), Mahwah 
(N. J.), Memphis, Norfolk (Va.), 
and San Jose plants on_ Friday. 

= . > 


mncurr worked only its Me- 
tuchen (N, J.) plant last week 
and as a result saw its output drop 
from 2,883 units a week earlier to 
an estimated 875 last week. 

Edsel output was estimated at 
two units last week, a drastic 
decline from the 362 units pro- 
duced by the division a week ear- 
lier. Only factory assembling 
Edsels last week was Ford divi- 
sion’s San Jose (Calif.) plant. 
Only other plants producing Ed- 
sels are Mercury’s Wayne (Mich.) 
unit, which was down all week, 
and Ford division’s Louisville 
plant, also down the full five days. 

A 3,309-unit increase in output by 
Chevrolet helped General Motors 
up its corporate assemblies from 
50,889 units the previous week to 
an estimated 51,660 last week. 

> > = 


[ELSEWHERE on the GM scene, 
downward adjustment of out- 
put schedules at several of the cor- 
poration’s B-O-P plants were big 
factors in Buick, Oldsmobile and 
Pontiac, all showing output declines 
from the previous week. 

Buick, which only worked four 
days at Flint last week, saw its 
output drop from 5,920 units a 
week earlier to an estimated 4,959 
last week, while both Oldsmobile 
and Pontiac, which worked their 
home plants the full five days, 
suffered from the closing of five 
of the seven B-O-P plants on Fri- 
day. Oldsmobile’s output dropped 
from 8,485 to an estimated 7,401 
units, while Pontiac skidded from 
5,711 to 5,200 assemblies. 

Cadillac gained slightly on the 
previous week as its output climbed 
from 3,182 to 3,200 units. 

American Motors, which is clos- 
ing down its assembly operations 
this week, turned out an estimated 
3,725 Ramblers last week, compared 
with 3,728 a week earlier. 

= . . 


R D. CHAPIN JR., general man- 
* ager of the automotive divi- 
sion, said AMC is closing down 


Chrysler Keeps 


Fuel Injection 


DETROIT.—Reports that it has 
“dropped” fuel injection were de- 
nied last week by Chrysler Corp. 
A spokesman said the Bendix Elec- 
trojector system still was being 
offered as optional equipment on 
58 cars. He declined to disclose the 
number of cars sold with fuel in- 
jection. 

American Motors last year aban- 
doned the fuel-injected Rambler 
Rebel model, which also used the 
Bendix unit. The Rochester Prod- 
ucts injection system is offered on 
’58 Chevrolets and Pontiacs. 


production operations this week be- 
cause “adverse weather conditions 
throughout most of the country in- 
terrupted the flow of cars to dealers 
and temporarily slowed retail de- 
liveries.” 

Studebaker-Packard shut down 
its car assembly operations last 
week, marking the fourth time this 





Commercial Paper Cut 


Y4 Pct. by Associates 


SOUTH BEND.—Associates In- 
vestment Co, last week announced 
a reduction in the rate paid for 
its commercial paper by % per- 
cent, Robert L. Oare, chairman 
of the board, said five to 29-day 
maturity paper was reduced % 
percent. 

The new rate schedule, effec- 
tive Feb. 27: 5 to 29 days, 1% per- 
cent; 30 to 89 days, 1% percent; 
90 to 179 days, 1% percent; 180 to 
239 days, 2 percent, and 240 to 
270 days, 2% percent. 





year that the corporation has cur- 
tailed output to adjust to field 
inventories. 

The previous week saw S-P turn 
out 1,004 Studebaker cars and 169 
Packards. 

= + * 


SS CORP. upped its out- 
put from 10,100 units the pre- 
vious week to an estimated 10,800 
units last week despite the fact that 
its DeSoto division’s Detroit opera- 
tion was down all week and its 
Dodge division was still involved 
in labor difficulties in the Detroit 
area. 


A breakdown of Chrysler Corp. 
operations showed Plymouth up 
from 5,877 units the previous 
week to an estimated 7,500 as- 
semblies last week; Chrysler divi- 
sion (excluding Imperial) up 
from 1,051 to 1,150 units; Impe- 
rial up from 301 to 350 assem- 
blies; Dodge down from 1,534 to 
1,500 units, and DeSoto off from 
1,337 to 300 units. 

Across the border, Canadian car 
and truck manufacturers turned 
out an estimated 7,189 vehicles last 
week, compared with 7,470 a week 
earlier and 10,622 during the week 
ended March 2 last year. 


Estimated output of cars and 
trucks in Canada during February 
totalled 29,812 units—a 9.7 percent 
decline from January’s 33,006 as- 
semblies and an 18 percent dip from 
the 36,350 vehicles produced during 
February of last year. 





GMAC Says Auto Loans 
Still in Line with Income 


(Continued from Page, 2) 


larly in view of the hesitation in 
the economy.” The report added: 

“On the other hand, the rate of 
repossession, particularly on new 
cars, was rising somewhat. There 
were indications that the change 
in economic conditions was having 
an effect both on the attitude of 
prospective purchasers and on the 
ability of some owners to meet 
their commitments.” 

The company reported little 
change in the average initial equity 
owned by car buyers in 1957 but 
said the average length of loan 
was stretched out from 29% to 31 
months. 

Nearly half of all new-car con- 
tracts in 1957 allowed 36 months 
for repayment, the current maxi- 
mum time. In the previous year, 
slightly more than 30 percent of 


Low-Price Car 


In U.S. Is Called 
Thing of the Past 


NEW YORK.—Detroit is out of 
the basic-transportation business 
(cars selling for $2,000 or less) and 
does not know how to get back in, 
says Fortune magazine in its cur- 
rent issue. 

Fords, Chevrolets and Plymouths 
have been upgraded in price, size 
and performance to the point where 
they compete with their makers’ 
own medium-priced lines, the 
magazine said. 

Meantime Fortune noted, the de- 
mand for the small economy car 
priced under $2,000 is growing 
rapidly and may reach as many as 
500,000 units this year. The demand 
still is not big enough to pay the 
industry for tooling and designing, 
the magazine added. Furthermore, 
it said Detroit does not yet know 
what kind of basic car will be most 
in demand. 

On the labor front, the magazine 
said, that for all practical purposes 
the auto makers have lost equality 
at the bargaining table. 

A strike would hurt badly even 
in a period of recession, when in- 
ventories are high, Fortune said. 
Not only is cash loss great, the 
magazine added, but a shutdown of 
months can mean years of effort 
before a company can regain its 
market positions. 

In another observation, Fortune 
said the Army’s “Flying Jeep,” now 
under development, may be the first 
flying machine to be converted into 
a practical family vehicle that can 
take off and land in the backyard. 

Entirely wingless, the proposed 
jeeps will be lifted off the ground 
and driven forward by horizontal 
propellers or fans buried within the 
machine, Fortune said. 


contracts were for the maximum 
period. 


“There appears to be general 
recognition that a 36-month term 
represents the prudent limit,” 
GMAC said. “A of 
such limit would be, in the 
opinion of GMAC, a serious mis- 


The company said that auto 
financing is on a sound basis and 
“concern expressed by some a year 
or two ago was not justified.” It 
continued: “It is hoped that this 
record will be maintained, through 
continued recognition by all con- 
cerned of the fundamentals upon 
which successful installment credit 
merchandising must be based.” 

GMAC’s financial statement for 
1957 showed gains in almost all 
categories. 

Net income, after provision for 
taxes and all expenses, was $46,037,- 
000, an increase of .7 percent from 
the $45,705,000 for the previous 
year. 

The volume of credit extended 
during the year amounted to 
$9,308,394,000 in 1957, including 
$3,829,959,000 in retail paper and 
$5,978,435,000 in wholesale busi- 
ness. 

In the previous year volume was 
6.6 percent 1 ow er — $9,132,272,000, 
including $3,685,102,000 in retail 
paper and $5,447,170,000 in whole- 
sale paper. 


$100,000 in Prizes 
Offered by GM 
In Slogan Contest 


DETROIT, — A $100,000 slogan- 
writing contest on the subject of 
safer night driving has been an- 
nounced by GM as part of its 
nationwide “Aim to Live” cam- 
paign to reduce highway deaths 
after dark. 

Prizes are 16 autos and 100 Frigi- 
daire refrigerators, freezers, air 
conditioners, washers, waste dis- 
posals, dryers, dishwashers and 
electric ranges. 

Contestants will write their slo- 
gan in 10 words or less on an offi- 
cial entry blank obtainable from 
any GM dealer, or independent 
garages and service stations dis- 
playing the “Aim to Live” sign. 

First prize is a Cadillac Sedan de 
Ville. Second prize is a Chevrolet 
fuel-injection Corvette. Third and 
Fourth prize winners will receive 
Buick Super Riviera sedans. Twelve 
other autos—Oldsmobiles, Pontiacs 
and Chevrolets—will be awarded in 
addition to the Frigidaire appli- 


ances. 
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Buyer Waiting Feared .. . 





Excise-Cutters Get 
‘Go-Slow’ Appeal 


(Continued from Page 2) 


dustry dinner in Boston. Acting 
Gov. Robert F. Murphy joined in 
asking repeal of the tax. 

In another move, Potter said he 
would see Treasury Secretary 
Robert Anderson in a move to get 
the Dhite House behind congres- 
sional supporters of a tax reduc- 
tion. 

Also, Senator Paul H. Douglas, 
Illinois Democrat, said unemploy- 
ment has reached the stage where 
he will push for a general reduction 
in income and excise taxes amount- 
ing to $4.1 billion. 

The .reduction would include a 50 
percent cut in the auto tax if 
there’s a “reasonable guarantee” 
that the saving will be passed on 
to the consumer. 

. * + 


oes probably can rest as- 
sured on the latter point. Auto 
manufacturers gain nothing but an 
accounting headache from the ex- 
cise tax and have signified their 
intention of passing along any 
reductions. 

Potter hopes to convince An- 
derson that the revenue lost by 
eliminating the auto excise tax 
“will pour back into the Treasury 
many times over in the form of 
taxes from business, new jobs 
and new salaries.” 

If Anderson can be sold on the 
idea, it would amount to a reversal 
for Dr. Gabriel Hauge, the Pres- 
ident’s economic adviser. 


Hauge has written Chamberlain 
that dropping the auto excise tax 
would be too great a relief for one 
industry. | hg 


HAMBERLAIN is proceeding 

with his House drive anyway. 
He and Machrowicz retorted that 
the tax is “too great a bill” for 
just one industry. 

Machrowicz, a member of the 
House Ways and Means Committee, 
thinks a cut in the tax is a possi- 
bility in this session if the economy 
does not strengthen soon. 

If the tax were repealed, and 
if the full amount were passed 
along to the consumer, the aver- 
age auto buyer would save about 
$130 to $250. 

Ford, Chevrolet and Plymouth 
models carry charges of $143 to 
$212 for six-cylinder models. In 
each case, some $12 of the total is 
for factory overhead and handling 
expenses and is not a part of the 
tax. 

The tax increases with the whole- 
sale price of the car. The lowest- 
priced Cadillac, for example, bears 
a charge of $319, including factory 
overhead and handling. 

7 > > 
qMax-cor optimists like to recall 
that the Government actually 
did repeal an automobile excise tax 
in 1928. On May 29 of that year, a 
3 percent levy on cars and buses 
vanished from the books. 

The first automotive excise tax 
was imposed in 1917 when a 3 per- 
cent bite was put upon cars, trucks 


and buses. In 1919, the car-bus fee 


jumped to 5 percent and a similar 
‘tax was levied on parts, accessories, 
tu 


total repeal in 1928, there 
auto excises until 1932 
when a 3 percent tax was imposed 
on cars and buses, 2 percent on 


R. I. Dealers. Back 
NADA Drive 


PROVIDENCE.—Directors of the 
Rhode Island Automobile Dealers 
Assn. have adopted a _ resolution 
backing NADA efforts to get “per- 
missive legislation” for a program 
to aid auto dealers. 

Tom Clarke, the state’s NADA 
representative, presented the reso- 
lution which won unanimous sup- 
port of the board. 











SALESMEN WANTED 


trucks and 2 percent on parts and 
accessories. Tires were taxed a 2% 
cents per pound and tubes at four 
cents per pound. 
a + * 

_ figures rose in 1940: Cars 

and buses, 3% percent; trucks, 
2% percent, and parts and acces- 
sories, 2% percent. The tire tax 
climbed to 2% cents per pound and 
the tube tax advanced to 4% cents 
per pound. 

Most of the taxes were doubled 
in 1941, rising to 7 percent on 
cars and 5 percent on buses, 
trucks, parts and accessories. 
Tires went up to 5 cents per 
pound and tubes to 9 cents. 
There were no more changes 


until 1951 when the auto tax was 
boosted to its present 10 percent, 
and the levy on trucks, buses, parts 
and accessories hit 8 percent. Tires 


and tubes were not changed. 

In 1956, buses and trucks joined 
cars at 10 percent and tires went 
up to 8 cents per pound. Parts and 
accessories remained at 8 percent, 


and tubes stayed at 9 cents per 
pound. 














assified Want Ads 


HELP WANTED 


a 





SS 
ASSISTANT OFFICE MANAGER, Male. 


Chevrolet dealership in Tucson, Arizona, 
selling 2,000 new units. Applicant must 
be capable of handling all bookkeeping, 
month-end closing, and taking off finan- 
cial statement. Must also be familiar 
with payroll, tax returns and other re- 
ports. Excellent opportunity for capable 
man to grow with expanding organiza- 
tion. Send resume of education, employ- 
ment history and references together 
with recent photograph to Jack P. Lane, 
Office Manager, O’ Rielly Motor Co., Box 
5197, Tucson, Arizona. 


WANTED — SALESMEN to sell the book 


“Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and leasing 
companies. High commission—Ne terri- 
tory restrictions. Write Auto Costs, Box 
224, Dept. B., New York 1, N. Y. 


GENERAL SALES MANAGER, Excep- 


tional opportunity for experienced, am- 
bitious man in volume dealership on 
sout! coast handling Ford products 
in excess of 1,200 new vehicles. Excellent 
salary and bonus plan. Replies held 
strictly confidential. Send photograph and 
complete listing of qualifications in first 
letter, Box 7973, c/o Automotive News, 
Detroit 26. 


in all open terri- 
tories to sell ‘“‘TRAIL KING,’’ the fold- 
ing Tow Bar that turns any car into a 
tow truck. Tailor made for Jeeps. Also 
handies all foreign and American cars. 
Easy to install. Terrific extra profit 
maker for men selling to garages, service 
stations, new and used car dealers, trailer 
rentals and finance companies. Write for 
details. Tow-Bar Sales Co., Dept. 183C, 
40 8. Clinton St., Chicago 6, Ill. 


PARTS MANAGER, upstate New York 


Ford dealer, State experience in own 
handwriting. Box 7988, c/o Automotive 
News, Detroit 26. 


SALES MANAGER—Pontiac dealership 30 


years old. Most modern facilities—100 
miles from Philadelphia. Potential 450 
cars, Owner, no family, wishes to take 
it easy. Salary, bonus, buy-in opportu- 
nity. Must be honest, energetic leader. 
Photo and full confidential resume. Box 
7966, c/o Automotive News, Detroit 26. 





SERVICE MANAGER 


We want the best and will pay accordingly. 
Long established owner managed GM aoa 
with exceptional facilities, excellent location 
and vast potential. Now averaging over 
$35,000 shop sale monthly. Located in South- 
ern California, Our staff knows of this ad. 

e will be confidential. P. O. 


Correspondenc 
Box 2115, Inglewood 4, California. 


POSITION WANTED 





SERVICE MANAGER—Fifteen years’ run- 


ning shop profitably. Engine diagnosis 
and service sales—Able executive—Ex- 
perienced service advertising. If you 
really want a profitable service operation, 
I can help you do it. Reason for ad: 
Want greater opportunity for my experi- 
ence. Highest references. Box 7960, c/o 
Automotive News, Detroit 26. 


INSTRUCTOR OR SERVICE REPRE- 


SENTATIVE—tTwelve years instructor 
auto mechanics, eleven years own garage. 
Personable, good speaker, highest refer- 
ences. Want position with manufacturer 
or oil company. Box 7961, c/o Automo- 
tive News, Detroit 26. 


SERVICE MANAGER, 


SALES MANAGER — Washington, 


SALES MANAGER—10 years’ 


CLASSIFIED WANT ADS 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


and address at regular rates. 


aa T ie 
or re) 


engaged in all branches 
PER WORD FOR EACH 


($1) per 


of the 
INSERTION 
lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads 
Add One Doilar 


insertion for use of a box number 


nation's automotive industry. 

POSITION WANTED ADS, 
may be signed with full name 
Replies to 


Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: 


TEN DAYS 
WANT AD DEPT., 


POSITION WANTED 


FORMER CAR DEALER 16 years—Active 


personal experience in all phases dealer- 
ship activities. Looking for smaller dealer 
who could use my experience. Highest 
references as to character and ability. 
Box 7962, c/o Automotive News, Detroit 
26. 





GENERAL MANAGER or sales manager, 


capable assuming complete responsibility 
of dealership. Excellent references from 
top automotive men. Ten years’ success- 
ful GM managerial experience. Age 40, 
married. Prefer GM line in California. 
Replies confidential. Box 7947, c/o Auto- 
motive News, Detroit 26. 





41 years old, 22 
years with General Motor’s dealers in all 
phases of service administration. Know 
Buicks best, but will consider any make. 
Available immediately for right kind of 
deal, Can handle large or small opera- 
tion, Complete resume on request, Con- 
tact Sam Willis, 847 South Pennsylvania 
Ave., Lakeland, Florida. 





Balti- 
more area—Desires dealer interested in 
building sound, aggressive sales staff 
that can do business successfully and 
profitably in today’s market. Age 30; 
only interested in dealer who thinks 
progressively. Box 7974, c/o Automotive 
News, Detroit 26. 


SALES MANAGER. Twenty years’ experi- 


ence all phases dealer operation. Willing 
locate anywhere. Prefer Denver region or 
southwest. Dodge, also Oldsmobile ex- 
perience, but prewar and currently with 
Ford, Associated 1,000 car dealer show- 
ing tremendous profit and leadership. 
Excellent character and ability references, 
including factory. Box 7975, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER —Interested in buy- 


out arrangement of sound, profitable 
dealership — Ford or Chevrolet — about 
1,000 car deal. Top experience large vol- 
ume Ford chain. Married, 42 years old. 
Box 7989, c/o Automotive News, Detroit 
26. 


SALES MANAGER-General Manager, 


age 
45, honest, pleasant personality. aggres- 
sive, thoroughly experienced all phases 
dealer operation. Presently employed as 
sales manager for 1,200 unit GM deal. 
Currently number one used car vendor 
for this area. Years of experience both | 
new and used, Will locate where best | 
opportunity available. Box 7990, c/o 
Automotive News, Detroit 26. 


GENERAL - BUSINESS MANAGER — Ex- | 


perienced in factory accounting, super- 
visory capacity, and dealership account- 
ing and auditing. Desires position of 
responsibility with large volume operation 
or one of ‘“‘Big Three’’ automotive cor- 
porations. 41, married, sober. Will relo- 
cate. Box 7991, c/o Automotive News, 
Detroit 26. 





experience 
as Chevrolet sales manager. Age 37, mar- 
ried, college graduate. Can hire, train 
and develop top quality sales force. 
Would consider plan permitting invest- 
ment opportunity. Am presently em- 
ployed. Willing to relocate. Box 7995 
c/o Automotive News, Detroit 26. 


ACCOUNTANT—Age 33, college graduate, 


B.B.A. degree, six years’ experience 
Chrysier- Plymouth dealer northwestern 
Ohio—Desires position of similar capac- 
ity, preferably in California or Florida. 
Excellent references. Box 7967, c/o Auto- 
motive News, Detroit 26. 


BUSINESS M A N A G E R-ACCOUNTANT 


(Ford). Age 32. Six years’ operational 
experience with dealership (medium). 
Statement analysis, cost control, daily 
operating control, credit and collections. 
Capable of management responsibilities. 
Am presently employed. Prefer North- 
west area. Box 7968, c/o Automotive 
News, Detroit 26. 





EXPERIENCED EXECUTIVE seeks fac- 


tory, agency, distributorship, or related 
industry position. Young, aggressive, per- 
sonable, accepts responsibility, Well- 
known, Proven record all phases dealer- 
factory relations, Ten years’ same cor- 
poration. Excellent background, record. 
Have top industry references. Replies 
held confidential. Box 7969, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


HANDLING CHEVROLET. Large Detroit 


dealer located in well established neigh- 
borhood, selling in excess of 1,200 new 
units annually. Complete, modern facili- 
ties with adjoining used car lot. Buy 
only shop and office equipment, etc., plus 
moderate parts and accessories inven- 

. Good lease on facilities. You or 
your agent write to Box 7959, c/o Auto- 
motive News, Detroit 26. 


WELL ESTABLISHED dealership handling 


Rambler, south central New York state. 
$19,000 net after owner’s salary. Little 
cash needed. Buy complete or your way. 
Owner has other interests. No real estate, 
low rent. Reply Box 7951, c/o Automo- 
tive News, Detroit 26. 


FRANCHISE HANDLING FORD available, 


Midland, Michigan. City population, 
25,000. Inquire Mode Motors, P. O. Box 
312, or call TEmple 2-8801, Midland, 
Michigan. 


TOP FOREIGN CAR AGENCY, large serv- 


fee department, well established rental 
and leasing business. Long term lease 
available. $10,000 plus inventory. Florida 
east coast. Box 7950, c/o Automotive 
News, Detroit 26. 





IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





DEALERSHIPS AVAILABLE 





DEALERSHIP IN SOUTHERN CALIFOR- 


NIA—Not L. A. Top market area. Han- 
dling General Motors medium priced car 
plus GM foreign. Exceptional physical 
layout, including top used car operation. 
Must sell to manage other interests. A 
going, reputable volume deal, Qualified 
buyer cannot miss. Write Box 7952, c/o 
Automotive News, Detroit 26. 





DEALERSHIP HANDLING FORD in 
Massachusetts, Trading area about 20,- 
000. Potential 250-300 units. Excellent 
location which you can lease. No ac- 
counts receivable or used cars to buy. 
Need only buy parts and equipment. 
Must have factory approval. Reply Box 
7920, c/o Automotive News, Detroit 26. 


FOR SALE: New York suburban dealer- 
ship handling General Motors, 300 car 
potential. Reasonable rent. Only neces- 


sary to buy equipment and parts. State 
qualifications and available capital, John 
W. Stokes & Co., 1775 Broadway, New 
York 19, N. Y. 


DEALERSHIP HANDLING BUICK— 


FLORIDA. One of the best towns in 
Florida, approximately 15,000. Signed my 


first Buick contract in 1929 and want to 
retire. It will be necessary for you to 
have Buick’s approval and gufficient capi- 
tal. In reply give your entire business 
experience and banking references, Box 
7746, c/o Automotive News, Detroit 26. 


NORTHWESTERN OHIO TOWN —Dealer- 
ship handling Buick available. 1,200 


population. $8,500 will buy parts and 
equipment. Payment on building $100 
per month. Box 7963, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING CHEVROLET 
in Central Wisconsin, selling 300 new and 
used units per year. Factory approval 
and cash required. Box 7964, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP FOR SALE, $25,000. Hand- 
ling Dodge-Plymouth. Sold 300 cars in 
1957—-potential 500 cars per year. Lo- 
cated on main highway suburban 
Philadelphia area. Adequate showroom, 
Office and service facilities in modern 
building. Used car lot, ample storage 
space. Box 7965, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING FORD in large 
mideastern city. Sales in excess of 1,000 
new cars per year. Established over 35 
years. Parts inventory approximately 
$60,000; signs, equipment, etc., approxi- 
mately $10,000. Unnecessary to purchase 
any real estate. Adequate facilities, in- 
cluding used car lot and storage lot on 
advantageous lease. Reason for selling 
inability to obtain adequate management. 
Reply Box 7928, c/o Automotive News, 
Detroit 26. 


WESTERN OREGON—Dealership handling 
Willys ‘‘Jeep’’—Located in the heart of 
lumber industry, Well established busi- 
ness, same location for 11 years. Town 
of approximately 15,000—40,000 in trad- 
ing area. Low overhead, high service 
absorption, long term lease available if 
desired. No real estate, used cars or 
accounts receivable. Write Box 7956, c/o 
Automotive News, Detroit 26. 


FLORIDA 


DEALERSHIP HANDLING FORD 
County seat town, also sub-dealership in 
nearby coastal town. Zone of influence, 50,000. 
Only Ford dealer in county. County seat 
town sales approximately 250 cars per year 
for last four years. Sub-dealership in coastal 
town sales approximately 200 cars per year. 
This trade area reaches 25,000 people. Ex- 
cellent buildings in both locations. For lease 
or sale. Box 7953, c/o Automotive News, 
Detroit 26. 


FOR SALE: Dealership handling Mercury 
in southwest town of 22,000 located on 
Mexican border. Potential 150 cars or 
more per year. Buy equipment and parts. 
$20,000 will handle. Nice attractive build- 
ing with good lease. Box 7935, c/o Auto- 
motive News, Detroit 26. 











Dealership Handling 
One of the “Big Three" 


in prosperous Connecticut city. Consistently 


high monthly profits. No real estate. Excellent 
lease terms, No used cars or receivables. 
Minimum cash requirements. Box 7983, c/o 
Automotive News, Detroit 26. 





HANDLING CHEVROLET — 500 car per 
year dealership located on the east coast 
of Florida, Excellent facilities, solid 
money-maker. No real estate to buy. 
Principals only. Requires factory accept- 
ance. Send bank references first letter. 
Box 7976, c/o Automotive News, Detroit 
26. 





EXCLUSIVE DEALERSHIP HANDLING 
PLYMOUTH—Located in largest metro- 
politan area in Texas. Potential 300 to 
500 units. New equipment—wWill lease 
new building—large used car lot, Box 
7977, c/o Automotive News, Detroit 26. 


CENTRAL FLORIDA—Exclusive handling 
Plymouth and DeSoto. New, modern 
building and used car lot with excellent 
lease. Buy only parts and equipment at 
inventory. No blue sky, receivables or 
used cars. Excellent location in lake area 
for boating and fishing. Fast growing 
community with excellent opportunity. A 
sure money-maker. Act fast as iliness 
forces sale. In reply state financial con- 
dition and experience. Box 7978, c/o 
Automotive News, Detroit 26. 


| 


DEALERSHIPS AVAILABLE 





ILLINOIS — WISCONSIN 
ISETTA 


GOGGOMOBIL — SKODA 


Dealerships available in Illinois and Wiscon- 
sin for established dealers who desire to 
cash in on the enlarging foreign car market 
this spring with three of the outstanding econ- 
omy imports. . 


BROADWAY SPORTS CARS 
5734 N. Broadway Chicago, Ill, 





DEALERSHIP HANDLING CHEVROLET 
for sale. Owner retiring from business. 
Selling 100 new units, plus 250 used units 
yearly. Trained and capable personnel. 
Ideal main street location in western 
Kansas county seat town. Buy only 
parts and equipment, rent building and 
used car lot. Write Box 7979, c/o Auto- 
motive News, Detroit 26. 


PHOENIX, ARIZONA—Dealership handling 
dual line of the “‘Big Three.’’ Located 
downtown area, Well established service 
and parts department. Very profitable 
operation for many years. Sold over 550 
new cars last year. Long term lease on 
buildings, Buyer must be financially re- 
sponsible. Furnish bank and experience 
reference when replying. Box 7980, ¢/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC, 
Cadillac and Vauxhall. Fringe deal in 
metropolitan area in northeast. Fine 
facilities, excellent potential. Includes 
real estate, shop equipment, parts and 
accessories, truck and license for towing. 
Selling due to health, Box 7981, c/o 
Automotive News, Detroit 26. 


FOR SALE: Agency handling Pontiac, 75 
units a year—in Bucyrus, Ohio. Popula- 
tion 12,000, county seat, 25 miles west of 
Mansfield, Ohio. No real estate to buy. 
Minimum capital required. Davis Pon- 
tiac, Bucyrus, Ohio. 


SOUTHEAST FLORIDA dealership in the 
fastest growing section of the Northern 
Gold Coast. Handling one of the “Big 
Three’’ lines. Very modern facilities, 250 
car deal, will increase to 500 car deal 
within five years. For sale or lease. State 
qualifications and net worth in first let- 
ter. Box 7992 c/o Automotive News, De- 
troit 26. 


DISTRIBUTORSHIPS 
AVAILABLE 


Old established manufacturer of Funeral 
Coaches and Ambulances mounted on 
Cadillac Commercial Chassis has o 
ings for Distributorships for men of high 
calibre who are capable of conducting 
their own business, Territories available 
are: 

No. | North Carolina and Virginia 

No. 2 Oklahoma and Kansas 

No. 3 Upper New York state 

No. 4 Ohio with exception of 15 south- 

eastern counties. 

No. 5 Washington, Oregon, Idaho, and 








Utah 
Excellent repeat business handling new 
and used equipment. 


GMAC Financing Available 
For details write x No. 7985 
C/O Automotive News, Detroit 26, Mich. 


DEALERSHIP HANDLING PONTIAC, 
Cadillac and Vauxhall. Fringe deal in 
metropolitan area in midwest. Fine fa- 
cilities, excellent potential—No blue sky, 
accounts receivable, real estate or used 
cars. Anxious to sell due to health. In 
your reply state net worth and experi- 
ence. Box 7986, c/o Automotive News, 
Detroit 26. 


HANDLING BUICK-GMC-OPEL. Estab- 
lished over fourteen years; town of 36,000 
in lower Rio Grande Valley of Texas. 
72% fixed coverage year 1957. Average 
past three years, 68%. Hotel storage ga- 
rage adjoining leading hotel. No used 
cars or receivables to buy. Take approxi- 
mately $30,000. Box 7996, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC- 
VAUXHALL, City of 120,000 in Penn- 
syilvania. Modern facilities established 
32 years ago. Owner retiring. Lease or 
buy building on long terms. Need fac- 
tory approval, Box 7970, c/o Automotive 
News, Detroit 26. 


CENTRAL NEW ENGLAND dealership 
handling Buick and Opel. Educate your 
family away from big city crowded con- 
ditions. No bumper-te-bumper driving. 
Take your place as respected member of 
the community. Hunt, fish, ski, golf 
within 15 minutes, Dealership over 25 
years old—potential 100 to 200 new units. 
Complete service operation, cemented 
used car lot. Business in full operation. 
Can be continued with present organiza- 
tion if desired, including records of 
Present new and used car and service 
customers, No receivables or liabilities to 
take over. $35,000 to $50,000 needed, Buy 
now at start of spring and summer sel!- 
ing season. Box 7971, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC- 
VAUXHALL in Pennsylvania in beauti- 
ful location, Established 30 years ago. 
Most modern, new facilities under one 
roof. 500 cars. Buy or lease building, or 
buy 90%. Reason poor health, Only prin- 
cipals with sufficient capital, Box 7972, 
c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 
FOR SALE: Chicago dealership handling 
General Motors. 600 car potential. Rea- 
sonable rent. Only necessary to buy 
equipment and parts. State qualifications 


and available capital. John W. Stokes 
~& Co., 1775 Broadway, New York 19, 
N, Y. 


GARAGE now handling Ford agency. One 
of the best central Kentucky county seat 
towns. Rent only $125 per month, This 
is a money-making 100 car dealership. 
Can be bought right by qualified man. 
Write Box 7993, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7923, c/o Automotive 
News, Detroit 26. 

GM DEAL WANTED, 150-250 cars, Prefer 
Albany, N. Y. area or Glens Falls, N_ Y. 
Have factory approval and minimum of 
$35,000 own capital. All replies strict 
confidence. Box 7982, c/o Automotive 
News, Detroit 26. 


CHEVROLET, FORD OR CADILLAC 
DUAL. Midwest, southwest or south pre- 
ferred. Factory approval assured. 150-400 
potential. Box 7994, c/o Automotive 
News, Detroit 26. 

WANTED: 300-600 Chevrolet or Ford deal 
east of Mississippi. No real estate. Cash. 
All replies confidential. Box 7997, c/o 
Automotive News, Detroit 26. 








LARGE NEW CAR DEALER IN 
WASHINGTON, D. C. AREA 
INTERESTED IN LINE OF FOREIGN 
CARS. WE HAVE LARGE SALES AND 
SERVICE FACILITIES, AND WISH TO 
SECURE A TOP GRADE FOREIGN 
CAR FRANCHISE. 


Box 7984, c/o Automotive News, 
Detroit 26. 





A 


DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title cor out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rotes. 
Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 


officers and first three grades enlisted per- 
sonnel. 


Acceptance Corp. 
sat Togs Bidg., P. O. Box 2166 
ferteley &. Calif, Son Epil onal 
ey 
THornwall '3-7423 


“Worldwide PB —— Saag Military 








DEALER SERVICES 


“SALES RESUME” 


Wouldn't it be nice if someone would 
lay @ resume on desk once each 
month of what ¢ dealers all over 
the country are doing to promote sales? 


WELL THIS IS NOW POSSIBLE, and at 

a cost of less than 6c per day. No need 
fo rack your brain for sales ideas, just 
write in on your letterhead and say 
“start sending it." We will bill 
with the first issue, with cancellation 
privileges at that time, Dealers only, 
please. 


Automotive Enterprises 
Jaikins Building Birmingham, Mich. 


MR. DEALER 


Do You Want Relief and Protection? 


HERE IS YOUR 
OPPORTUNITY 


A responsible and experienced 
management company has two 
qualified and proven General 
Managers available — READY 
TO GO. 

We will assume your burdens 
and take full responsibility. 
You can take it easy and have 
an annuity. 

This program limited to two 
dealers at this time. 

Inquiries and interviews held in 
strictest confidence. 


DON'T DELAY 
See—Call or Write Today 


Dealer Management 


Services, Inc. 
206 Midland Bidg. 
Kansas City, Mo. Vi. 2-6151 


Inventory Service 
Buying or Selling a Dealership 
® Buy Right @ Sell Right 
Parts—Accessories—Equipment 


Call or write for service details. 
Automotive Inventory 
Service Co. 


10040 Freeland, Detroit 27, Mich, WE 3-6445 








CARS FOR SALE 





PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 


Property and Supplies. 


General public and dealers are invited to bid. 


Invitations to bid lising cors 


and trucks, together with instructions to bidders, may be obtained by writing 


to: 


William M. Hower, Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 





CARS FOR SALE 





Wholesale! Wholesale! Wholesale! 
IMMEDIATE DELIVERY FROM STOCK OF 200! 
Fully Americanized 


VOLKSWAGENS 


New 1958's - 1957's - 1956's - 1955's 
Sedans — Karmann Ghias — Convertibles 


Write or Call Mr. Lee Rawls—Foreign Car Representative 
for prices and information 


A. D. ANDERSON FOREIGN CARS 


Maryland's Largest New and Used Car Dealer 


4615 EDMONDSON AVE. 
BALTIMORE 29, MD. 





LONGWOOD 6-5600 








DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; | WANTED: 


durable, brilliant colors. 
ples. Allied Decals, 
Cleveland 3, Ohio. 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. March, 1958 checked, On 
addressed labels, 35M, $14 per M. Box 
7987, c/o Automotive "News, Detroit 26. 


WILL, TRADE 


PRIVATE 40 ACRE hunting and fishing 
lodge with 12 acre artificial lake com- 
mercially stocked in 1948, which provides 
best bass, bream and crappie fishing to 
be found, Private landing strip for light 
aircraft. Large, completely modern 
knotty pine interior four room lodge plus 
bath, completely furnished and air con- 
ditioned. Located in good hunting and 
fishing area just off White River near 
Stuttgart, Arkansas—in heart of Rice 
Belt duck hunting grounds where duck 
hunters come from entire U. 8. during 
season. Will trade for two fully equipped, 
top flight new cars, one Lincoln prefer- 
red. Box 7998, c/o Automotive News, 


ite for sam- 


Inc., 8456 Hough, 


Detroit 26. 








ATT.: OLDSMOBILE DEALERS, U.S.A.— 
Watch for skip: 1957 Oldsmobile Super 
88 convertible, Motor No. A 153485— 
Serial No. 578A 05500. Light green, dark 
green stripe. Notify: Tri-City Finance 
Co., 1720 N. E. 2nd Ave., Miami, Fla. 
Phone FR 4-0434. 


__ CARS FOR SALE 











DO YOU WANT 


PROFITS NOW?? 
Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—C onvertibles—Karmanns 


Shipped by the 
World's Largest Independent 
Volkswagen Operation 


All Cars 


7070 
or Coll N.Y.C. Lines: Wisconsin 7-8221 
(Benk References Furnished 
Know Your Supplier) 
’ 1 Lo Etc. 
anels, 
Export industrial Corp. S. A., 
Hamburg |, Germany 


IMPERIAL LIMOUSINES 


1%Sé—with Air-conditioning, deep- 
cushioned broadcloth in rear, 


CHRYSLER MANHATTAN 
A Division of Chrysler Corp. 


New Yorks’ Limousine 
1757 Broadway — Ci 


werters 





ATTENTION 
FLEET USERS 


New ‘58 Pontiacs 


$35 OVER ACTUAL INVOICE COST 
Lowest price in the East 
Write, wire or phone Mr. Burns 


BROAD ST. PONTIAC, INC. 
Newark's only Pontiac dealer 


990 Bread %. Newark, N. J. 
Mitchell 3-1880 








Fleet Leased Cars 
1955-1956-1957 
At Wholesale 
All Makes & Models - Factory Equipped 
Available in All Major Cities 
HERTZ CAR LEASING DIVISION 


Address: 
1. E. SPATIG 


218 Se. Wabash Avenve 


Chicago 4, Illinois 
PHONE: WAbash 2-1600 





CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines. Ri y-Baker, Belmont 4-6611. 


dgwa. 
2836 N. E. Sandy, Portland 12, Ore. 





CARS WANTED 
*55 to °57 Corvettes, Will pay 
8209 


top prices. Call Wink Chevrolet Co. 
'2-5400 


Michigan, Detroit, Mich, LUzon 
or 2-3644. 


CARS WANTED 


Any Y Any Kind 
We have the largest wholesale outlet in a 
high market, Air conditioned cars a specialty. 
Write or Phone 


Clark Smith 
PHOENIX AUTO AUCTION 
2201 Westward Bivd. Phoenix, Arizona 
Phone: Alpine 8-5768 








PARTS FOR SALE 


$15,000 Stock of Old 
and Obsolete Parts 


Huge quantity of Chevrolet 
obsolete parts '29 to '49 


Fenders, grilles, panels, 
bumpers, mouldings, bearings, 


pumps, springs, running 
boards, transmission and 
differential gears. 
Send for list to: 


Walters Chevrolet Sales, 
Inc. 


Camden, New York 


; 


PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 492 
Main St., Fort Lee, New Jersey. 

STUDEBAKER-PACKARD inventories, sev- 
eral, in New York-Pennsylvania area. 
Telephone UNion 7-2213. Siebelts Motor 
Sales, 3504 Hudson Bivd., Union City, 
N. J. 


PARTS & ACCESSORIES FOR SALE 


PONTIAC PARTS AND ACCESSORIES. 
Lost our lease! Must liquidate $25,000 
inventory. Most items 50% under your 
actual cost. All at least 25% under cost. 
Send for copy of inventory. J. Jack 
Fisher Pontiac, 211 E, Lancaster Ave., 
Ardmore, Pennsylvania, 


TRUCKS WANTED 


WANTED—GOOD USED saan en 2 
ton trucks, 1952 through Frank 
Epp Chevrolet Co., Dodge ous. “Kansas. 

TRUCKS, TRACTORS FOR SALE 

MACK! MACK! MACK!—1955 model B-61T 

tractors. Bronx-Westchester Mack 


distributors for Mack Trucks, 460 Tarry- 
town Rd., White Plains, N. Y. 


SHOP EQUIPMENT FOR SALE 


PONTIAC GARAGE EQUIPMENT—Must 
sell to vacate building, Large Pontiac 
outdoor neon sign with Indianhead and 
several smaller Pontiac neon signs. Sun 
equipment, including generator and volt- 
age regulator analyzer. One ten 

, six air hose and 


i 





SHOP EQUIPMENT WANTED 
WANTED—Bear Frame Aligner and Tela- 
liner. Front end equipment. E. M._ Stiv- 
ers, Inc., 9700 Manchester Rd., St. Louis 


19, Mo. 
MISCELLANEOUS 
CONVERTIBLE TOPS, $18.75 — WILLYS 
JEEP TOPS, $72.20—Headlinings, $12.50. 
Free catalogue. Big Buck, 500 Rantoul 








ber FH-120. Still in shipping crate—cost 
$785. Will deliver to any point for $450. 
Driggers Motor Co., Selma, Alabama. 
TR 2-2371. 








BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
"$523 = (F.0.8, Factory Net) 


$52.3 Fed. Tax Included 


Fie FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Hook-Up 


Four > Ls 


DEALERS' SPECIAL MFectort Net) 
$44.85 Fed. Tax included 
® « 

Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canodian Distributors 
FIVE WHEELS, LTD. 
ES 


SEARCHLIGHTS 
Lar 60"" Hollywood premiere i om 
of Sperry or General Electric make, brand 
new, trailer mounted, completely portable 


with wheels, tow bars, _ and all 
accessories needed. Use m for your own 
promotion and to rent out on the side at 
$50 to $75 per night. Some 3% dealers now 
have them. Our company grossed over $100,- 
000 last year on rental alone. We stock all 
parts and carbons. Price $1,500. Chicago, St. 
Louis or Mass. AAA Seachlight Advertising, 
5306 W. Lawrence, Chicago, Ill. Att: Mr. 
Pile, Phone: MUlberry 5-3510. 


ET 

BUY LADIES’ NYLON HOSIERY WHOLE- 
SALE. Write for price list. Kerr Co., 
2461-H North Clark, Chicago 14, Ill. 


Automatic BraKinG 


THE ONLY BAR TODAY 


| 


AND BRAKE HOOK-UP 
QUICK-TOW Bumper- 


Paap a Delvery 
& Delivery 


TowKinG eckup “40” 


**Add $10.00 for Guide Cables 


SAFETY CHAINS, set of 2, only....$2.75 


1 
SSE Gi Twtscl Samia $13.95 
BROWNIE CARRY-ALL 
BAG Mounted ON $] 4% 
Rubber-Tired WHEELS 
WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Tow Bar Sales Co. 


Exclusive Factory Distribytors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect 5 ,Sc(00 ersers 
40 So. Clinton St.. Chicago 6, Ill. 





oe 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


i kad va aWks nas Nepe.c bh eeide awk Okla bated cote esndekeaseeee ease 
| 
| NS. A a vccecawedbacceseenienanes@ekeasees Zone No......... 
: Sic caren tesantaiatssdhcochuatcakwbeces eles hbase ] 
TRADE CONNECTION: 
i Car Dealer [] Truck Dealer [] Manufacturer [] 
| , Jobber 1) Insurance [] Financial 1] Supplier [] 
; Mabe Cb: Ges cccecsaset Si atekakn dai’ sakbddbas canes Minccatacatacne eae 
1, 


—-----—-—-—— — 7} 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countriés — One Year $12 [] or Two Years $20 [) 


ee meme ce ae ne em a ee en re rm em ee eee 





You. have the edge when youre an 


>, INTERNATIONAL 


S 


~/S 


BECAUSE: 


1. International has the most complete truck line 
(Every buyer is a prospect!) 


2. International Trucks cost least to own 
(This means money to a buyer!) 


® 


A valuable International Truck Franchise may be available for you. Write to: Manager of Sales, Motor 
Truck Division, International Harvester Company, 180 North Michigan Avenue, Chicago 1, Illinois. 





